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5 Years devoted to Progress in Oilheating and Airconditioning 


Our ‘current’ Competitor 
Advancing electric Heat heads 


for challenging position in 1960 


Finer Life with oil Heat 


Baltimore Dealers emphasize 
spotless Home, Peace of Mind 


mm OILHEAT 


peace of mind 


Is oil Heat more efficient? 


California Research studies Show 


it equal to or better than Gas 


Since ‘Nobody likes Bills,’ here’s how 
to sell more fueloil budget Plans 
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BRODIE SHOCK-FREE QUANTROLS— 
fully automatic quantity control 


Now every line from 2” to 8”, with capacities from 100 to 
1,300 gpm and working pressures up to 150 psi, can be equipped NC 
with automatic transfer and delivery control. One operator can handle \ 


several bulk transfers simultaneously. All that’s required is to set the one 
BiRotor Quantrol and start the meter. When preset gallonage is pk 


reached, automatic SHOCK-FREE Shutoff stops the flow without . 
shock damage to pumps, lines and equipment. Save manhours...avoid * 

spillage hazards and losses with Brodie SHOCK-FREE Quantrols. 

Get full details today. Bert D 
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224 
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nol Phone. 
RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. “ 
MT. VERNON, N. Y. DALLAS 7, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 92, 1709 


550 Se. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, ill. 221 9th Ave. N. 5401 Sheila wpe! es 
REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRANCIPAL cit 
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oe NEW YORK is the 
world’s largest oilheating mar- 
ket. The 18 counties that make up the 
city and its commuting suburbs con- 
tain 18% of all the oilburners in the 
nation. The very substantial part of 
the fuel for these burners moves 
through New York harbor from tank- 
er to barge terminals or in barges up 
the numerous rivers and creeks to more 


inland bulkplants. 


The fueloil industry has been great- 
ly inconvenienced since February 1 by 
a strike of tug employees which has 
completely stopped all barge move- 
ments. The resulting claims and 
counter-claims, charges and counter- 
charges, antics and incidents would fill 


a book. 


The first day Mayor Wagner set up 
a panel of nine faithful policemen at 
telephones with pad and pencil to take 
down the horror stories from the 
freezing populace. He had a picture of 
his telephone battery in the news 
papers on two occasions, but the po- 
licemen did not seem to be writing. 
The Mayor became increasingly em- 
barrassed. 

After two weeks the fact came out 
that there had been 363 calls to the 
faithful cops sitting there with ears 
and pencils poised. In a market so 
large there could be that many calls 
from people cut off because of poor 
credit. 


There are several promotional cam- 
paigns for oilheating now active in 
the New York area: The bad publicity 
worried the promotional committees 
to the point of sending out assurances 
that there was nothing to fear, that 
everyone would have all the oil he 
needed, and that the whole thing was 
“much ado about nothing.” 

The truth is that the customers 
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were all being well-served through 
heroic efforts of the. oil industry. 
Around New York harbor there are 
three refineries and a half dozen tanker 
terminals. To solve the problem, the 
industry simply displaced the barge 
movement with transport trucks. 


The Port Authority authorized the 
movement of transports through the 
tunnels and bridges spanning the prin- 
cipal rivers, and a 24-hour “pipeline 
on wheels” went to work. The trans- 
ports hauled from the refineries and 
tanker docks and put the oil in barge 
terminal storage or the inland bulk- 
plants. 

The only trouble was that this was 
costing the typical dealer an extra cent 
a gallon. Some dealers were able to 
send their own trucks several extra 
miles to pick up at the refineries or 
the tankers. 

After two weeks of this, the sweet- 
ness and light was wearing thin. 
Mayor Wagner is the son of Senator 
Wagner, famous for labor legislation, 
and he logically has national political 
ambitions based on labor support. The 
new terms and conditions demanded 
by the tug men were fantastic to say 
the least, But the oilmen saw little 
headway being made toward a solu- 
tion because the city administration 
went on playing footsie with labor. 


Anyway, by Valentine’s Day the 
oilmen held a press conference under 
the aegis of the New York Oilheating 
Association, and decided that the city 
isin desperate straits for fueloil. They 
urged the invoking of the Taft-Hartley 
cooling off period, to which the city 
replied this wouldn’t work because it 
is not a national emergency. 


At press time no real headway has 
been made toward settlement. The 
home-owners are getting the oil they 
need, the dealers are paying through 
the nose for increased delivery cost, 
and the publicity continues to be 
damaging to oilheating growth in the 
country’s largest market. 

This crisis will pass of course, just 
like the Suez trouble is being for- 
gotten, but while it lasts the oilmen 
have trouble deciding which tack will 
conclude the thing quickest before 
they lose their shirts under the extra 
expense. 
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down to work on this page we 
always think of some comic incideny 
affecting the gas industry? Last night 
was the first time we had looked up 
the CBS Playhouse 90 on television 
after learning it was being sponsored 
this year by the American Gas Ag, 
ciation. Actually, the show had several 
sponsors and this was the week for 
AGA to have the commercial at the end 
of the hour and a half presentation, 


If the truth were acknowledged it 
was not good entertainment. The plot 
was a gruesome thing and would have 
been turned off by any one above 
50 unless they particularly enjoy 
Dracula or Frankenstein. We rode it 
all the way to see the gas commercial 
which was a well-done promotion for 
all uses of gas with just one short ref 
erence to heating. 


The humor of the piece lies in the 
fact that anyone who sat up that late 
watching an unhappy plot would ke 
man enough to stick with the instrw 
ment for another few minutes to catch 
the 11 o'clock newscast. 

One of the principal items in the 
news showed a picture of a house in 
Milwaukee that had been blown up 
by a gas explosion. This particular 
house did not collapse, but was simply 
denuded of its brick exterior cover. 
The bare wood framework stood there 
after all bricks had vanished, and the 
commentator made the point that 
while all bricks came off simultaneous 
ly they would have to be put back one 
at a time which was a much slower 
process. 

If this TV program is costing the gas 
industry 3 million dollars for the year 
as their publicity experts claim, we 
suggest that they could ask for a dis 
count on that particular installment. 


# 'Besy BUREAU OF MINES brings the 
startling information that in this 
country we have 188,000 miles of oil 
pipelines which would stretch ™, 
times around’ the earth. Can't think 
why we tell you this except to plea 
the printer by filling this spot. 
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VENTALARM 
GAUGE 





featuring | 


the new “Built-In 


ect "7 
VENTALARM Signal, 






One single unit combining 
the original VENTALARM 
Whistling Tank. Fill Signal 


one with a Tank Gauge. 





, gas 
year 
we 
diy Available for 275 gallon cellar tanks with 
7 depths of 22”, 24”, 26”, 27”, 37”, 42”, 
9 44" and 47”. Specify tank opening and 
: depth when ordering. 
5 the 
this Sizes: VG-A 2"x 1%", VG-B 1’A" x1” 
f oil Scully Products are manufactured under 
", U.S. and Foreign Patents or Patents Pending. 
ink 
hae | 98¢ your Regular Supply House 





SCULLY SIGNAL COMPANY 
- 174 Green Street, Melrose 76, Mass. 


Canadian Branch: SCULLY SIGNAL LTD., 10 Hafis Street, Toronto, Ontario 






Makers of VENTALARM Signal and other Scully Fuel Oil Delivery Aids 
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A Be principal changes in the price 
table this month, and in fact the 
only significant ones, are on the West 
Coast. Among the markets we list in 
the table we notice that tank wagon 
prices went up a half cent in Seattle, 
Portland, San Francisco and Los An- 
geles. 

The wholesale or tank car price also 
gained a half cent in the first three 
of those markets and one and a half 
cents at Los Angeles. This last is an 
unrealistic figure from the standpoint 
of oilheating. That market is almost 
totally heated with gas so a tank car 
posting is more influenced by indus- 
trial users than by fueloil distributors 
picking up the product for resale. 

There is some question in the in- 
dustry about the ability to hold the 
present price levels once the Suez crisis 
has been cleared up. In fact, primary 
stocks of distillates as shown in the 
table are 12'% above the corresponding 
base last year, and we must remember 
that last winter’s heat period saw the 
industry working in an abnormally 
frigid season. 

The Degree-Day table shows the 
heating season to the end of January. 
Without weighting the individual 
cities for industry significance we no- 
tice that the Eastern group to the end 
of January averaged 1% colder than 
normal. While the Midwestern cities 
averaged 3% warmer. 

Recognizing that the East has twice 
the heating demand for oil of the 
Midwest the whole thing about levels 
off. If present weather trends continue, 
the industry will sell less heating oil 
this year than last because the new 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of February 15, 1957 








Tank Tank Tank Tank 
Car Wagon Car Wagon 
Portland, Me. 121 15.9 Richmond 133 15.6 
Boston 12.0 16.0 Charleston, §. C. 11.9 15) 
Providence 12.0 15.9 Chicago 12.0* 15.6 
Springfield, Mass. 12.25 15.9 Detroit 12.25* 16.2 
Hartford 12.25 15.9 Cleveland 12.1* 15.6 
New Haven 11.9 15.6 Minneapolis 11.25 15.3 
Syracuse 12.9 16.1 St. Louis 11.8* 15.4 
Albany 12.1 19,7 Indianapolis 12.3* 16.1 
New York 11.9 16.0 Milwaukee 13.35* 165 
Newark 11.9 15.6 Des Moines 10.50 155 
Philadelphia 11.9 15.4 San Francisco 11.65* 142 
Harrisburg 11.9 16.0 Portland, Ore. 12.35* 14.9 
Baltimore 11.9 i ee Seattle 12,357 15.0 
Wilmington, N. C. 11.9 15.2 Spokane 14.25* 169 
Washington 11.9 16.1 Los Angeles 12.157 13.7 
*Delivered. 
Tank wagon prices shown are for maximum one-time delivery discounts. 
DEGREE DAY TABLES 
——ONE MONTH ONLY—— ——SEASON TO DATE— 
January Percent Sept. through Jan. — Pencent 
Normal 1956 1957 Change* Normal 1956 1957  Change* 
1318 1279 1511 + 14.6 Albany AP 3877 4038 4052 + 45 
632 724 585  — 7.4 Atlanta AP 1757 1959 1398 —204 
S95 993: 1069 sy Dep Baltimore AP 2773 2938 2519 —9) 
173° 1037 1284 rr t4 Boston AP 3121 3315 3241 ‘sae 
1225 1243 1370 1158 Buffalo AP 3649 3734 3523 —35 
1243 1138 1425 +14.6 Chicago AP 3595 3552 3381 -=eage 
942-1077: 1123 Tee Cincinnati CO 2653 3046 2625 —I11 
32) AAS 4S + 14.4 Cleveland AP 3303 3435 3145 — 48 
607 615 651 +) eg Dallas AP 1477 1566 1453 —16 
1125 955 1206 eB Denver AP 3473 3185 3279 — 56 
1330. 1392: "1518 + 14;1 Des Moines AP 3785 4160 3701 —22 
1203 1190: 749% TT 126 Detroit AP 3528 3550 3412 — 33 
eas 1253. 4393 +14.7 Grand Rapids AP 3577 3845 3652 se 
1178 1113 1360 +15.4 Hartford AP 3444 3606 3697 +173 
1469 1495 1962 +33.6 Helena AP 4716 5139 4898 + 39 
394 342 256 —35.0 Houston AP 903 849 680 —247 
1122 1164 1280 +14.1 Indianapolis AP 3263 3454 3046 — 67 
1085 1143 1215 “17.0 Kansas City AP 2960 3103 2783 — 6.0 
328 271 328 0 Los Angeles CO 779 758 539 =—308 
933 999 1016 + 8.9 Louisville AP 2666 2805 2458 —78 
1336 1234 1544 +15.6 Milwaukee AP 3947 3958 3998 +13 
1562 1615 1698 + 8.7 Minneapolis AP 4552 4978 4358 —43 
341 391 211 —38.1 New Orleans CO 770 898 520 —325 
995 995 1104 + 11.0 New York CO 2766 2903 2699 —1l4 
1302 1422 1463 +12.4 Omaha AP 3670 4105 3458 — 58 
933 954F 1103 =+-18.2 Philadelphia AP 2557 2687+ 2661 + 4 
992 1050 1124 + 13.3 Pittsburgh CO 2882 3061 2714 —58 
1373 1161 1580 15-1 Portland, Me. AP 4149 4217 4368 + 47 
791 693 1002 +26.7 Portland, Ore. CO 2391 2466 2692 +126 
1125 1066 1303 +15.8 Providence AP 3320 3438 3406 + 26 
840 910 896 + 6.7 Roanoke, Va. AP 2472 2726 2283 —W 
983 1060 1142 “162 St. Louis CO 2686 2873 2566 —45 
1194 908 1205 + 09 Salt Lake City AP 3473 3135 3654 + $2 
462 405 494 + 69 San Francisco CO 1343 1397 1298 —44 
1587 1498 1748 +10.1 Sault Ste.Marie AP 4927 4776 5004 7+ 16 
753 714 891 “+-16;3 Seattle CO 2435 2689 2653 + 90 
1197 1266 1385 +15.7 Toledo AP 3561 3737 3499 —I18 
893 937 988 i+10.6 Washington AP 2523 2680 2462 —24 
*Compared with normal. +City Office. fAirport. 
Distillate Fueloils 
crop of burners will not offset last 
year’s extraordinary demand due to PRIMARY STOCKS* 
the severe cold. (Thousands of Barrels) 
A reduction in demand this season East of Rockies 
can have two significant results: Price reb.10 
levels will probably fall off moderately g a sy 1956 
in the spring with occasional bargains 9.604 
. ve East Coast 36,143 29, 
found in spot deals. In addition, any Midwest 38.755 22,34 
noticeable pie in ar could Gulf Coast 16,098 iss: 
cause the refiners to much more ‘ 
Total 80,996 6199 


aware of the need to vigorously pro- 
mote oilheating. 
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*American Petroleum Institute. 

































of Independence 






rhe real American idew'ig noe tn. 
every man shall be ona leve} with 
every other, but that every Ohe 
liberty, witho. ohel 
have ut hindra Nee 


‘os Henry Warg 
° Cher 


Henry Ward 
famous A merican 4 "> L81L$3.149 or, 





Does the most to help the 


independent fuel oil dealer 





obtain the greatest satisfaction 





and profit from his business. 






COASTAL OIL COMPANY 


Executive Offices: 744 Broad Street, Newark 2, N. J. 
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Oilheating Trends 


ANUARY INSTALLATIONS of domes- 
J tic oilheating equipment are esti- 
mated at 46,370 slightly above the 
44.607 for December, but 15% below 
the 55,080 in January last year. 

By types of installations the January 
distribution was: New Homes, 21,047; 
Replacements of old oilheating equip- 
ment, 15,986; Conversions from other 
fuels, 9,337. 

The figure for conversions is the 
lowest we've had for quite a long 
while and reflects the decreasing op- 
portunities in that phase of the busi- 
ness. It also reflects the oilheating un- 
certainty caused by the enormous pub- 
licity resulting from the Middle East 
political situation, and the congress- 
men getting their names in the paper 
about oil. 

This point is highlighted by the fact 
that conversions from other fuels last 
January were 15,457 or more than 
6,000 higher than this year. 


Burner Stocks: Dealer stocks of do- 
mestic oilburners and units at the end 
of January were approximately 87,771 
compared with 94,802 a month earlier 
and with 97,613 on January 31 last 
year. This is not a significant change, 
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Minimum Retail Prices 
of Key Dealers 


Jan. Avg. Dec. Avg. 
Separate Burners $311 $311 
Boiler-Burners 716 730 
Furnace-Burners 611 615 


Price Index: Separate Burners 
1947-49 is 100%, 


WHOLESALE 
Jan. 95.6 Six months ago 94.1 
Dec. 95.1 Yearago 95.5 
RETAIL , 
jen. 92,5 Six monthsago 91.8 
Dec. 93.1 Yearago 94.4 


but it is some progress in the right 
direction. 

The current dealer stocks were 
divided: Separate burners, 42,428; 
Boiler-burner units, 22,327; Furnace- 
burner units, 22,986. 

Factory stocks at the end of Novem- 
ber, the most recent data, were 51,434 
which compares with 57,167 the pre- 
vious year. This small drop is pretty 
much in line with the market because 
1956 sales were off modestly. 


Tank Stocks: At the end of Janu- 
ary, dealers had approximately 49,289 


FACTORY SHIPMENTS 


IN THOUSANDS OF — o 


i | 
DOMESTIC OILBURNERS.& UNITS = 
DOMESTIC GAS BURNERS=="*= 
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customer tanks in stock which com, 
pares with 49,576 at the end of D,. 
cember, and with 47,125 a year ago, 
Those figures are holding quite even ql 
the way along. 

As we have explained at othe 
times, we check the tank stocks as , 
good common denominator of the deal. 
er’s inventory attitude. Tanks are easy 
to count so any dealer knows how 
many he has on hand. 

The average price paid by dealers 
in January for a 275 gal. basement 
tank was $33, or a dollar under De 
cember. 
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Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELot, & Om Heat's estimates of shipments are: 











—_——NOVEMBER— ——-_—-ELEVEN MONTHS 

Percent , Percent 
1956 1955 Change 1956 1955 Change 
Separate Burners 39,500 45,216 — 12.6 454,975 540,396 —158 
Boiler Units 10,995 5,329 + 20.6 75,699 77,669 — 25 
Furnace Units 13,951 15,966 — 12.6 180,328 196,912 — 84 
All Domestic 64,446 66,511 — 3.1 711,002 814,977 — 128 
Commercial 3,851 4,302 — 10.5 38,327 37.917 ae 
Total 68,297 70,813 — 3.6 749,329 852,894 — 12] 
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NO. 125-GS 


NO. 1175-F 


PRECISION GROUND AND LAPPED 
FOR LEAK-PROOF SHUT-OFF 


100% AIR TESTED FOR POROSITY 
AND TIGHT SEATING 


“KING” SIZED STUFFING BOXES 
FOR LONGER PACKING LIFE 


NON-RESTRICTED FLOW FOR LOW 
PRESSURE DROP 
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SPECIAL 
STUDY THIS 
MONTH 















Dealer credit conditions: It is im- 
portant to occasionally check credit 
conditions to alert oilheating and fuel- 
oil men to what might be unsound con- 
ditions in their own companies. 

In starting our study this month, 
we asked the group about what per- 
cent of their customers they considered 
troublesome on collections. For the 
country as a whole the answer was 
7.7%. But there were some interest- 


ing variations by sections: For New’ 


England, it was 6.4%, the Mid-Atlan- 
tic states showed 9.6%; the Midwest 
was brightest with only 4.4%; while 
the Pacific Northwest considers 9.2% 
troublesome. 

The most effective yardstick on the 
general state of collections came in the 
next question where we asked the 
group to take accounts receivable for 
December 31, 1956 and figure what 
percent they represented of the com- 
pany’s total billing during the year. 
The composite answer based on all 
sections was 14%. This apparently is 
higher than it should be based on an 
interview study with F. Raymond 
Kraemer which was published in the 
October 1956 issue of FUELOIL & Oi 
HEAT. 

Kraemer is a financial and credit 
consultant retained by several of the 
large fueloil and oilheating dealers in 
the Metropolitan New York area. His 
experience with professional credit 
management in the companies he 
serves shows that the December 31, 
‘receivables should not be higher than 
10% of the year’s billing. That con- 
clusion takes into account somewhat 
slower collection conditions of this sea- 
son compared to last. 

There was again some geographic 
variation in the answers on this point: 
New England showed 14.6%; Mid- 
Atlantic, 15.6%; the Midwest again 
makes the best impression with 10.4%; 
and the Pacific Northwest comes up 
with 15.1%. 

When we look at the implications 


12 


of these percentages based on the na- 
tional average of 14%, we see that a 
typical company with a quarter-mil- 
lion dollar volume was carrying at the 
first of the year $10,000 more on its 
books than if it had been able to work 
with Kraemer’s 10%. 

That is not a big sum in itself, but 
it often means the difference between 
meeting a payroll or a discount and 
having to borrow money to do it. Of 
course we're talking here about the 
million gallon dealer plus his service 
and oilheating departments to show 
the total quarter million billing. 

Next we asked the group what per- 
cent of their current receivables are 
more than 60 days old. The answer 
across the board is 13.3%. And the 
variation on this ran from the high 
point which was Pacific Northwest 
15.7% to the low point in the Mid- 
west which was 11.9%. 

Again we'll put this in simple fig- 
ures: our modest dealer doing a quar- 
ter million dollars annual business is 
carrying about $4,700 in accounts 
more than 60 days old. 


Special Discounts 


We find that 19% of the compa- 
nies offer a special discount for prompt 
payment and this takes various forms: 
18% of all those in the reporting 
group give a discount to COD custom 
ers; and again 19% offer a discount 
for all bills paid within ten days. 

Oddly enough, the average of all 
discounts offered on CoD business is 
3% while the discount on ten day 
payment is nearly always 2%. There is 
no significant variation by sections in 
these practices except no company re- 
porting from the Pacific Northwest 
offers any cash discount. 

There’s a very odd disclosure about 
this cash discount business. We iso- 
lated the companies that offered cash 
discounts and found that their Decem- 
ber 31 receivables were 15'°% of their 
year’s billing compared to the group’s 
14%. Then we found that 24% of 
their current accounts on the books are 
over 60 days compared with the whole 
groups 13.3%. This would indicate 
that when a dealer uses a cash discount 
basis he leans on that heavily and is 
inclined to pay less attention to keep- 
ing the book accounts up to par. The 
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1955 
Albany, N. Y. 96 
Baltimore, Md. 742 
Bridgeport, Conn. 1504 
Columbus, O. 429 
Detroit, Mich. Be 
Elizabeth, N. J. 386 
Freeport. N. Y. 2 
Hartford, Conn. 653 
Irvington, N. J. 309 
Meriden, Conn. 505 


Milwaukee, Wisc. 4990 
Minneapolis, Minn. 228 


Montclair, N. J. 192 
Morristown, N. J. 71 
Mt. Vernon, N. Y. 330 
Newark, N. J. 1367 
New Bedford, Mass. 1287 
New Haven, Conn. 390 
New Rochelle, N. Y. 370 
Norfolk, Va. 995 
Omaha, Nebr. os 
Orange, N. J. 141 
Passaic, N. J. 130 
Paterson, N. J. 479 
Philadelphia, Pa.** 4154 
Portland, Me. 792 
Portland, Ore. 4025 


Poughkeepsie, N.Y. 191 


Providence, R. I. 1054 
Richmond, Va. 524 
Roanoke, Va. 1223 
Rochester, N. Y. 1443 


Rockville Centre, N. Y. 159 


Salem, Mass. 518 
St. Louis, Mo. 2245 
St. Paul, Minn. 128 


Schenectady, N. Y. 101 
Spokane, Wash. ey 
Springfield, Mass. 1654 
Stamford, Conn. 326 


Washington, D. C. 624 
White Plains, N. Y. 284 
Wilmington, ‘Dela. 526 
Worcester, Mass. 1501 
Yonkers, N. Y. 601 


Totals 


36613 28396 
Percent Change —21.4 






1956 
63 
753 


1389 
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1275 


700 
40§ 
726 
348 
626 


1314 
211 
182 
69 
268 


1279 
938 
371 
216 
733 


129 
146 
109 
489 
3220 


55 
2982 


132 
§31 


1178 
1085 
124 
531 
2013 





98 
65 
505 
1470 
216 


544 
372 
1 
1289 
367 





*Permits are not total sales in each ma’ 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are # 


useful working index. 
**Courtesy of “Phi 


ladelphia Inquirer. 
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man is actually tieing up more money 
in book accounts, but is getting daily 
cash through inducements. 


Next we asked the percent of 1956 
billing charged off as bad debts. The 
aggregate answer is 0.84%. In a sim” 
lar study a year ago this was 0.42%. 
In the Kraemer interview, he st 
that 0:3'% is all right, but if the com 


pany is paying a credit man it shou 
not run that high. This is the pom 
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THE ROTARY 
FILTER THAT 
NEVER CLOGS 


— self-cleaning — no wire mesh strainers 
no felt or paper filters. 


Here’s the fuel-unit years ahead in 
operating efficiency — with years of 
proven know-how development behind it. 
The self-cleaning rotary filter maintains 
the same results forever . . . just as if 
you had a continually new wire mesh 
strainer in operation. Service is no 
problem — no service is required. 

No need to clean strainers periodically — 
there are none. Specify ServiceSavers 
as original equipment on your burners. 
They'll be operating as efficiently 

after four or five years as the day they 
were installed. Underwriter approved. 


Catalog data sheet A9A1 tells the 
entire story, complete with specifications, 
installation drawings, dimensions, 
rating, etc. Write for your copy. 

No obligation. 








to know more 
about the fuel-unit 
you’d design for yourself 


| Talk to the man from 
: Webster 





Webster 
‘| Service 
Saver 


INDUSTRI 


WEBSTER 
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QUICK COUPLERS 


\4 
>, 0/ HOLDS TIGHT 
Nati 22 


CAM TIGHTENS NEVER FAILS 


the Fastest, Safest 
Gurest Coupling Known 


BRONZE * ALUMINUM + MONEL 
STAINLESS STEEL + SEMI-STEEL 





OPW CORPORATION 


2735 COLERAIN AVE., CINCINNATI 25, OHIO 











.. ++ Credit Conditions 


where the Midwest dealers fall down 
after showing up better than all of the 
sections in each previous comparison. 
The Midwest average 1.09% charged 
off to bad debts last year. 


There are a few dealers in the coun- 
try who will not handle cop customers 
principally because the driver takes 
too long visiting while making the col- 
lection. In fact, among the companies 
reporting to this study, one out of nine 
has no CoD accounts. Taking the group 
as a whole, we find that 7.6% of all 
customers, or one in each 13 is on a 
cop basis. It is logical that the oilheat- 
ing industry across the board must 
serve such customers because they 
bought oilburning equipment, but it is 
generally believed that the oilman with 
the smallest number of them is the for- 
tunate dealer. 


Then we asked the group how many 
of their customers they had to cut off 
during 1956 because of bad credit ex- 
periences. The answer was 1.4% of 
their total number of fueloil accounts. 
This is quite an improvement over the 
previous year when just about the 
same group of dealers said that they 
had dropped 2.1% of their accounts 
for bad credit in 1955, They may have 
become more lenient as collections gen- 
erally tightened up. 

Any family that gets in a tight spot 
financially is fortunate to be using oil 
fuel because at least it won’t be cut 
off at the meter when a bill is past 
due. 

For the final question of this series 
we asked how credit conditions gen- 
erally compare with a year ago: 
Credits are better in the opinion of 
5%; then 68% say they are about the 
same; and 27% say they are tighter 
than last winter. This does not point 
to a serious change in conditions, but 
it indicates the need for staying alert. 

Dealer Comments: The impressions 
on the general subject of credits are 
quite interesting. Typical are these: 

“We feel 90% of our accounts are 
honest and will pay their fuel bills, 
the other 10% bear watching.” .. . 
“We washed out approximately 100 
bad accounts in 1955; have been push- 
ing budgets.” ... 

“The period between January 1 and 
April 30 is murder on collections; the 
rest of the year we spend catching up 


o- 





—the chain store charges cash, util; 
ties must be paid or else, car pay, 
ments are kept up, the milkman gees 
his customer three times a week and 
can keep control, so fueloil is last op 
the list every time.” .. . 

“Credit is the oil man’s biggeg 
headache: to some extent it is a Frank. 
enstein created by the distributors 
themselves because they have used easy 
payments as an inducement for new 
business; larger companies feel that a 
customer owing a substantial amount 
will not slip away to the small ped. 
dlers offering discounts and free sery. 
ice. However, it becomes more and 
more evident that this is rather fuzzy 
thinking. Our losses are confined al 
most exclusively to the 10% of cuy 
tomers that require relatively large 
credit extensions and must be helped 
along from time to time with notes 
etc. We honestly feel that we would 
be better off without them, but the 
same drive that urges a businessman 
to expand and increase volume often 
overrules the prompting of common 
sense and the axe is generally used too 
infrequently and too lightly on thes 
accounts.” . . 


Firmer Credit Picture 


“As armchair economists, we believe 
that the credit situation must continue 
to be closely held, and we are elimi 
nating questionable accounts wherever 
possible; this may result in smaller 
sales figures, however, on gallonage 
units sold we should realize more 
profits. A routine check of such a 
counts showed that almost one truck 
and one man was kept busy delivering 
to unprofitables or delinquents our 
procedure for this coming heating sea 
son will be to continue to eliminate all 
unprofitable accounts from standpoint 
of credit, area, weather conditions 
and, we hope, the majority of “wil 
call’ customers.” . . . 

“Payments are slower—even good 
‘accounts need gentle reminders.” . - 
“We are not large enough to have 4 
credit and collection manager, as 4 t 
sult our accounts receivable give us ¢ 
real headache.” .. . 

“Customers are demanding greater 
discounts, longer terms; wages in this 
area are ridiculously low and not "¥ 

(Please turn to page 146) 
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PT | GENERAL MOTORS DEL 
|” YEAR ROUND AIR CONDITIONING... 


uuck 
ing for Every Type of Home Installation C M ] ' 
our 
sea’ COMPACT — “stacked” units take up same JU 
> all ! 
i. floor space as furnace alone! #@! Product of General Motors |™ 
ae VERSATILE -— new heating and cooling models i z 
- available for basement, closet, and crawlspace instal- a pnt ps phen ol Dept. FO & 
lation! : eneral Motors Corporation 
3 Rochester 1, New York L 
ood FLEXIBLE- 2-, 3-, and 5-ton air cooled units id & 
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ALABAMA 
Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 


New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 





*included in Maryland state total, 


**included in Virginia state total, 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 


ILLINOIS 
Chicago area (Does not 
include Ind. suburbs) 
St. Louis area 
Nonmetropolitan areas 


INDIANA 
Chicago suburbs 
Fort Wayne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


tOWA 
Davenport area 
Des Moines area 
Omaha suburbs 


Nonmetropolitan areas 


KANSAS 
Kansas City area 
Wichita area 
Topeka area 
Nonmetropolitan areas 
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Issued 
Nov. I! Mo. 
842 10,856 
261 3,738 
144 =‘:1,920 
55 1,159 
382 4,039 
1,190 11,669 
842 7,935 
348 3,734 
319 3,065 
12,562 163,797 
199 2,517 
6,06! 83,737 
445 5,220 
1311 15,224 
1,389 12,029 
1,278 20,143 
7It »=8,678 
82 1,504 
1,086 14,745 
924 13,273 
665 8,618 
259 4,655 
1,213 16,384 
129 ~—s-: 1,900 
301 3,546 
82 1,825 
701 9,113 
124 3,194 
117 = 3,090 
7 104 
29 = 4,363 
319 6,900 
167 =, 193 
4,928 52,651 
274 #=3,361 
1,258 15,835 
242 382,194 
1,096 9,778 
2,058 21,483 
864 15,266 
460 8,884 
102 1,656 
8! 1,336 
221 3,390 
102 1,121 
3,279 51,866 
2,627 42,970 
135 1,333 
517 = 7,563 
1,240 15,783 
224 . 2,87! 
53 601 
497 5,363 
69 1,091 
397 5,857 
523 8,316 
78 1,636 
92 1,242 
18 391 
335 5,047 
692 = 9,352 
201 2,795 
155 = 2,505 
124 ~=—-1,207 
212 =2,845 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 


MARYLAND 
Baltimore area 
Washington, D. C. suburbs 
Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Paul area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
St. Louis area (Ill. suburbs 
listed under Iil.) 
Nonmetropolitan areas 


MONTANA 


NEBRASKA 
Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City suburbs 
Philadelphia suburbs 


Nonmetropolitan areas 
NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
New York Cityt 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


NORTH DAKOTA 


Where is the new home Market? 


No. of Permits 


No. of Permits No. ‘ 
Issued hl 
Nov. I! Mo. ov. 11 Mo, 
409 7,979 OHIO 2,803 46,197 
34 481 Akron area 144 2.845 
211 = =5,077 Cincinnati area 476 532% 
164 2,421 Cleveland area 650 102% 
Columbus area 326 647 
655 10,848 Dayton area 284 5.9% 
170 = 2,124 Toledo area 144 2.64 
244 864,513 Youngstown area 234 3,477 
67 =«1,419 Nonmetropolitan areas 545 9.24 
174 2,792 
OKLAHOMA 456 6,604 
79~—s«A; 159 Oklahoma City area 173 2,563 
Tulsa area 50 1,04! 
1,099 20,565 Nonmetropolitan areas 233 3,000 
654 10,667 
319 6,900 OREGON 300 5.7% 
126 2,998 Portland area 118 = 2,58) 
Nonmetropolitan areas 182 3,215 
eT eee, PENNSYLVANIA 2,176 30980 
158 2952 Allentown-Bethlehem area 59765 
87 '985 Harrisburg area St A1N6 
516 7.479 Philadelphia area (See New 
: Jersey for grea 4 a 1,044 14310 
ittsburgh area 771 8,730 
2,332 43,482 P 
"454 27.533 Nonmetropolitan areas 251 5,059 
225 3,770 =RHODE ISLAND 304 2,78! 
112 2,241 Providence area 285 2,582 
541 9,938 Nonmetropolitan areas 19199 
877 13,090 SOUTH CAROLINA 254 3,837 
629 9,116 Charleston area 86 1,362 
248 3,974 Nonmetropolitan areas 168 2,475 
158 2,236 SOUTH DAKOTA 86 1,390 
35 679 
123 1,557 TENNESSEE 595 10,827 
sage me area 841,447 
noxville area 240 2,491 
ro Memphis area 90 3,315 
y Nashville area 77 ‘1,984 
415 7,815 Nonmetropolitan areas 104 1,590 
me omus 3,171 50,405 
Beaumont-Port Arthur area 129  1,7/4 
8 = 1,479 Corpus Christi area 74 = (1,587 
Dallas area 503 8,630 
292 «= 4,532 El Paso area 131 2,005 
39 965 Fort Worth area 248 4,328 
197 2,490 Houston area 483 6,748 
56 =«1,077 San Antonio area 228 4,03! 
Nonmetropolitan areas 1,375 20,762 
161 2,039 
UTAH 377 poe 
Salt Lake City area 259 3, 
eo Nonmetropolitan areas 118 2,420 
2,251 31,765 180 
50 1.005 VERMONT 25 
1,081 16,705 VIRGINIA 999 21,174 
210 4,533 Portsmouth-Norfolk area 17! 2,048 
910 9,522 Richmond area 17! 3,077 
Washington, D. C. suburbs 167 61% 
415 4,407 Nonmetropolitan areas 490 — 9,056 
WASHINGTON 987 13,844 
4,671 60,422 Seattle area 382 6,585 
157 1,742 Spokane area 124 1,679 
447 = 9,042 Tacoma area 274 2,329 
6d seme Nonmetropolitan areas 207 3,261 
128 2,405 = WEST VIRGINIA 268 3,889 
384 5,092 Charleston area 86 _—‘!,100 
Nonmetropolitan areas 182 2,789 
655 9.675 ~—_ WISCONSIN 1347 1st 
62 «1 B14 Madison area 112 = |i 5 
; Milwaukee area 650 78 
48 ~=1,039 Norimet lit 5@5 9,249 
512 5.798 onmetropolitan areas 
WYOMING gl Oh 
101 =—-1,713 tCovers dwelling units actually startee 
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= 846 
“sa* a T HEATING & COOUNG SYSTEM ECIRCULATT! MICETS 
TANK asa we | — CONTROL VALVE oe = : eae and pooeres nec NG LINE FROM Fi 
‘ <_—__——_ 
PRESSURE ya TANK @ HEATER UNIT 
REDUCING VALVE poeta | ALL BRONZE 
| FITTING acu “ESSA Fw, 8&6 BOOSTER 
bac SYSTEM | SS 
RELIEF VALVE 4 
ea6 cn ww 
HIGH PRESSURE = | 
a a onnom B&G BRONZE es 
74 So Ee Hae RETURN FLO-CONTROL 7-866 HIGH PRESSURE 
wo SE : — TO BOILER VALVE ( 
, [== \ RELIEF vauve 
CO — 
wart abs. am Tl SOLD waren 
wr, eulLT-in BAG ‘a 
WATER HEATER | | =— — Se 
a pith QRONZE B&G All-Bronze Booster used on recirculating line from hot wafer 
on uot 846 i . ° ° * ° 
waren FAUCETS pint anes BOOSTER CHILLER faucets maintains hot water at fixtures at al! times. Recommended on 
} |] oe | all installations, particularly those where long plumbing lines are used_ 
i S 
iI | | 
mas | 36) | TO COOLING 
S06 WATERMIXER | TOWER 
B&G Booster used on combination hot 
water heating and chilled water cooling 
system. B&G Booster or Series 1522 R Ba 
Centrifugal Pump can also be used to £ Pe waren 
dreulate water from the chiller through é 
the cooling tower./ 
SHOW WELTING PANEL 
‘eee $$$ — 
soucr = 
waTtr out SS — = 
2 COMBINATION PRESSURE 8 6G COMPRESSION TANK ‘@ 
GAUGE AND THERMOMETER | ————S Scan 
i 
= | — 
Rees AIRTROW a : ——_—_— == 
ne aeuviee mae’ TANK FITTING - 
gas B&G Boosters used to circulate on anfifreeze solu- 
SUPPLY MAIN | | mevier vawve " . oS 
or a) tion through snow and ‘ice melting’ ptnels. 
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BOG "WU" HEAT EXCHANGER 


























BEG Boosters and "WU" Heat Exchanger provide the means for 
wpplying heat to additional radiators and zones or additional 
service water heating requirements. 
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B&G Boosters used on multiple zone forced 
hot water heating system. 
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All-bronze B&G Booster used to provide an extra supply of hot woter from aw 
undersized boiler. Semi-tankless hook-up maintains initial supply of hot water. 


The multiple uses of mechanically circulated water in homes, commercial buildings 
and industrial plants have made the B&G Booster an outstanding source of profit 


to contractors. 


For new or modernized forced hot water heating systems—for stepping up 
efficiency in service or process water heating systems, B&G Booster applications 


are innumerable. 


The B&G Booster delivers greater value... 
in long life.. 


performance... 


in quiet operation. . .in failase-proof 
.all adding up to a solid reputation for dependability. 


That’s why more B&G Boosters are sold than all other similar pumps combined. 
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1400 O’ Connor Drive, Toronto 16, Ontario, Canada 
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Milburn Petty 


WASHINGTON—Proponents of legis- 
lation to free producers of natural yas 
from direct federal control are crank- 
ing up for another try. 

President Eisenhower has come out 


strongly for gas legislation to achieve 
objectives of the Harris-Fulbright Bill 
which he vetoed last year, blaming 
“lobbying” for his disapproval. 

Federal Power Commission, taking 
its cue from the President, has recom- 
mended that Congress enact legisla- 
tion that would permit the FPC to 
price gas—sold across state lines—as 
a “commodity.” 

This, FPC points out, would relieve 
the Commission of being required to 
use “a rate or traditional utility rate 
making principles but which would 
enable the Commission to. weigh the 
interests of consumers in low prices 
with the necessity of providing assur- 
ance of future gas supplies.” 


Agreement on Gas Bill Sought 


Representatives of producers and 
pipeline companies have agreed upon 
a “compromise” gas bill, with distrib- 
uting companies expected to go along. 

This bill would provide for “reason- 
able market price” for gas production, 
whether by independent producers or 
pipelines. Certain types of price esca- 
lation clauses would be banned. 


Gas Producers Face Utility Rule 


That independent gas producers 
face utility-type regulation of their 
ptites was made clear by the FPC in 
the Union Oil Case. 

the FPC majority turned down a 
rehearing request and ordered the pro- 
ducers to refund differential between 
9 and 17 cents which they have been 
collecting since February, 1955. 

The majority—with Commissioners 
Digby and Steuck dissenting—held 
that the Supreme Court in upholding 
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a lower court opinion overturning 
“fair field prices” in the Panhandle- 
Eastern Pipeline Case had provided 
“standard that we must follow,” add- 
ing: 

“These are applicable to rates 
(prices) of all natural gas companies, 
whether they be interstate transmis- 
sion companies or independent pro- 
ducers.” 

So, under the Panhandle Case, the 
FPC will have to show why it does 
not regulate producer prices on a util- 
ity-rate basis (cost plus fair return on 
investment) before resorting to some 
other method such as average field 
price, commodity price, etc. 

The FPC does not want to regu- 
late producers on a utility base—but 
must follow the law, as interpreted by 
the courts. President Eisenhower says 
he likewise is opposed to such regula- 
tion because it would discourage ex- 
ploration for new gas reserves, lessen- 
ing consumer supplies in the future. 


Gas Bill’s Fate Depends on Ike 


It remains to be seen, however, if 
the President will press for the enact- 
ment of gas legislation. 

Without Ike’s positive and con- 
tinuing support, no gas bill—accept- 
able to the industry—has a chance of 
passage. 

This is more than ever true now, 
following the tremendous volume of 
protests that Congress received against 
recent o#l” price increases, 

Congressional critics of the gas bill 
will renew their charges that it means 
higher gas prices for consumers. 

At the White House, some of Ike’s 
advisers—who fought the gas bill from 
the start last time—can be expected 
to urge the President go slow in press- 
ing it. 

Apparently, the oil price increases— 
particularly on refined products—an- 
noyed President Eisenhower, so much 
so that he was prompted to threaten 
controls on prices. 

At Ike’s news conference, he was 
reminded that one of his messages to 
Congress (a few days after the crude 
oil price advance—had warned busi- 
ness and labor not to demand too much 
in prices and wages. He was then asked 
if he thought the oil price increase was 
“justified or an undue increase.” 

Ike said he had not had a report on 


“real reasons” for the oil price tise 
(two days later a grand jury invegj 
gation of oil prices, etc., was an 
nounced). But, Ike went on to reiter. 
ate that for “their own long-term 
good” business and labor should fiye 
up to their responsibilities. 

Unless this happens, Ike continued. 
the federal government “has to move 
in more firmly with so-called controls,” 

This indicated Ike’s personal reac. 
tion, although other top officials later 
discounted the possibility of controls 
and express opposition to them. 


Oil-for-Europe Program Attacked 


Handling of the Oil-for-Europe 
Program has been severely criticized 
by members of congressional investi 
gating committees. 

Top government officials were 
chided for not making an effort to 
head off the oil price increases after 
being “warned” by some of the Mid: 
dle East Emergency Committee that 
any sudden, huge demand from Eur. 
ope would exert pressure on oil prices. 

The MEEC has been charged with 
operating in a cartel-like manner, 
shrouded in deepest secrecy. 

Texas Railroad Commission was 
criticized for not raising the January 
production allowable which, it was 
alleged, “created an artificial shortage 
whose purpose appears to have been 
a crude oil price advance.” 


Texan Defends Allowables Action 


The Texas commission, according to 
E. O. Thompson, senior member, 
raised allowables (247,000 B/D since 
November) ‘as much as the evidence 
before us justified.” For the first two 
months of the oil lift, no federal off 
cial contacted the TRC about the in 
creased demand. 

He expressed gratification that the 
government, belatedly, was acting t 
divert record-high imports from the 
U. S. to Europe and change refinery 
yields—two steps he had urged for 
many weeks. 


Oil: Imports Bill Seen Stymied 


One effect of the furore raised over 
Texas not raising its allowables as fast 
as some people wished, however, w4* 
that congressmen were less inclined 
than ever to vote for legislation to ® 
strict oil imports. 
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Names in the News: 


Jack Searls of Goshen, Ind., for- 
merly assistant to the vice-president of 
Penn Controls, 
n., has been 
named assistant 
tothe president of 
Waterman- 
Waterbury Co., 
Minneapo- 
lis, Minn., manu- 
facturer of warm 
ar heating and 
airconditioning equipment. 


Searls, 
who also was manager of Penn Con- 
trol’s heating division for three years, 
will specialize in new business develop- 
ment for Waterman- Waterbury. 


Philip H. Schepp, executive secre- 
tary of the New York Oil Heating 
Association, New York, N. Y., and a 
director of the Oil Heat Institute of 
America, died January 29 in Jewish 
Hospital, Brooklyn. Born in Rotter- 
dam, Holland, Schepp came to the 
United States in 1916.° He became 
sles manager of the Delco Frigidaire 
division, General Motors, and, during 
World War 1, was in charge of fuel 
rationing in New York for the Office 
of Price Administration. He is sur- 
ved by his wife, Mrs. Helen Byrnes 
Shepp, and a son, James P. Schepp. 


Larry Nordine, newly-appointed 
Western regional sales manager for 
the Williams division, Eureka Wil- 
lms Corp., will supervise sales of the 
‘mpany’s heating and cooling prod- 
ucts in the Middle and Far West. His 
twadquarters will be at the Williams 
plant in Bloomington, Ill. He former- 
'y Was general sales manager for W. 

Homes, Inc., and, earlier, sales 
manager for Youngstown division, 
Sampson Co., Chicago. 








John W. See has been appointed 
regional sales manager of the Tuthill 
Pump Company, 
Chicago, Ill., to 
take charge of 
Tuthill’s sales or- 
ganization 
in New England, 
New York, New 
Jersey and the 

eastern half of 
Pennsylvania. He 
will make his headeaaele at 30 Red 
Road, Chatham, N. J. 


George Iacucci is new manager of 
the refrigeration and airconditioning 
department of A. R. Webber Co., 
West Haven, Conn. He has been as- 
sociated with the refrigeration and air- 
conditioning supply business for 10 
years, is a member of ASRE and RSES 
and a graduate of the Milwaukee 
School of Engineering. The A. R. 
Webber Co., wholesalers of heating, 
refrigeration and airconditioning sup- 
plies and equipment, recently moved 
into its new and larger building in 
West Haven. 


Frank Gall has been named man- 
ager of the heat transfer department 
and William G. Carlisle is director of 
training and educational work, Bell & 
Gossett Co., Morton Grove, III. 

Gall, who has been with the com- 
pany more than twenty years, has run 
the company’s training and education 
program for the past six years. In his 
new post, he will be assisted by R. E. 
Anderson, a veteran of eight years 
with the company. Carlisle joined 
the firm in 1952 and assisted Gall in 
the organization and development of 
the company training program. In ad- 
dition to his duties in training, he will 
continue his committee work with The 
Institute of Boiler and Radiator Man- 


ufacturers. 
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would you like 
this year? 





Here's the 
Hottest 
Answer 

to Gas 
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in 20 years! 
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All over the United States and Canada, franchised HY-TEST 303 dealers are winning new 


t* 





customers with this revolutionary high test fuel oil that sells at regular oil prices! At last a fuel CAI 
oil that out-performs gas heat, that out-sells any competitive oil! 4 
WHEN YOU BECOME A HY-TEST 303 DEALER Kes 

You continue your present oil supply, converting it to premium HY-TEST 303 by the addition of this ¢ 

the exclusive HY-TEST 303 additive. All dealers’ trucks are equipped with the patented ERIE order 

METER SYSTEMS, INC. dehydrators and filters manufactured exclusively for HY-TEST 303. of ou 

You can promise and deliver SAVINGS IN OIL USE UP TO 20%! The HY-TEST 303 incre 
merchandising program goes to work for you exclusively in your area as soon as you are have 
franchised. There is also available for your heavy industrial users of No. 4 & 6 oil— on, tI 
INDUSTRIAL HY-TEST 303. Erie , 
HY-TEST 303 OFFERS ' 


ALL THESE EXTRAS TO “caulamaoes O O 
YOUR CUSTOMERS --- aude Re 


N 
«SAVINGS IN OIL CONSUMPTIO ; 
£ up TO 20% He ree how you pe ee 


S as 
«NO MORE SOOT oa gag competition 


«NO MORE CLOGGIN 
eNO MORE CONDENSATE 
«NO MORE TANK CORROSION 


* ODOR-FREE OIL 
e FEWER SERVICE CALLS 














MAKE NO MISTAKE! 


HY-TEST 303 has been imitated, but never equalled. 
Imitations are popping-up all over, but no one has 
successfully copied the HY-TEST 303 formula — no 
one can offer you the exclusive ERIE DEHYDRATOR 
AND FILTER—no one can offer you the HY-TEST 
303 proven sales plan. The HY-TEST 303 dealer is 
in a class by himself — head and shoulders above 
all competition! 
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PoHor’ IN FUEL OIL HISTORY! 


CANADA! 


“Hy-Test 303 gave us something 
we never had before — and our 
business shows it! Many customers in 
this area buy fuel oil on an individual 
order basis. Repeat orders in this part 
of our business alone has been 
increasing 15% to 20%! People 
have learned to look for, and insist 
on, the distinctive Hy-Test 303 
Erie Dehydrators on our trucks.” 


George Kaneb 
DEVITT FUEL LTD. 
Cornwall, Ontario 


NORTH CAROLINA! 


‘ “Starting our franchise in mid-season, we 
increased our business nearly 15% in the first 
30 days! The absence of soot in our customers’ 
burners has been visible proof to them of 


Hy-Test 303’s superiority.” 


Sink Walser 
MID-STATE OIL CO. 
Salisbury, N. C. 


You get 


all thie! 











MASSACHUSETTS! 


“We began selling Hy-Test 303 
at the start of one of the stormiest 
winters in years. Our customers were 
delighted with its performance... 
with lower fuel bills and more heat 
in spite of the weather. 

“Price competition is no longer a 
factor with us.” 


Mrs. Catherine Y. Woodbury 
C. Y. WOODBURY, INC. 
Quincy, Massachusetts 





NEW YORK! 


“Hy-Test 303 has been the greatest 
sales booster we’ve had in 33 years 
of business. 51 new accounts were 
signed up in our first 2 weeks as a 
Hy-Test 303 franchised dealer! 
Service calls have been cut down to 
such an extent that we are planning 
to reduce the cost of our service 
contracts next year.” 


Michael C. Winetsky 
CONSUMERS COAL & OIL CO. 
Rockville Centre, N. Y. 


WEST VIRGINIA! 








“Becoming a franchised Hy-Test 303 
dealer is the best move we’ve ever 
made. In our first 3 months of 
operation, we’ve increased our 
business over 10% and ended costly 
customer turn-over.” 


H. O. Anderson 
H. O. ANDERSON 
Martinsburg, West Virginia 





For information regarding an 
exclusive franchise in your area — 


JOHN VALK, JR. , President 


WRITE, CALL or WIRE 
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HY-TEST 303 CORP. 


5 Meadow Road, Rutherford, N. J. 
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Hose Swivels 
with 


EVER TITE 
























EVER-TITE No. 2 
Straight Thru Swivel 


When this new Ever-Tite Swivel 
is used between the hose and 
nozzle, kinking and twisting of 
the hose is eliminated. 


Free swivel action at all times— 
with parts firmly secured. Hose 
strain is prevented because the 
swivel assures quick and easy 
positioning of nozzle. 


The Ever-Tite Swivel is always 
leak-proof because of a special- 
ly-designed machined seal and 
gasket. It is constructed of heavy- 
duty durable bronze—precision- 
engineered for typical Ever-Tite 
performance. 


EVER-TITE 
No. 9 
Check Valve 
Swivel 





none 


Ever-Tite No. 9 Swivel has all 
the features of the No. 2 plus 
the additional advantage of an 
inlet check valve. When the 
pump is shut off, an “O” ring 
seals against a tapered machined 
surface and prevents the hose 
from draining. Spring tension is 
approximately 11 p.s.i. 












Let these precision Ever-Tite Hose 
Swivels save wear on your equip- 
ment as well as operators’ time. 
Write or phone your distributor. 


Send for Bulletin F-11 


EVER-TITE COUPLING CO. INC 
254 West 54th Street, New York 19, N. Y. 


established last 





. . « Names in the News 


Donald F. Horan has been appoint- 
ed branch manager for Automatic 


Controls Co., 
Inc., Western 
Springs, Ill. His 
territory includes 
northern New 
Jersey, Long Is 
land, Fairfield 
County, Conn., 
metropoli- 
tan New York, 

with headquarters at 520 Fifth Ave., 


New York, N. Y. He formerly was 


ficld representative for General Con- 
trols with offices in Long Island City, 
N.Y. 


Gordon Donald has been appointed 
manager of the Reseller Sales Divi- 
sion, Esso Stand- 
ard Oil Co., New 
York. He had 
been assistant 
general manager 
of marketing for 
Esso since March, 
1955. The Resel- 
ler Division was 





summer to help solve the problems of 
marketers. Originally the department 
just covered gasoline, but fueloil, avia- 
tion and LPG sales were added re- 
cently. 


William H. Barry has been elected 
president Warren Petroleum Corp., 
New England marketer. He is also 
president of Potter Fuel Co., Inc., a 
Warren subsidiary. Warren Alpert, 
former president, has been named 


chairman of the board. He is a mem- 
ber of the Young Presidents’ Organ- 


ization and former chairman of its 


New England Chapter. Alpert left 


Standard Oil Co. of California two 


years ago at the age of 29 to form his 
own company. 


























SLOW RECEIVABLES 
Got yourhess 





























YOU CAN COLLECT 
RECEIVABLES FASTER- 


with THE ELDRIDGE 


re > HOME HEATING 


PAYMENT PLAN 
* Our “‘Low Cost” 


Home Heating 
Payment Plan includes:— 





1. Complete Customer Mailing 
Literature to explain the 
plan. 

2. Simplified Office and 
Customer Agreement Forms. 

3. “Low Cost” Remittance 
Packets with self-addressed 
coupon envelopes which 
speed monthly payments... 
reduce collection details... 
and get you more working 
capital — Faster. 


* Our “Low Cost” Home Heating 
Payment Plan is used by Fuel 
Merchants — coast to coast. 








25 YEARS PROMOTING 
OUR OIL HEAT INDUSTRY 










87 MAYWOOD RD. 
NEW ROCHELLE 
NEW YORK 
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Announcing NEW REASONS WHY 
CHEVY’S BEST IF YOUR JOB IS BiG! 



































New higher G.V.W.’s, new cast-spoke 






































whee/s, new full-air brakes, new bigge. 
tire sizes in Chevrolet Task-Force Trucks! NeW /CRETY 
L.C.F. MODELS 
G.V.W.’s increased as much as 4000 lbs. for bigger ARE SPECIALLY 
loads, bigger profits! Chevrolet’s mighty Triple- DESIGNED FOR 
Torque Tandem is more than ever the industry’s 
| ed bauling champ—with G.V.W. hiked a MAXIMUM LOADS, 
: igh 32,000 lbs. to a whopping 36,000 lbs.! In MANEUVER- 
Series 5000H and 6000H models, G.V.W.’s have peice 
| been advanced 1500 Ibs. (to 21,000 lbs.) and in ING AND SERVICING 
| Series 7000 and 8000 models G.V.W.’s are now up 
1000 Ibs. (to 22,000 lbs.)! 1. Compact length of the L.O-F. tenctes (89% 
New cast-spoke wheels* are available on Chevrolet pepe une Poti hea ) one hol ine 
Series 9000 and 10000 _ trucks. These payload overall truck length to less than 45 feet. 
ey ters - strong yet light, widely interchange- 2. Low height of LCP. cab means that, the 
able, easy to service. distance rom the groun the cab floor 
New full-air brakes.* Safe straight-line stops with is shorter; entering or lsaving mone 
vy load ed by these rugged brakes, now ata 8 
: 8 are assured Dy these ? \ b k .C.F.’s ma- 
provided on Series 9000-10000 models. et ice one een ae oe 
New bigger tire sizes.* New 11-22.5 tubeless tires, of tight spots. 
front an rear, or 10.00-20 tubed tires, are added 4. Good weight distribution—more truck weight 
4 assurance that 1957 Series 9000 and 10000 Chevro- = or _ aad ae tis ame ate — 
{ let trucks are built from the ground up to haul iy 
bi : ' 5. Easy servicing is an added L.C.F advan- 
your biggest load with ease! tage; all engine components are quickly 
> a all the news about sky-high parents a accessible. 
rofits, see your Chevy dealer. .. . evrolet 
Division of General Motors, Detroit 2, Michigan. 








*Optional, extra cost. 





PROVED ON THE ALCAN HIGHWAY...CHAMPS OF EVERY WEIGHT CLASS! 


TASK*FORCE 57 CHEVROLET TRUCKS 2ggqueaa 
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Dealers - Jobbers! 
Get That "EXTRA" 
Volume and Profit 

with the 


Tattle-Tale 


TRADE MAR KH 


Dot 7-C 
Oil Tank Gauge 
for 1/2” and 2” openings 


f-— 
BETTER 


Write For Free 
Sample and See 
For Yourself 


Dealers and 
Jobbers have been 
Reordering -<# 
even from Bé 
Denmark afid 

other Foreign 4% 
{ Countries. 









| This Trouble-Free 
| Tank Gauge is 
Really Selling. °, , 


There Must be 
a Reason. 














WRITE FOR OUR LOW PRICES 


| homeward Products Inc. 


3420 S. W. 9th St. 
Des Moines, lowa 
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| Servel announces the ‘Sun Valley, 








’ 


first oilfired home Airconditioner 


| Cree two years of research 


and field-testing, the Air Condi- 
tioning Division of Servel, Inc., Evans- 


| ville, Ind., has announced the first suc- 


cessful oilfired residential aircondi- 
tioner, the “Sun Valley,” which pro- 
vides both heating and cooling from a 
single unit. 

Participating in research and field- 
testing of the new unit were two other 
companies, both affiliates of Standard 
Oil Co. (New Jersey): Gilbert & 
Barker Manufacturing Co., West 


| Springfield, Mass., developed a spe- 


cial low-pressure air-atomizing burner 
for the conditioner, and Esso Research 
& Engineering Co., Linden, N. J., 
conducted a series of extensive labora- 
tory and field tests. 

The cooling cycle of the new “Sun 
Valley” airconditioner is of the Servel 
heat-actuated absorption type which 
provides refrigeration without moving 
parts. With a delivered capacity of 
96,000 Btu’s per hour, it uses about 


| one-half gallon of heating oil per hour 


to produce the cooling effect of 3 tons 


| of refrigeration (standard ASRE rat- 
| ing). 


When the equipment is on heating 
cycle, the burner requires about 9/10 
gallon of oil per hour for a delivered 
heating capacity of 96,000 Btu’s per 
hour. Changing the burner input from 
cooling to heating is done with a flip 
of a switch. 

The important contribution of Gil- 
bert & Barker Manufacturing Co. was 


_ the development of an oilburner flexi- 


ble enough to meet both the low re- 


| quirements of the cooling cycle and the 
| higher requirements of the heating 








cycle. Esso Research & Engineering 
Co. installed experimental units in the 
homes of Esso employees in Louisiana, 
New Jersey and Massachusetts and in 
the homes of Servel employees in 
Evansville. These units have been un- 
der test long enough to prove their 
successful, all-round performance. 
Production of the new oilfired 
Servel airconditioner will be started 
this month with the first models ready 
for distribution before summer. The 
unit will be shipped in a single crate. 
Prepared for installation in less than 





“All-Year" oilfired airconditioner of 
Servel, Inc., produces cooling effect of 
3 tons of refrigeration for summer air: 
conditioning and delivers 96,000 Btu's 
per hour for winter heating. Single 
air-atomizing oilburner (left fore 
ground) for both heating and cooling 
was developed especially for the Servel 
“Sun Valley” airconditioner by Gil 
bert & Barker Mfg. Co. Removal of 
side panels shows compactness of unit, 
easy accessibility to controls, blower, 
filter, etc. 


an hour, it requires only 10.4 square 
feet of floor space. 

Speaking of the “Sun Valley” air 
conditioner, A. J. DeFino, vice-pres 
dent and general manager of the 
Servel airconditioning division, said: 
“The basic advantage of using one fuel 
for cooling as well as heating makes 
this new airconditioner of special in” 
terest to homeowners—plus the fact 
that the equipment to do this job of 
both heating and cooling with one fuel 
requires only one more control than 
would be used in a conventional 
forced-air oil furnace. All controls are 
factory installed, and this fact simpli 
fies the installation of the equipment 
in the user’s home.” 


>, 
“~~ 


John W. Arnold is newly-appointed 
branch manager for Pittsburgh of Nv 
tional-U. S. Radiator Corp., succeed’ 
ing Cecil T. Hale, who has retired. 
Arnold-has been a member of the 
Pittsburgh sales staff since joining the 
company in 1948. 
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..the Time-Tested 
: "RADIANT BASEBOARD 


« | gives your clients 


he so many advantages! 


aid: 









“i BASE-RAY® has seen longer field service than any other hot water 
eg cast-iron radiant baseboard. It was the first developed. In thou- 
sands of installations over a period of more than 12 years, BASE- 
“e RAY has proven itself silent, efficient and trouble-free. You know 
pie that hot water radiant baseboards give the evenest, most comfort- 
a able heat known . . . and the greatest decorating freedom. Recom- 
a mend them on your next heating installation. But be sure to rec- 
er ommend the right brand ... BASE-RAY ... the time-tested radiant 
we baseboard. We'll be happy to give you complete data. Just use the 
C0 
sil upon below. 
Available in 2 Sizes 
No, 9 (9%”) I-B-R rated at No. 7 (7”) I-B-R rated at 
3.45 sq. ft. per lineal ft. 2.35 sq. ft. per lineal ft. MAIL COUPON TODAY FOR FULL DATA 





nted Burnham Corporation 










Na’ Irvington, New York 
eed Please send me full data on BASE-RAY and a copy 
ired. of your new ratings and installation guide. 

the 
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MERCOID 
CONTROLS 


INCORPORATE 
HERMETICALLY SEALED 
MERCURY CONTACTS 








NO CONTACTS 
RR a 


IMMUNE TO 
DIRT— CORROSION 


CONTACTS 
ALWAYS VISIBLE 





5. Lt E NT 
OPERATION 





Write for catalog No. 857 


Bol 14. cere}lenee)-d-1e) 7-agie),| 


4211Belmont Ave., Chicago41, Ill. 











Warm Air Association to hold second 


annual Technical Conference May 1-2 


, Bes SECOND ANNUAL technical 
conference of the National 


| Warm Air Heating and Air Condi- 


tioning Association will be held in the 
Cleveland Hotel, Cleveland, Ohio, 
May 1 and 2. Like the previous con- 
ference, the purpose of the program is 
to provide a forum for more rapid re- 
lease of Association-sponsored research 
and to provide usable technical in- 


| formation to design and engineering 
| personnel. 


| Jr., of Mueller Climatrol Division, 


Presiding at the first technical ses- 


sion on May 1 will be F. J. Nunlist, 


| Worthington Corp. Speakers and their 
| topics will be F. L. Meyer, president, 





National Warm Air Heating and Air 
Conditioning Association, “Research 
and the Future”; W. H. Scheick, ex- 
ecutive director, Building Research 
Institute, “The House of the Future,” 
and R. J. Waalkes, Hart & Cooley 
Mfg. Co., and Prof. A. B. Algren, 
dept. of Mechanical engineering, Uni- 
versity of Minnesota, “The Basis of 
System Designs of the Future.” 


S. C. Marshall of Minneapolis- 
Honeywell Regulator Co., will preside 
at the second technical session, also on 
May 1. Speakers will be R. A. Gon- 
zalez, Chrysler Corp., Airtemp Div., 
“The Human Factor”; Dr. S. C. Hite, 
Department of Chemical Engineering, 
University of Kentucky, “The Hu- 
midity Problem”; Prof. S. Konzo, De- 
partment of Mechanical Engineering, 
University of Illinois, “The Problem 
of Cooling the Upstairs.” 


At the third session, May 2, A. B. 
Newton of The Coleman Co., Inc., 
will preside. D. R. Bahnfletch, Depart- 
ment of Mechanical Engineering, Uni- 
versity of Illinois, will discuss the use 
of forced attic ventilation ceiling heat 


| gain control; J. A. Schenk, Alco Valve 





| Co., will speak on thermal expansion 


valves, and Warren Blazier of The 
Coleman Co. will talk on sound con- 
trol in airconditioning systems. 


Air cleaning will be the topic of 
the fourth session, also on May 2, 
with W. E. Hood of Carrier Corp. 
presiding. Speakers will include Dale 
O. Bender of Research Products 


March 
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Corp., discussing disposable filters: 
Earl H. Evans of American Air Filter 
Co., Inc., on charged-media air clean. 
ers, and George F, LaLandgraf of 
Trion, Inc., electrostatic air cleaners, 


>, 
“9 


°06 Big Burner Shipments 
6% over 9-yr. Average: on 


SHIPMENTS of commercial-imdustrial 
burners for 1956 totaled 36,027, a fig 
ure 6% above the nine years’ average 
of 33,991 and 3'% over 1955, accord 
ing to the-report of D. H. Bottrill, sec- 
retary of the market research commit: 
tee, Oil-Heat Institute of America. 
The record figure was set despite De- 
cember’s total shipments reaching only 
2,461, a figure 14% below an 8-year 
average for the month. 


A breakdown as to size and type of 
December shipments is as follows: 


Oil- = Gas-Oil 
burners burners 
HORIZONTAL ROTARIES 
214 and under 90 
Over 214 to 8 13 


ee 
' 


Over 8 to 30 =. 212 15 
Over 30 to 100 286 21 
Over 100 21 8 
Total Shipments 622 44 
GUN BURNERS 
Over 5 to 30 1579 90 
Over 30 50 2 
Total Shipments 1629 92 
MECHANICAL ATOMIZING 
30 and Over heh 2 
TOTALS, ALL TYPES 2323 138 
7 
“9 


West Subsidiary formed 
by Standard, California 


A WHOLLY integrated subsidiary 1 
manage petroleum operation in west 
ern United States, Standard Oil Co. of 
California, Western Operations, has 
been formed by Standard Oil Co. of 
California as a major step in a long 
range decentralization program. 
Standard-Western, which will be 
the largest oil company in the west, ® 
headed as chairman and president by 
E. J. McClanahan, a director and 
vice-president of the parent organiz 
tion. The first of this year, 25,000 em 
ployees of Standard’s western div 
sion were moved to the new subsidiary. 
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7 Completely ital Improvements 
al Compare the sturdier construction of Mon- 
r Assembled crief's totally new, assembled and wired 
Gas Furnaces and Oil Furnaces. Only 
ge and dynamic engineering, backed by over 
d ‘ 60 years of manufacturing experience, 
. Wired could achieve such improvements! 
it 
; Totally New F 
a. Dyed ye a Fr ig mpact Pricing 
d insolled, Side ar “Git Vtyee' Cooling, po ery Conse Waites ca 
le w type Li) r+ | ive as g 
, ke and Filter F s new low prices that 
ly aawae”§8= x iiies Gee "Upflow ae = selon re to bid Moncrief's anne 
“ar * . “ = ee even the most competitive 
Compact Size... High Air Delivery! Only 5 porprcoreey volume manufac 
of Compact cabinets and Close Clearance Approval provide easier such pricing possible! 
installations in closets, in utility rooms or in “tuck-away” spaces in 
the basement. 
Oil The low height of these new Moncrief Units combines ideally with 
ers their high air flow capacity for year ‘round air conditioning. They are 
designed to supply the greater air delivery, at higher external static 
pressures, required for a cooling coil. Extra blower capacity can be 
i: added as needed. 
5 
l 
8 
4 
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Moncrief’s Very Important Products land the Profitable Order... Every Time! 





yest’ 


No matter what type of installation you are 
bidding, you will compete more successfully 
and profitably with competitively priced 
Moncrief Units. 


If it’s a question of selection, Moncrief offers 
one of the widest choices of heating and cooling 
units in the business. 


If it’s a question of quality, Moncrief Units 
have been noted for their durability, long life 

















and service-free performance for over 60 years. 


If it’s a question of price, Moncrief’s competi- 
tively low prices are certainly not for “cheap 
heating”. Yet, no one has ever been asked to pay 
an extra dollar’s premium for Moncrief’s high 
standard of excellence! 


If it’s a matter of availability, you need look no 
farther than your nearby Moncrief Wholesaler 
for ready service! 








o, of 

has 
», of 
long 

, Add-On Air Cooled 

| T Horizontal 
Lb Beant AaOn Mets Air Condhioner Winter Ale — 
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Alor Water Cooled Air Conditioner Auenbly cvallable Oil os Gas Fired 4 Gas Models 
rt by Ges or Oil Fired th Duct or Plenum Conditioner 

d Toes Cooling Coil Gas or Oi 

an 

’ a ae 
vod THE HENRY FURNACE COMPANY ° Medina, Ohio 
) em’ 
divi’ 


HEATING AND AIR CONDITIONING UNITS 
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Reviews Factors in record 
high, ’56 contract Awards 


THE ANNUAL REVIEW of F. W. Dodge 
Corp. figures on contract awards for 
future construction in the 37 eastern 
states for 1956, which set an all-time 
record, notes some softening toward 
the end of the year, particularly in the 
private building categories. 

Singled out by Dodge Vice-presi 
dent and Economist George Cline 
Smith as the “most surprising” recent 
trend was a sharp dip in contracts for 
new factory buildings ip the latter 
months of 1956. December awards in 
this category, he reported, reached the 
“very low” levels of December, 1954, 

Other significant developments re. 
ported by Dr. Smith from the study 
of 1956 Dodge figures were these: 

A much publicized decline in new 
housing activity with a fairly sharp 
drop in the number of units built, a 
more moderate decline in floor area 
provided, and a smaller drop in dollar 
volume; 

More emphasis on public construc 
tion in 1956 than in 1955 with public 
construction holding up during the 
year better than private; 

Industrial building beginning with 


r Ignition Cable for damp location: 
nstruction resists deterioration 
. 
t. This Chester oil bur 


s UL approved 





STRANDED COPPER CONDUCTOR 


Braided or Jacketed Thermostat Cable 
multi-conductor wire for temperature con 
trol. Features flexible Vinyl jacket or waxed 


otton overbraid for trouble-free circuits. 


LID COPPER 


CONDUCTOR 
y, 


a 





Armored Bushed Cable 
—available in standard 
wire sizes both solid 
and stranded in single, 
two, three and four 
conductors. Armored 
lead cable furnished in 
standard wire sizes 


GALVANIZED 


sy. ARMOR _ BUSHING 


WAXED en PLASTIC 
CRAFT OR RUBBER 
PAPER INSULATION 


a boom in the first quarter with con 
tracts for factory building 60% ahead 
of the same quarter of 1955 and fad 
ing rapidly to the fourth quarter with 
contracts 30% behind 1955; 

Community buildings continuing 
their steady postwar growth to reach 
a combined total of more than $4 bil 
lion for the first time. 


}, 
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General Fittings buys 
Hayden Heater Co. 


PURCHASE of the Hayden Heater ©. 
of Easton, Md., has been announced 
by General Fittings Co. of East Greet 
wich, R. I. Hayden's manufacturing 
facilities have been moved to Fas 
Greenwich, where it will continue * 
the Hayden Heater Division of Gen 
eral Fittings under the general ma 
agership of Sydney J. Hayden, former 
president. 

Added to General Fittings’ produt 
line by the purchase will be a number 
of Hayden industrial electric heaters 
and heating elements,” “” 
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“The day I got MAD enough to 
do something about my sales!” 


*“Customers complaining about service—and 
dropping off because of it . . . drivers chasing 
all over the county, phoning in from every 
stop... trucks piling up dead mileage that 
was just money down the drain... finally 
I’d had enough—I decided to get off the 
fence and at least try 2-way radio. 


“It’s been just a year since my Motorola 
equipment was installed—sales’ and profits 
started climbing from that day. My dispatcher 
now keeps contact with every driver all day 
long. He can plan the work so waste mileage 
and time are held way down—and every 
truck makes more deliveries every day. 





“Emergency calls get answered in just a 
few minutes. In fact our customer service is 
now the fastest and best in our area. Now 
that we’ve used it, we just couldn’t do the 
job without our Motorola 2-way radio. Be- 
fore I decided, I asked around, and everyone 
I talked to considers Motorola the best in 
the business. I guess they should be—they’ve 
had the most experience. So I picked Motorola 
2-way radio and it doesn’t cost—it Pays!” 





FOR ACTION! 
(TO L.P.G. OPERATORS) 


r 
MOTOROLA Communications & Electronics, Inc. 


i 
1 
ae TT i A 4501 Augusta Blvd., Chicago 51, Ill. 
(0 Send me additional information 


} ( Have a Radio Engineer call on me 
2-WAY RADIO 


NAME 





Mi COMPANY 





TOROLA COMMUNICATIONS & ELECTRONICS, INC. 
A SUBSIDIARY OF INC. ADDRESS 











The only complete radio communication service—by the outstanding leaders of the industry. 
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What's a 
Roper 
Tank Truck 
Pump 
roo} mae Mme[e) 


with me? 


A. Simply this, lady! The Roper Series 3600 Pump is the dependable unit found 
on better equipped trucks. One of these trucks calls at your home to supply 
you with fuel oil. 


© 


Why did my dealer choose a Roper, for gracious sake? 


Not for gracious sake, but for economy’s sake. He’s like you homemakers. He 
wants to get the most quality for every dollar he spends; he wants operating 
economy as well. 


Did he have other reasons besides initial cost and operating economy? 


You bet he did. The Roper is a quiet pump — s-m-o-0-t-h as we say in the 
trade. It virtually whispers even at top speed. That means his Roper pump 
doesn’t even disturb your baby when fuel delivery is made to your home. 


© 


Well, peace and quiet are fine, but isn’t there more? 


> 


Yes ... and the more of it is that he can make fast, safe, efficient deliveries — 
thus more calls per day —thus more profit per week. He knows he’s using the 
best when he’s pumping with a Roper! 


ROPER SERIES 3600 PUMP 


Furnished in hi- and lo-drive 
design — 40-300 G.P.M. sizes, 
pressures to 100 P.S.I. A rotary 
unit, with accurately machined 
iron alloy gears ... close-fitting 
bronze bearings ... steel drive 
shaft . . . with mechanical seal 





— (packed box, if desired). 
Adjustable relief valve is stand- 
ard. Bulk plant units on bed- 
plate, with or ready to receive 
motor, are also made by Roper. 








GEO. D. ROPER CORPORATION 
763 Blackhawk Park Ave. 
ROCKFORD, ILLINOIS 











New Publicity Committee 
of on! headed by Brophy 


APPOINTMENT of Frank R. Brophy 
manager of advertising and sales pro, 
motion, Burnham 
Corporation Boil- 
er Division, and a 
director of the 
Oil-Heat Institute 
of America, Inc., 
as chairman of a 
newly-formed OHI 
publicity commit- ; 
tee has been an- Brophy 
nounced by George E. Hochstein, oni 
president. 

Also serving on the committee are 
T. R. Loizeaux, president, T. R 
Loizeaux Fuel Co., Plainfield, N, J; 
G. M. Marin, president, SunRay 
Burner Mfg. Co., Jamaica, N. Y.; D, 
C. Patten, president, J. V. Patten Co, 
Sycamore, Ill., and Charles Rapiport, 
general sales manager, Union Electric 
&@ Mfg. Co., Jersey City, N. J. 

At the first meeting of the commit 
tee in New York plans for the promo 
tion of automatic oilheating and for 
guaranteeing to the public the quality 
of equipment were discussed. 
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List co-operative Program 


for fire Chiefs, Dealers 


THE FIRST Interstate Conference of 
fire chiefs, inspectors and members of 
the oilheating industry will be held 
March 26 at the New York State I 
stitute of Agriculture and Technology 
at Farmingdale, N. Y., under the spon 
sorship of Oil Heat Council of New 
Jersey, Master Heating and Cooling 
Association of New Jersey, New York 
Oil Heating Association, Oil Heat ln 
stitute of Long Island and the Master 
Heating and Cooling Association of 
Long Island. 

Aims of the conference are t0 
courage co-operation among fire chiets, 
inspectors and dealers; promote the 
exchange of ideas and information 
recommend sound procedures and 
principles for both inspectors and deal 
ers working co-operatively to beneat 
both ‘industry and the public, and to 
serve the industry and inspectors ® 
matters of mutual interest. 
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These mean banner sales for 
Atlantic heating oil distributors 





QUALITY 
PRODUCT 






AY 


In these days of brisk competition for the heating oil dollar, Atlantic 
distributors enjoy three very important advantages: 


First, they have a high-quality, triple-refined product to 
sell with the knowledge that it is available in continuous, 


TRAINING 





dependable supply. 


Second, they have access to an intensive sales-training 
program which is backed by Atlantic’s 87 years of retail 
marketing experience. 


Third, they have the support of a strong co-operative 


advertising program. TV, radio, newspapers and direct 
mail are used to help distributors find new customers and 
hold old ones. 


New and improved Atlantic Heating Oils are available at conveniently 
located pipe line and water terminals. 


Why not call us to discuss how you can represent this well-supported 


brand in your market? 


TERMINALS AT: 
Providence, R. |. 


, N.Y. 
Binghamton, N. Y. 
Buffalo, N. Y. 
Elmira, N.Y, 

er, N. Y, 

use, N. Y. 
Wayland, N. Y, 

rk, N. J. 
Trenton, N. J. 





Haven, Conn. 








Gloucester, N. J. 
Bridgeton, N. J. 
Boston, Mass. 
Akron, Ohio 
Allentown, Pa. 
Altoona, Pa. 
Exton, Pa. 
Greensburg, Pa. 
Johnstown, Pa, 
Lebanon, Pa. 
Mechanicsburg, Pa. 





Northumberland, Pa. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, Del. 
Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 


Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atlanta, Ga. 
Griffin, Ga. 
Macon, Ga. 
Savannah, Ga. 
Jacksonville, Fia. 


HEATING OILS 



























3A Nee 


World’s Largest 


Manufacturer 
of the 
Greatest Variety of Designs 


, arktrodes 
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‘Enterprise in Oil’, 


E tewe HIsTORY of Shell Oil Co. in 
the United States has been pub- 
lished in book form, Called “Enter- 
prise in Oil” the book was written by 
Kendall Beaton. 

The early chapters deal with the 
organization of Royal Dutch-Shell 
calling it a new idea in international 
business and industry—a collaboration 
of companies, each retaining its own 
identity, its own functions. 

In this country Shell started out as 
a small marketing firm on the west 
coast (American Gasoline Co.) in 
1912. There was also a small produc- 
ing unit (Roxana Petroleum) in Okla- 
homa. In tracing the growth of the 


| company and its affiliates to the pres 
_ ent day very naturally other oil com- 








IMPORTANT 


to Service Organizations 


All Jobbers in Dielectric’s nation-wide | 
system of distribution carry carefully- | 
selected, well-balanced inventories of 
Sparktrodes in steady demand — all the 
designs most likely to be called for in 
the areas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 
Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 


equipment and fastest service. : 


DIELECTRIC 


PRODUCTS COMPANY, INC. 





Jersey City New Jersey 





panies are discussed in their relation 
to the whole petroleum industry. 
The book describes an old-fashioned 


oil field camp; the excitement of 




















Top picture was taken in the late ’20’s and shows the Signal Hill oil field at ¢ 

time when drilling rigs sometimes touched base to base. Main street of 

right, Okla., looked like picture above during the height of the 1913-1915 boom 
March 
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800 Pages of Shell in U.S. 


opening up Signal Hill in California. 
the adventures associated with the 
huge marketing expansion during the 
Twenties. On the economic side, the 
backing of untried processes and new 
methods is discussed as well ag the 
problems associated with the establish, 
ing of a chemical business in the depth 
of the depression. 

It took the author seven years of 
research to complete the book. During 
this time, he had unrestricted access to 
company records, bolstered the facts 
and figures with personal interviews 
with people here and abroad and took 
three years to finish the writing. 

On this page are two photographs 
from the book. Altogether in addition 
to line drawings and maps there are 
149 halftone illustrations. 

Appleton-Century-Crofts, Inc., is 
the publisher of the book that can be 


gotten at most bookstores. 
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Heating-Cooling Council 
plans unified Promotion 


A UNIFIED, industry-wide promotion 
program, backed by manufacturer and 
contractor members of the Better 
Heating-Cooling Council, was out- 
lined at the Council’s first annual 
meeting in December. 

Among projects proposed for 1957 
ae an all-industry Housing Congress, 
speatheaded by the Council and sup- 
ported by other associations in the 
building materials field to explore new 
teas of family needs; completion of 
‘color cartoon movie on quality heat- 
ing for consumer and trade show pro- 
motion; an editorial conference for 
‘onsumer editors on the factual story 
of quality heating and cooling; con- 
‘mer and builder information book- 

»@ continuing barrage of news: 
MPer, Magazine, radio and Tv pub- 

"and promotion from the Council 








Council officers for 1957 are John 





ald at 4 
Drum eC Reed, president; Thomas L. 
5 boom. BH Amold, vice president; Paul D. 





COMPANY trucks carry the 
slogans: “Oil heats best” 
and “Safe clean oil heat” 
in outsize letters on the 
truck sides where the firm 
name generally is, Com- 
pany identification is on 
back and doors thus giving 
the industry the big promotion. The Oil Heat 
Institute of Long Island sponsors the idea. 


OHILI Trucks do double Duty 




















Addams, vice president, and Robert E. 
secretary-treasurer. Franklin 
Greene is executive director. 

Symbol of the Better Heating-Cool- 
ing Council, here illustrated, which 
made its debut at the National Asso- 
ciation of Home Builders show in Chi- 
cago, has been incorporated in a new 
“BHC member” sign being made avail- 


Ferry, 





fol 


BETTER HEATING-COOLING COUNCIL 


able for use by Council members. 

The four-color Council symbol con- 
sists of brush drawing of a modern 
house, three silhouetted figures repre- 
senting an American family and the 
letters “BHC” in bold type. Within the 
sketch of the dwelling is a small rec- 
tangle, a heating-cooling plant, de- 
scribed below by the phrase “heart of 
the house.” 
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QUALITY is our business 
. Without any compromise 


AND ONLY = 
G 


IVES YOU ALL THREE — 
FLEXIBLE COUPLINGS 


Regular Set Screw 
Splined 
Jaw 


| Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final op- 
erating alignment. 

@ BRAIDED RUBBER—Ground to absolute true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 


@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
ie gory equipment, This is your assurance 
— quality and universal acceptance in the 
eid. 





No, 1910 B a 


Check These Superior 
Guardian Features— 


@ Metal-to-metal seating. 


@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. 
@ Fusible linkage available in all designs. 
@ Valve designs for avery type of installation. 


3, QUIK JOINT 


_ 
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Steel compression 
fittings for con- 
necting steel pipe. 


Sa Patent No. 
2,685,460 


@ Eliminates threading of pipe. 
@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.I. 
@ Allows 7° angular deflection. 
@ U.L. approved for oil and gas. 
Write 
for free 
descriptive 
literature. 


PRODUCTS CORP, 


COUPLING DIVISION 


Dept. F-39 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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Building Industry plans 
Women’s Housing Congres 





A TASK FORCE of the building indys 
try, representing the Better Heating 
Cooling Council, the National Lum, 
ber Manufacturers’ Association an¢ 
several other building producers as 
ciations, is working on a program for 
the 1957 Second Women’s Housing 
Congress which will have as its them 
“Building the Harmonious Home.” Fy. 
ploring new areas of family needs 
the meeting will give women delegates 
an opportunity to express themselye;: 
























on basic components used in good 
home building. 





Speaking at the first annual meet: 
ing of The Better Heating-Cooling 
council in New York in December. 
Housing and Home Finance Admin: 
istrator Albert M. Cole said of the 
coming Congress: “We, in the Hous 
ing Agency, really find it gratifying 
to see that the industry is in the pos 
tion to think about this kind of pro 
gram. We... will do everything we 
can to assist you in your plans for 






“No need to turn back 
with a Never-Clog Vac” 







end costly clogging 
use a dependable 
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purchase of Radiant-Aire 
VACUUM CLEANER 


WITH THE PURCHASE of Radiant-Aire 
Corp., Michigan City, Ind., by the 
Quincy Stove Manufacturing Co. of 
Quincy, Ill., the complete line of 
Radiant-Aire central heating equip 
ment will be added to and complement 
the Monogram line of oil and gas fired 
space heaters manufactured by Quincy 


Your Pullman Never-Clog vacuum 
cleaner gets you in and out of the cellar 
fast without any costly delays, because it 
never clogs under any conditions. In fact, 
the Pullman Never-Clog is guaranteed 
never to clog even on the toughest jobs 
where stubborn soot, scale, ash and debris 
would knock out any ordinary vac. The 
secret’s in the Never-Clog filter bag, a per- 
manent secondary filter that always main- 





tains full suction. for the past fifty years. 
you use a Pullman Never-Clog Vacuum furnaces for oil or gas firing in @ ; 


Cleaner. 


pacities from 85,000 to 175,000 Buus 


THE WORLD’S LEADING SPECIALISTS 
will be resumed in Quincy in March. 


IN FURNACE VACUUM CLEANERS. 























@e@ee@@eee0e0e0e0e0000908080 KA 
meee, ; 
uick Street, Boston 15, Mass. e sen 
e Rush me eg a — on ss e sc aR o beh: 
Pullman Never-Clog Vac, so I can make nter ; aterloo Uo. 
FREE ACCESSORY KIT! @ MORECALLS...MORE SALES... ® terest in 
* 27” metal crevice tool. = MORE PROFITS per day. @ | A SUBSTANTIAL interest in Waterloo 
* Power blower nozzle. we Name: * Register Co., Inc., Waterloo, lows, 
” nei Me we ae, @ Company: . manufacturers of registers and grill 
. hose. cs acerca atte e Street: Ps since 1902, has been acquired bj 
* 10’ x 1% 1.D. heavy duty hose. “i City: State: ° Anefnostat Corp. of America, man 
@ ACT TODAY... MAIL THIS COUPON! @ facturers of air diffusers and alla" 
Cocccecceccocccccoooe! high velocity systems. D 
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P Db retabricated ee 
ial VITROLINER 


ion CHIMNEYS 


a 


FOR ALL FUELS! 


VITROLINER offers Architects, Project Builders 
and Building Contractors MORE FLEXIBILITY, 
CHOICE, SELECTION, QUALITY and MORE 
SPECIAL FEATURES than any '‘'‘prefab'’ on 
today's merket, 


VITROLINER offers MORE TYPES of Chimneys 
—Type "'E'’ and ‘'L'', for ceiling or basement 
installation. It offers MORE FLUE SIZES for the 
one CORRECT size, the heating plant requires. 
There is also MORE permanent basic engineer- 
ing—and MORE QUALITY MATERIAL, time- 
tested, tried and proven successful, for over 
fifteen years. 


The Chimney is MORE COMPLETE—Tailor-made 
to fit the individual job—no cutting or fitting 
—packaged and shipped direct from the fac- 
tory. The "'KD'’ Knocked-Down complete Hous- 
ing Package is MORE quickly shipped from 
nearby Vitroliner Distributors and Dealers. 


= 


FEN 


f 


Fi 


VITROLINER IS PREFERRED BECAUSE 
OF THESE SPECIAL FEATURES 


¢ LOWEST INSTALLATION TIME. 
* SAVES FLOOR SPACE IN UTILITY ROOM. 
¢ LIGHTWEIGHT—10-15 LBS, PER FT. 


* TAILOR-MADE FLUE HOUSING AND ROOF 
FLASHING. 


¢ CHOICE OF FLUE DIAMETE?S—6"', 7'', 8'', 
10"" AND 12". 


¢ PROVIDES ATTIC VENTILATION. 





LISTED BY UNDERWRITERS LABORATORIES FOR 
ALL FUELS. APPROVED BY BUILDING AU- 
THORITIES. EXCEEDS F.H.A, AND V.A,. MINI- 
MUM CONSTRUCTION REQUIREMENTS. 


Write for Circular today 


Same Bet peer 


\/TROLINER 


perior Chimney 


CONDENSATION 


ENGINEERING CORPORATION 
3511 W. POTOMAC AVE., CHICAGO 51, ILL. 





40 





Nrpa “National Fire Codes” 
Available in new Edition 


THE 11TH EDITION of “National Fire 
Codes,” the National Fire Protection 
Association’s handbook of fire protec- 
tion, a completely revised and ex- 
panded work, is now off the press and 
available in six volumes covering 11,- 
000 index entries. 

The six volumes are: 1—Flammable 
Liquids and Gases; 1—-Combustible 
Solids, Dusts, Chemicals and Explo- 
sives; 11—Building Construction and 
Equipment; 1v-—-Extinguishing Equip- 
ment; v—Electrical; vi—Transporta- 
tion and Miscellaneous. These volumes 
contain the work of more than 100 
technical committees composed of ex- 
perts representing the general public, 
government, industry and insurance 
which prepare and regularly review 
and revise all NFPA fire safety stand- 
ards. Incorporated in the 1956 vol- 
umes are 32 new or revised fire safety 
standards which were adopted at the 
1956 NFPA annual meeting in June 
and their amendments. 

Volume 1—Flammable Liquids and 
Gases—contains 35 standards includ- 
ing “Oil Burning Equipment 1956,” 
(No. 31) and two suggested ordi- 
nances of interest to fueloil and oil- 
burner dealers. The “Flammable Liq- 
uids Ordinance” (No. 30L) is a 
suggested guide to reasonable munici- 
pal legislation on the storage and han- 
dling of flammable liquids in the in- 
terest of public safety. It covers bulk 
storage above and below ground and 
inside a building and contains a num- 
ber of changes from the 1954 sug- 
gested ordinance. An_ oilburning 
equipment ordinance given (No. 
31LA) is also suggested for the use of 
municipalities desiring such legislation. 

The standard on oilburning equip- 
ment is a consolidation of all pre-ex- 
isting standards pertaining to oilburn- 
ing and equipment which formerly 
were divided into several groupings. 
Because terminology used to describe 
oilburning equipment and _ various 
fuels differs between groups con- 
cerned, between various segments of 
the oil industry and between various 
sections of the country, several pages 
of this volume are devoted to detailed 
definitions. 
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Also included in this section are 
requirements for combustion air and 
flue connections; clearance require 
ments to combustible construction for 
specific types of oilburning equipment 
and construction and installation re 
quirements for supply tanks. 

The six volumes of “National Fie 
Codes” are available from the Publi 
cations Department, National Fire 
Protection Association, 60 Battery 
march St., Boston, Mass., and ap 
priced at $6 a volume. 
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Atomic Heating possible, 
Expert tells Crane School 






WHILE COST will probably bar devel 
opment of individual nuclear heating 
plants for individual houses, a leading 
heating engineer believes central heat: 
ing plants for entire communities or 
large housing developments may kk 
here by 1966 or 1970. 

Addressing the opening session of 
Crane Co.’s first 1957 commercial 
heating school at Evanston, Ill., Jaw 
uary 27, John W. James, president of 
the American Society of Heating and 
Air Conditioning Engineers, said an 
individual plant for a home “would 
have to generate about 25 kilowatts 
and, at a cost in excess of $5,000, t 
would just be too expensive for the 
homeowner.” But a plant for a whok 
community would be possible, he said 

Meanwhile, James told the Cram 
heating school students that he feel 
boiler heat is the smoothest, mos 
adaptable, most controllable, most 0 
nomical form of space heating knows 
to man. 
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Springfield issues Permits— 
1,384 Oilburners, 743 Gas 


A TOTAL of 1,384 oilburner permit 
were issued in the first eleven mont 
of 1956 by the City of Springfield 
Mass., and 743 permits for gas. Tota 
building permits issued by the city for 
single homes in that period were 870# 
compared with 1,400 for the same P’ 
riod a year ago. A corresponding drop 
in heating permits was registered 

oilburner permits down 9!/2% fros 
the year before and gas down 16a 
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WHAT’S YOUR 


SECRET OF SUCCESS 


IN OIL-FIRED 
EQUIPMENT? 


Here's just a small part of Crane’s 
complete line of Oil-Fired Equipment 
for both Hot Water and Warm Air Heating 











Sunnyday Sunnyday Sunnyday sal y 
15 Boiler 16 Boiler 20 “All Purpose” 

Boiler Sunnyland 

Counterflow 


Furnace 


Sunnyland Sunnyland Sunnyland 
Basement Hi-Boy Horizontal 
Furnace Furnace Furnace 


Mi litety 








Easy to explain why Sunnyday Boilers are 
moving so fast: Crane’s 20-year guarantee 
on Sunnyday sections! Nobody else offers 
such a big selling feature. And nobody else 
offers a.more complete selection of warm 
air furnace and air conditioning than the 
Crane Sunnyland line of equipment. Cash 
in on Crane’s fine quality, national adver- 
tising, and reputation for dependability. 
Contact your Crane Branch or Crane 
Wholesaler now! 


¢ RAN E Co; 836 S. Michigan Ave., Chicago 5 


VALVES + FITTINGS + PIPE + PLUMBING 
KITCHENS + HEATING + AIR CONDITIONING 














MORE 


DEALERS USE 





BECAUSE 
THEY MEAN 
MORE PROFIT 


There are more Fulflo Filters 
than any other make on the oil 
burners of America. Why? Because 
so many dealers everywhere have 
found Fulflo Filters the most depend- 
able method of protecting profits — 
by eliminating costly service calls 
... and by assuring satisfied home- 
owners. 

Only Fulflo Filters employ genuine 
Honeycomb Filter Tubes that pro- 
vide true depth filtration. Fulflo re- 
moves both solid impurities and free 
moisture. Honeycomb Filter Tubes 
are inexpensive and easily replaced. 
Rugged head and heavy steel shell, 
domed and ribbed for extra strength, 
assure long life. 

Protect your profits with Fulflo 
Filters. 


AMERICA’S BEST-SELLING 
OIL BURNER FILTER 
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Big replacement Market 
for water Heaters: survey 


THE BIG MARKET in water heaters to- 
day is the replacement market, accord- 
ing to a survey conducted among sub- 
scribers of Household Magazine, which 
shows that 9 out of 10 subscriber 
homes now have water heaters but bet- 
ter than a third of them are over five 
years old and one out of six provide 
an inadequate supply of hot water. 

Preferences in new water heaters 
were equally divided between gas and 
electric models, the study revealed. At 
present, more than half the reporting 
subscribers have gas water heaters and 
a third, electric. 

That opportunities are unlimited for 
brand development by manufacturers 
is evidenced, according to the study, 
by the fact that four leading makes of 
water heaters account for less than a 
fourth of the water heaters in use. 
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Home Improvement Group 


has Ist All-Industry Meet 


THE FIRST all-industry conference on 
home improvement to consolidate and 
document progress made and plan fu- 
ture expansion was held under the 
sponsorship of Operation Home Im- 
provement in Tucson, Ariz., February 
1 and 2. 

Featured speaker was Albert M. 
Cole of the Housing & Home Finance 
Agency Administration. Cole and 
other speakers during the day-and-a- 
half session covered such phases of the 
market as financing, the role of the 
federal government, local experiences 
and future plans, including the May 
national “Better Your Living” month 
promotion, labor problems and ethics. 
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Make Hay in May, Clark 
urges heating Industry 


EVERYONE in the plumbing, heating 
and cooling industries—manufactur- 
ers, distributors and, most especially, 
dealers—is being urged to make the 
most of May, which has been desig- 
nated “Plumbing—Heating—Cooling 
Month” by the co-ordinating commit- 
tee of the All-Industry Plumbing and 


Heating Modernization Committe, 
and also “Better Your Living Month” 
by Operation Home Improvement. 

Kenneth H. Clark, special co-ordj. 
nating committee chairman, has stated 
that May easily can be made the great. 
est remodeling sales promotion ever 
staged and urged everyone in the in. 
dustries to “get into the act.” 

The importance of activities on the 
local level to successful promotion of 
May as Plumbing-Heating-Cooling 
Month stressed by Clark was seconded 
by Ernest R. Buchi, Nashville, Tenn,, 
chairman of the National Committee 
to develop Plumbing-Heating-Cooling. 
He urged the setting-up of joint com 
mittees by wholesalers, contractors, 
labor and manufacturers’ representa: 
tives to promote the special event in 
all areas. 


}, 
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Csa Listing of approved 
Equipment in 6th Edition 


DISTRIBUTION is now underway of the 
sixth edition of the List of Electrical 
and Oilburning Equipment approved 
by the Canadian Standards Associa 
tion. The 1350-page reference book 
contains approximately 60,200 listings, 
arranged alphabetically both as to sub 
ject and manufacturer and gives de 
tailed descriptions of equipment listed 
on CSA approval records as of August 
31, 1956. 
6, 
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Out lists Communities 
banning Type “B”’ Flues 


PENDING completion of a full list of 
those areas which either ban or te 
strict the use of type “B” flues now 
being compiled by the Distribution Dr 
vision, Oil-Heat Institute of America, 
National Secretary Charles H. Burk 
hardt has released the following, pa’ 
tial list: 

All of Nassau County, Long Island, 
N. Y., except the city of Long Beach 

The City of New York 

The City of Camden, N. J. 

Atlantic City, N. J. 

Hamilton, Ohio 

Raleigh, N. C. 

The townships of Islip and Smith: 
town in Suffolk County, Long Island, 


N.Y. 


March 


1957 
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Our ‘current’ Competitor 


Still in its Infancy, electric Heat promises to be a Threat by 1965 


ll ECONOMISTS were recently 
surveyed by ELECTRIC HEAT and 
Airconditioning magazine and it was 
found that this new method of heat- 
ing is making fairly good progress. 

Not all electric power or distribut- 
ing companies were asked to reply, but 
sme 159 companies were selected as 
being representative of the industry. 
Quite complete data from 93 of these 
companies was received and analyzed. 
Some of these companies were wide- 
spread systems and the total residen- 
tial customers on their lines totaled 
23,225,660—an estimated 56% of all 
occupied homes. 

The detail of this is shown in TABLE 
| The country was arbitrarily divided 
into four major areas because they pro- 
vided a fairly representative sample in 
each area and because the economic 
conditions and load factor conditions 
are fairly well defined within those 
egments. 

One of the most significant findings 
was that on September 1, 1956 there 
were approximately 301,257 homes in 
the country heated with electricity. 
The detail of this is shown in TABLE 2. 

The estimate of 301,257 fully heated 


TABLE 1 
Sample covers 56%, 
Number Their Percent 
Utilities Residential of all 
Reporting Connections Homes 
Northeast 21 6,288,859 53% 
South 28 5,168,973 43 
Midwest 32 8,305,305 68 
West 12 3,462,523 64 


All Sections 93 23,225,660 56% 


TABLE 2 


Complete Electric Heating in Homes 
Number Sold 


12 Months Number 
ending in Use 

Sept. 1, 1956 Sept. 1, 1956 
Northeast 611 3,830 
ecu 29,712 197,705 
idwest 3,912 16,807 
West 19,437 82,915 
Al Sections 53,672 301,257 
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homes includes only the one or two 
family structure, Naturally, there is a 
lot of electric heating of a similar na- 
ture, and produced by the same group 
of manufacturers, that goes into 
motels, resort hotels, and a modest 
number of apartment houses. These 
applications were excluded from this 
study, as was supplementary heating. 

A moderate number of homes are 
completely heated with portables and 
they are included in the analysis be- 
cause no other fuel is used at any time. 

In the same TABLE 2 it is estimated 
that approximately 53,672 complete 
house heating jobs were sold in the 
12 months before September 1, 1956. 

The possible future of electric heat- 
ing is of most interest to the fueloil 
distributor and oilheating dealer. So 
a look into the crystal ball is in order. 
See TABLE 3. 


Sales executives estimated the num- 
ber of complete electric heated homes 
on their systems at two future points: 
1960 and 1965. It is well to recognize 
that these are pretty intelligent people 
with substantial economic depart- 
ments backing them up. 

They believe that within the next 
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four years the total number of homes 
with complete electric heat systems 
will not quite double. In other words, 
they are saying that the average new 
installations in the four year period 
will run a little over 65,000 homes a 
year, compared with the figure we have 
shown of 53,672 new installations in 
the past year. 

Around 1960 they seem to expect a 
break-through, because they predict in 
the following five years the number in 
use will be more than trebled. Curi- 
ously enough, they are saying that the 
average installations for that five year 
period will run to more than a quarter 
million a year. 

Naturally, they base this thinking 
on their own long range planning. The 
capital requirements of an electric 
utility are enormous. Generating sta- 
tions are not built over night, and for 
a combination of many reasons com- 
pany load factors must progress by 
minor degrees. 

It is, therefore, probably reasonable 
to expect that the true impact of elec- 
tric heating will come with consider- 
able force after the rather slow make- 
ready period. 
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Today the great bulk of electric 
heating, almost two-thirds of it, is in 
the Southern group of states—and 
more than a fourth is in the Western 
states. The Midwest makes a modest 
showing, but an interesting point here 
is that one utility system has more than 
a third of all complete electric home 
heating in the whole twelve state area. 

We find in TABLE 4 that the present 
stage or growth rate of the electric 
heat industry has come about through 
an average rate exactly hitting one 
cent per Kwh. The figures in this table 
need a little explanation: The last step 
in the rate schedule—this absorbs most 
of the heating energy requirements— 
was asked for. If the utility had a spe- 
cial or flat rate for heating that was 
used instead. The columns headed 
“highest” and “lowest” do not refer 
to two rates within the same company, 
but in every instance they are based 
on the minimum or principal heating 
rate of the entire group. 

The predominant growth of electric 





TABLE 3 


Electric Heat will Grow 
UTILITY EXECUTIVES FORECAST TO 1965 





Actual - 
1956 1960 
Northeast 3,830 28,064 
South 197,705 334,121 
Midwest 16,807 80,660 
West 82,915 119,045 
All Sections 301,257 561,890 
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South has resulted 
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from the low av 
erage rate of 83 
cents, plus the fact that the area enjoys 
a moderate number of degree-days. 
On a straight Btu basis the overall 
average rate of 1¢ is equivalent to fuel- 
oil at 30¢ a gal., if we calculate elec- 
tric heating efficiency 100% and oil- 
heating efficiency 70%. Electric heat- 
ing puts enough emphasis on heavier 
home insulation and on savings through 
individual room controls so that its 
annual cost is within practical shoot- 
ing distance of the cost of other fuels. 
In fact, electric heating is beginning 
to make some fair inroads in markets 
where net energy cost is 1.5¢ per Kwh. 
A few of the reporting companies 
had special flat rates for house heating, 
but these were not always designed to 
attract business. Specifically eight out 
of 93 utilities do have a special house 
heating rate, but two of these would 
appear to be using it to discourage 
heating business because their rates 


TABLE 4 


Minimum Electric Rates for 
Complete Home Heating 


Northeast 
South 
Midwest 
West 


All Sections 


——CENTS PER KWi-— 


Highest 
3.0¢ 
2.0 
2.6 
1.85 


3.0¢ 


Lowest 
1.1¢ 
4 
1.0 
eb) 


4¢ 


Weighted 
Average 


were considerably higher than their 
general domestic spread. One of them 
had a 2.75¢ rate and the other 3.6¢. 
On the other hand, the special hous 
heating rates of the six utilities that 
want business average 1.49¢ which i 
not particularly low compared with 
the national heating rate of one cent. 
There is a fairly solid impression, 
particularly in the Midwest, that hous 
heating can be sold in considerable 
volume at a 1.5¢ rate. Naturally, # 
takes selling, but where real effort 
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House Heating Rate Changes in past 3 Years 





1957 


Number Number 
~~ 0 that 
PREDICTION S——-— Companies changed 
1965 Changed Up Down 
74,838 Northeast 6 4 2 
1,326,601 South 11 6 5 
225,848 Midwest 9 5 4 
222,703 West el 3 2 
1,849,990 All Sections 31 18 13 
March 


Average Rate 


Before 
1.66¢ 
121 
| Be i 


After 
1.86¢ 
1.34 
1.88 
1.13 


1.56¢ 
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TYPES OF ELECTRIC HEATING 
IN USE SEPTEMBER 1956 

















HOW DO SEASON PEAKS RISE ?@ 


(777 PERCENT OF COMPANIES —————~, 
SUMMER 
RISING FASTER 





WINTER 
RISING FASTER 
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put forth the companies seem to be 
making headway at that rate. 

Just one-third of the reporting com- 
panies have made changes in rates af- 
fecting house heating in the past three 
years, As shown in TABLE 5, 18 of the 
utilities raised their house heating 
rates during the period and 13 reduced 
them. The overall result was that the 
average house heating rate among 
these companies was 1.36¢ before the 
change and 1.56¢ after. 

TABLE 6 indicates the different types 
of electric heating throughout the 
country. It is suspected that radiant 
glass units would show up stronger in 
alist of factory shipments of all these 


One important 
consideration that 
influences the attitude of an individ- 
ual utility either for or against electric 
heating is developed in TABLE 7. This 
raises the question as to which season 
of the year brings the present peak of 
energy demand. There’s quite a varia- 
tion by geographic areas, but when we 
put them all together we discover that 
31% of the utilities have a summer 
peak and 69% experience a winter 
peak. 

In the second and fourth columns 
of TABLE 7 where the percentages 
show that one peak is higher than the 
other, these figures were weighted by 
the number of residential connections 
of all reporting companies. Those utili- 


TABLE 6 


Types of Heating Equipment 
IN USE SEPT. 1, 1956 


Northeast 
Wall units, ceramic core, 
natural convection 27 


Ceiling Cable 169 

Wall units, circulating Fan 115 
Wall units, radiant glass 3,019 
Portables 18 

Radiant Baseboard 85 

Heat Pumps 284 

Other Types 113 

All Types 3,830 

Percent of U. S. Total 1.3% 


South Midwest West All 

56,741 32 27,805 84,605 
72,162 8,879 2,002 83,212 
44,088 194 26,445 70,842 
FAT 2,988 12,490 25,614 
FAs etek 5,538 12,673 
1,186 2,841 7,307 11,419 
5,338 620 340 6,582 
3,958 1,253 988 6,310 
197,705 16,807 82,915 301,257 
65.6% 5.6% 27.5% 100.0% 


Fricloil 6 


liters 








TABLE 7 
Which Season is the Peak? 
SUMMER WINTER 
HIGHER HIGHER 
THAN THAN 
—WINTER—- —SUMMER— 


% of Aver- % of Aver- 
Com- age % Com: age % 
panies Higher panies Higher 


Northeast 16% 17% 84% 11% 
South 48 38 52 12 
Midwest 28 15 72 10 
West 20 5 80 13 


All Sections 31% 19% 69% 11% 


Which Season Peak is rising Faster? 
BASED ON 1951-56 
PERCENT OF COMPANIES 


Summer Winter 

Northeast 35% 65% 
South 70 30 
Midwest 62 38 
West 36 64 

ALL SECTIONS 53% 47% 


ties with a summer peak find it a little 
more acute than do those with a win- 
ter peak. 

A glance at the individual sections 
of the country indicates a good reason 
for some of the utility attitudes. In 
the South, for example, just under half 
of the companies find their peak re- 
quirements are in the summer, but no- 
tice that these peaks are very sharp 
with an average of 38% over their 
greatest winter demands, This is largely 
due to the impact of airconditioning, 
and it very definitely calls for a com- 
pensating winter load, logically in heat- 
ing. 

Another situation exists in the 
South where peak loads never become 
very serious. This is particularly true 


47 














. . Another Competitor 


among the large municipal utilities 
within the TVA system. Most of those 
companies now have a winter peak 
based on their excellent heating vol- 
ume, but they’re not too much con- 
cerned about it because TVA connec- 
tions have so much industrial business 
on a short range interruptible basis. 

In the low half of TABLE 7, some 
53% of the utilities report their sum- 
mer requirements rising faster than 
their winter demands. This is particu- 
larly emphasized in the South and Mid- 
west where it is generally known that 
airconditioning is making its greatest 
strides. 

This should indicate that those two 
areas offer the most logical areas for 
the future growth of electric heating. 
If the Midwest should offer some more 
favorable electric heating rates than 
those shown in TABLE 4 there would 
be quite an acceleration of electric 
heating acceptance. 

The Western states by comparison 
have predominantly a winter peak; 
partly because of a low heating rate 
plus the fact that the predominant 
population is in the mild climate areas 
of the Coast. 

Another very logical consideration 


TABLE 8 
Annual Load Factor 


RECENT TRENDS 
———PERCENT OF COMPANIES—— - 
Up Down Same 
Northeast 35% 10% 55% 


South 48 26 26 
Midwest 50 19 31 
West 27 9 64 


ALL SECTIONS 42% 17% 41% 


Promoting House Heating 
PERCENT OF COMPANIES—— 





Now Plan to 

Promote Promote 

Northeast 20% 31% 
South 46 10 
Midwest 28 27 
West 40 16 

ALL SECTIONS 32% 23% 
TABLE 9 


Who Sells Electric Heat? 


PERCENT BY TYPES OF OUTLETS 


North- Mid- 
east South west 

Elec. Contractor 29.0% '79.8% 
Heat. Contractor 7.4 12:2 3.9 
Elec. Distributor 19.4 ee 22 


Elec. Heat. Special. 42.6 5.7 72.0 


Other Outlets 1.6% 1.1% 
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in any utility’s attitude toward electric 
heating is its load factor. The seasonal 
load factor is always a more acute con- 
sideration than the annual, but it is 
harder to analyze in a study covering 
a lot of companies. TABLE 8 shows 
recent trends in the overall annual load 
factor. For example, 42% of the com- 
panies report their load factors as im- 
proving; about that same percentage 
find it static; and the remaining 17% 
report load factors as down. 

The most favorable comparison 
again is in the South and Midwest, 
but this is quite spotty. They not only 
have the greatest percentage with an 
“up” trend, but also the strongest per- 
centage of companies showing a de- 
cline. 

The lower part of this table is rather 
more significant showing 55% of all 
the reporting utilities are either active- 
ly promoting or making future plans 
to promote electric heating. That is a 
measure of the ratio of companies 
across the nation who can see that elec- 
tric heat would help them in contrast 
to those who don’t want it. 

An interesting detail of this table 
is the very close similarity between the 
four sections of the country. The 
favorable attitude 
in each area is 





that house heating is included among 
the factors of system planning for the I 
years ahead. 

Principal retail outlets for complete 
electric home heating are indicated ip Ba 
TABLE 9. The electrical contractor 
handles more than tworthirds of this A 


business; the general heating contrac. 






tor does one-sixth of it, and the elec. any 
tric heating specialist gets a little more case 
than a tenth. the 
It is doubtful that the electric utili. Md. 
ties will ever do any considerable share for 
of the sale of heating equipment, but M 


many of them are vitally interested in 
quality of equipment installed. About 
32% of the companies are inclined to 
check the layout and installation of 


for . 
mitt 
acco 


theis 

equipment. Another 18% check the thin 

equipment installed by a contractor or . 
dealer new in the business . . . in other 

vane al ee scop 

words this is primarily educational ili 


work. Combining the two, we see that of tf 
just about half of the utilities take a 
responsible interest in the equipment 
and its installation. 

This is the first time that any at 
tempt has been made to measure the 
impact of this new field—and while it 
seems puny now, electric heat may be 
a strong challenger in the future. 





held by a mini- 
mum of 51% and 
a maximum of 
56% of the par- 
ticipating compa- 
nies. It is logical 
to believe that 
more utilities will 
want this kind of 
business eventual- 
ly, but probably 
not all of them at 
any future time. 
Just about half of 
the reporting 
companies say 


ALL ELECTRICAL CONTRACTOR 
HEATING CONTRACTOR 
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HEATING SALES CHANNELS 
1956 SALES 
IMPORTANCE OF OUTLETS 


IN PERCENT OF SALES — 
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Impact at Home 


Baltimore’s oilheating Promotion stresses spotless House and Peace of Mind 


N END of year assessment of ac- 
A complishment is a wise plan for 
any business or organization. In the 
case of the two-pronged promotion of 
the oilheating industry in Baltimore, 
Md., such a review also has great value 
for other industry groups. 

Mahool Advertising, Inc., agency 
for Baltimore’s Oil Heat Joint Com- 
mittee, prepared the report. When the 
account executives looked back over 
their shoulders here are some of the 
things they found. 

Increased financial support: The 
sxope of the program had been in- 
creased financially by the participation 
of the major oil companies associated 





esting and educational. 





A traditionally good oilheating market has felt the effects of 
natural gas. But rather than retiring from the field, members of 
the industry have worked together not only to preserve the market 
but to insure its growth. During the past year, advertising and pub- 
lic relations have been used to good advantage. Here is a report of 
the Baltimore program—other communities should find it inter- 











with Oilheating Market Reports. This 
served to accelerate the participation 
of individual dealers. 

Public relations program: For the 
first time such a program was started 
to parallel and augment the advertis- 
ing schedule. 

Advertising program: The public 


Notice the prominence of the sponsoring organization. Every talk that Mrs. Cross 

gives has this outline drawing right before her audience. Misconceptions about 

the cleanliness of oil heat are corrected by the discussion, “A spotless Home and 

ime to spare.” A Baltimore newspaper called it “a chatty, informative and 
amusing talk.” 





was approached by all media—news- 
papers, outdoor advertising and radio. 

Because the public relations aspect 
is newer than the advertising effort, 
let’s look at it first. 

The program was begun to develop 
public good will for the oilheating 
industry as well as additional good will 
among allied industries, trades and pro- 
fessions. To stimulate an increased 
consciousness within the industry the 
“Oil Heat Good Neighbor of the 
Month” was inaugurated in the spring. 
Four awards of U. S. Savings Bonds 
have been made to personnel of in- 
dividual fueloil companies. In each 
case, the awards were publicized in 
magazines and newspapers. 

A bulletin, “Housing Tips,” has 
been circulated to members of the Oil 
Heat Association of Maryland and to 
builders, architects, plumbing and 
heating contractors. It was designed to 
get information on subjects related to 
oilheating into the hands of members 
of allied professions. Five issues were 
distributed during 1956. 

Probably the most successful aspect 
of the public relations program has 
been the sponsoring of Mrs. Ernest 
S. Cross, Jr. A talk was prepared called 
“A spotless Home and Time to spare,” 
and Mrs. Cross was commissioned to 
talk before various women’s clubs in 
the area. 

It was recognized that one of the 
most potent weapons the gas interests 
had was the housewife, loaded with 
misinformation, who went around say- 
ing: “I wish I had gas heat; it’s so 
much cleaner than oil.” 

Therefore, all that Mrs. Cross had 
to do was to correct this impression. 
The fueloil people in Baltimore are 
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quite satisfied with the job that was 
and is being done. 

Her subject matter—dust and dirt 
in the home and ways of eliminating 
same—was of great interest to women. 
Clubs were happy to have the talk on 
their programs and Mrs. Cross made 
more than 20 appearances in 1956 
with more scheduled for the current 
year. She was careful to impress the 
audience with the cleanliness and mod- 
ernity of oil heat. 

This particular project resulted in 
extremely successful newspaper pub- 
licity. The Evening Sun devoted al- 
most a full page with six pictures to 
the lecture. 

On December 19 a housewarming 
party was held for members of the Oil 
Heat Association. Special guests from 
among government officials, press, 
radio and television representatives and 
key officers of selected trade associa- 
tions were invited. 


Booklets 


Another project has been the devel- 
opment of a booklet containing a short 
illustrated history of how man has 
heated his home through the ages. 
Called “From Flint to Fueloil,” the 
booklet will show oil as the heating 
fuel of modern society. 

Plans call for its use by teachers 
and libraries, and as the basis of radio 
and television programs, news stories 
and feature articles. 

A further important part of Balti- 
more’s public relations program has 
been the efforts to gain the passage of 
an all-purpose chimney ordinance. A 
booklet, “Shocking but True,” was 
prepared and circulated. The aid of 
several organizations was courted and 
won so that when the ordinance came 
up before the city council more than 
300 supporters (individuals, business 
firms and civic groups) backed it. 

The Baltimore program has been 
quick to exploit weaknesses in com- 
peting fuels and fuel suppliers. Letters 
to the editor have been especially ef- 
fective. These letters of criticism and 
comment do not originate from the Oil 
Heat Association, but rather from pri- 
vate individuals. 

An example: A letter signed by 
Michael J. Feeney began by expressing 
sympathy with victims of a gas explo- 
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These are some of the ads 
used during the year. The 
one directly to the right 

took advantage of the city- | 
wide publicity attending 
the opening of a new shop- 
ping center. The inference 
was that such a modern 
structure would only have 
the most modern heat. 
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sion. Then it went on to emphasize 
that gas is highly combustible and that 
it was fortunate that other less dan- 
gerous fuels are available. 

Continuing personal relationships 
with members of the press were main- 
tained and built up by those working 
with the public relations program. This 
applied to both the editorial and news 
side of the daily papers and resulted 
in a receptive attitude when stories or 
ideas were submitted. 

A series of news articles appeared 
in The Morning Sun, Evening Sun 
and News Post discussing the weather, 
describing the degree-day system and 
showing how this was used by fueloil 
companies for automatic deliveries. 

The Morning Sun carried a half 
column editorial on the degree-day 
system and automatic oil delivery. An- 
other article on the same subject ap- 


peared in the magazine, Gardens, 
Houses & People. Articles on summer 
winter hook-ups and outdoor hot wi 
ter connections were placed. 

Interviews have been arranged on 
radio and television. Degree-days and 
how they are used by fueloil companies 
were discussed on Station WFBR 
The senior smoke control inspector of 
Baltimore talked about the causes of 
dirt. He corrected the erroneous if 
pression that oil fuel causes dirt. 

Even though we have discussed the 
public relations side of the overdll 
Baltimore program first, it does nd 
mean that the advertising facet wa 
less interesting or important. 

To achieve the greatest possible im 
pact, advertising was concentrated ia 
two periods of three months each. 
The first was from March 15 to Jun? 
15 and the second, from Augu* 
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Theme of the fall campaign centered around the slogan 
“Oil Heat means peace of mind.” These billboards were 


15 to November 15. This concentra- 
tion made possible a much more inten- 
sive display than would be possible 
over 12 months. 

The spring campaign was developed 


| around the themes: “Oil heat gives 


you 110,000 extra heat units per dol- 
lar,” and “You get a lot more heat 
with a lot less money with oil heat.” 
The characteristics of cleanliness, 
afety, luxury through automatic op- 
erations, service policy protection, etc., 
were also featured, but were subordi- 
nated to the main economy theme. 

And this is how the campaign 
reached the public: Both large display 
space and smaller local news-page units 
were placed in newspapers. One-min- 
ute radio spots were used on six radio 
gations in the area. Traveling displays 
were placed on the 200 buses and 
street cars of the Baltimore Transit 
Co. 

Some 300,000 six by six-inch inserts 
were distributed with statements by 
independent dealers and major oil com- 
panies. The latter sent the insert to 
gasoline charge account customers as 
well as fueloil customers. 


Fresh Appeal 


Over the summer, it became evi- 
dent that the emphasis on economy as 
‘main theme was becoming less effec- 
tive. Therefore, when plans were 
made for the fall campaign, a new, 
fresh appeal was sought. After a great 
tel of study the slogan, “Oil heat 
Means peace of mind,” was decided 
Upon, 

This positive approach also exploit- 
td the safety, the cleanliness, the 
*“onomy and the dependability of oil 


eloil 








heat. Advertisements were placed in 
newspapers, on 50 billboards, and the 
theme was the subject of 354 radio 
spots. Some 265,000 bill inserts were 
distributed through the channels men- 
tioned above. 

Supplementing this program, the 
news value of the opening of two new 
shopping centers, both heated with oil, 
was capitalized upon. The thinking 
behind the ads marking the opening 
of the Mondawmin and The Hecht Co. 
Edmondson centers was that local resi- 
dents would recognize oil heat as the 
modern fuel if used in such structures. 

To dramatize this point a series of 
450-line ads in the Sunday Sun and 
American residential real estate sec- 
tions were run. This was taking ad- 
vantage of a local happening which 
was widely publicized as the ultimate 


strategically placed throughout the city. Many a gas utility 
executive must have winced as he passed by on his train. 


OIL HEAT 


peace of mind 


in careful planning and modern de- 
sign. 

The obvious question now is how 
much did this well-rounded program 
cost oilheating interests in Baltimore? 
Here’s the bill. Approximately $50,- 
000 covered the entire program. Out- 
door advertising including the posters 
on the transit system took the largest 
portion—nearly $15,000. Newspapers 
were next at $13,000. The radio spots 
cost a little over $9,000, and direct 
mail about $4,000. The entire public 
relations program was financed for ap- 
proximately $8,500. 

Admittedly this is a lot of money, 
but not excessive in terms of the money 
being spent today by the gas com- 
panies. Much was achieved, and it 
does demonstrate how well the indus- 
try can do when it bands together. 


Goodyear named President of NAHB 


THE THIRTEENTH annual convention 
and exposition of the National Asso- 
ciation of Home Builders took place 
January 20 to 24 in Chicago. George 
S. Goodyear of Charlotte, N. C., was 
elected president, succeeding Joseph B. 
Haverstick of Dayton, Ohio. In a press 
conference after his election, Good- 
year predicted that housing starts in 
1957 would experience a 10% drop to 
a total of 1,050,000, down from an 
estimated 1,100,000 starts in 1956. 
And, with building costs and house 
prices expected to go up 3% in 1957, 
Goodyear expressed the belief that the 
year would see the bottom of the 
building decline. He attributed the 
downswing in housing starts to a 
combination of builder problems and 


tight money. Another factor is the in- 
creasing restrictions legislated by some 
communities where school and similar 
facilities are limited. These communi- 
ties, Goodyear explained, restrict 
building by setting up what are some- 
times prohibitive requirements cover- 
ing zoning, the size houses and the 
plots on which they can be con- 
structed. 

Some 400 exhibitors displayed their 
products in booth areas in the Conrad 
Hilton Hotel, where convention ses- 
sions were held, in the Sherman Hotel 
and in the Chicago Coliseum, and, 
just about 15% of the exhibits fea- 
tured heating, ventilating and aircon- 
ditioning products of various types 
and various companies. 
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Midwest radio Dispatching 






Fort Wayne fueloil Distributor controls both oil Trucks and service Cars 


by 
V. M. Douglas 


A’ YOU ENTER the offices of Supe- 
rior Fuel Company in Fort 
Wayne, Ind., there is nothing to indi- 
cate that you are in the midst of one 
of the largest organizations distribut- 
ing fueloil, selling, installing and serv- 
icing oilburners, in northern Indiana. 
The yards and loading racks are ex- 
tensive. There is plenty of room to 
store and maneuver transport trucks, 
oil delivery trucks of various sizes, and 
burner service cars. 

But in the small one story office 
building is the brain center. Here are 
located the private offices of C. S. 
Seibel, owner, I. C. Dornacher, man- 
ager of the Heating Division, and 
Lynn Shirks, manager of the Fueloil 
Division. These may not be exact 
titles, but the principal activity is indi- 
cated. 

A small portion of the office, 
equipped with modern business ma- 
chines, is staffed by several employees, 
and a caller has the impression that 
a lot of work is being done even 
though there is no indication of a 
scurry of activity. A nice display of 
oilburning equipment also finds plenty 
of room without the “packed-in” or 
“cluttered” effect which is common 
when several burners and furnaces 
must be grouped in a small space. 

In another small room the radio dis- 
patcher keeps in constant contact with 
a whole fleet of oil delivery trucks, oil 
transports, and burner service cars 
from 7:00 A.M. to 11:00 P.M. daily. 
Everyone is busy attending to busi- 
ness. 

Timing is a big factor in all opera- 
tions of Superior Fuel. Lynn Shirks 
could not discuss the use of radio dis- 
patching on a Tuesday because he was 
flying his plane down to Kentucky to 
keep an important conference appoint- 
ment. The following Thursday, a flight 
to a city over west of Chicago and 
back would occupy the day. 
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On the Wednesday between he sat operator. He recognized the possibjlj 
back and announced that he was ready __ ties and advantages. It was not a cag 
to talk about anything pertaining to —_ of desirability, but whether or not 








the sale and distribution of fueloil. | would result in a profitable inyeg. 
He had received a lot of good pointers — ment. 

from FUELoIL & Om HEAT over the After three years of study and in 
years and would be happy to contrib- vestigation the company decided they 
ute the benefits of his experience to —_ would not be gambling to give radip 
others. dispatching a trial. At that time it re: 

This may seem a long introduction quired about three years to obtain ap 
to a short discussion about radio-dis' —_ proval to operate on an assigned low 
patched cars, but knowing the type of | frequency channel. This procedure has 
organization which makes a decision now been simplified, so that approval 
is sometimes more important than the can be obtained in about one third of 
decision itself. the time. 

First, the idea to install radio equip- The initial cost was no minor item. and 
ment was not any spur-of-the-moment = Without referring to records, Shirks trucl 
thinking. No high pressure salesman __ recalled that when they started, it cost Sine 
was responsible, Shirks, a licensed pilot | about $20,000 for the complete in equi 
of airplanes, was also a licensed radio _ stallation of transmitters, receivers, trucl 


Upper left. Front view of Superior’s office, with one of the radio- dispatched 
oilburner service cars parked in front. 
Lower left. Side view of the office, showing the 60 ft. tower and one of the 
fueloil trucks controlled by Superior’s two-way radio system. 
Upper right. A corner of the office at Superior Fuel. For th 
Lower right. The radio dispatcher at work. Superior finds that he is the key I berior 
man in operating a radio system efficiently. mee 
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Lynn Shirks, manager, Fueloil Division, 
Superior Fuel Co., Fort Wayne, Ind. 


and the tower. They started with five 
trucks. That was about four years ago. 
Since then radio-equipped mobile 
equipment has been increased to 18 
trucks and three “over the road” 
transports. 


Having had an idea of the first cost, 
the question arose: “How about the 
upkeep?” The cost for maintenance is 
quite nominal, and does not deserve 
tious consideration in determining 
the merits of the system. It must not 
be overlooked that the operations of 
Superior Fuel require two licensed op- 
erators to act as dispatchers, for two 








For the eash and carry customer. Su 
Perior dispenses No. 1 fueloil from this 
méering and computing pump. 





The accompanying article gives 
credit to radio dispatching as an 
instrumental factor in the success- 
ful operation of a fueloil distribut- 
ing business. A few other details 
deserve mention, for the use of radio 
is only one of several policies and 
practices which have been respon- 
sible for the continued growth of 
Superior Fuel Co. 


Advertising 

The most effective advertising 
has been: 

1. Spot announcements preced- 
ing good television shows. 

2. Five-minute sketches on 
weather programs. 


3. Direct mail. 


Additives 

Superior is thoroughly sold on an 
additive which they sell to their 
customers. The additive, they say, 
extends the life of storage tanks, 
reduces service calls, and increases 
the percentage of COz in flue gas 
analysis as much as 1Y%2%. 


Service 
To obtain and hold fueloil cus- 
tomers, a distributor, like Superior 





Superior business Practices 


has a good oilburner service depart- 
ment to provide the best possible 
service—not free. A complete stock 
of parts for all makes of burners is 
maintained. 


Price Cutting 

Superior has never found it 
necessary or advisable to cut prices. 
They can compete with price cut- 
ters as long as they give better oil 
delivery service, and oilburner serv- 
ice than the cutters. Some competi- 
tive price cutters have stayed in 
business for considerable periods of 
time, but they have seldom ob- 
tained and kept any Superior cus- 
tomers. ; 


Faith in the Industry 

Coal, (Superior sells it) gas, and 
electric heat, are competitive fuels. 
Superior believes that oil, as a bet- 
ter fuel, is growing in favor. It is 
coming up, not going out. 


Natural Gas 

Superior employs the customary 
arguments for oil vs gas, but it is 
their contention that if major oil 
companies would get behind oil, the 
way utilities support gas, oil would 
leave all others behind. 








shifts daily. Anyone contemplating 
the installation of radio dispatch 
should anticipate one, two, or three 
shifts, in accordance with the nature 
of their activity. 

How about the power and range? 
Superior has a 60 watt station with 
a range of approximately 60 miles. 
Asked if there was any difficulty in 
getting good reception at any place or 
any time, the reply was that there 
were a few “dark spots,” but not 
enough to interfere with transmitting 
necessary instructions, 

Curiosity prompted the question as 
to whether or not the radio ever be- 
came a medium for personal conver- 
sations, such as, “Bill, will you phone 
my wife and tell her not to forget to 
have the kid’s shoes fixed?” The answer 


was that the station was licensed for 
business purposes only. 

One more question. “Granting that 
time and money are saved nearly ev- 
ery hour of the day, how do you ac- 
tually rate the value on your books?” 
Because of variable conditions no one 
could tell how much business there 
might be in any year or period of 
years, but Superior has reason to think 
the total cost will be completely amor- 
tized within eight or ten years. 

Still another question which might 
be of interest. ‘““Mr. Shirks, about how 
large should an operation be to justify 
a radio dispatch system?” Again came 
the variables, but for a “guesstimate™ 
based on a lot of experience, a busi- 
ness of 3 million gallons is a good 
starting point for the use of radio. 
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Quality Builders use oil Heat 


Competent sales and Servicemen combine to build Business for DeBlois, Pawtucket 


by 
William J. Stein 


66 iene that never sleeps,” not 
only keynotes the advertising 
of the DeBlois Petroleum Co., Paw- 
tucket, R. I., but is the slogan that 
motivates the entire business. 

The cat watching a mouse hole, on 
billboards sponsored by the company 
is no more vigilant than the manage- 
ment when it comes to watching out 
for customers’ interests. 

In recent years the company has 
been doing more than 400 oilheating 
installations a year. Of these, approxi- 
mately 60% has gone into new con- 
struction and the rest were conversion 
jobs or complete oilheating installa- 
tions in old homes. 

There are several reasons for this 
excellent record. Pre-selling in the 
form of advertising has a high place 
on the budget. In addition to that 
watchful cat that is poised on eight 
billboards in the Providence-Paw- 
tucket area, DeBlois runs a 39-week 
newspaper campaign during the heat- 
ing season. 

Local weather reports are sponsored 
on radio and television. In this con- 
nection it is not unusual to receive a 
call from a new customer who will refer 
to DeBlois Petroleum Co. not by name, 
but rather by one of its advertising 
slogans. 

In his advertising, Arthur J. De- 
Blois emphasizes the importance of 
nationally advertised equipment and 








Slogan for this Rhode Island firm is “Service that never sleeps.” 
To provide such service the company believes in happy employees 
and an unblemished reputation. This reputation resulted in nearly 
250 new home jobs last year. In order to get trouble-free jobs, 
builders are willing to pay a fair price for a good job. 








fueloil. The company is an Esso dis- 
tributor and sells General Electric 
heating equipment. These facts are 
constantly brought to the attention of 
the public. This repeated emphasis is 
mutually beneficial to the dealer, sup- 
plier and the manufacturer. 

The company has found it worth- 
while to do some co-operative adver- 
tising with builders who have used oil 
heat in their houses. Beyond the im- 
mediate benefit of selling houses with 
oilheating equipment, DeBlois feels 
that this type of advertising also ad- 
vances the standing and acceptance of 
oil heat in the community. 

It has been DeBlois’ experience that 
builders and individuals will pay a fair 
price for a good job. Therefore, it is 
company policy never to sacrifice quali- 
ty under any circumstances. 

Builders subscribe to this theory too 
for they are interested in having well- 
advertised brand boiler or furnace in- 
stalled in their homes by a well-known, 
reputable, local dealer. Such equip- 
ment adds to the saleability of the 
house. 

In the Providence area there is a 
definite preference for oilfired boiler 
heating. About 80% of all installa- 





tions have this type of heating. 

However, public interest in combi: 
nation warm air heating-cooling units 
is growing. 

There is also a general acceptance 
of oil heat among prospective buyers 
in the area. Oil is the preferred fuel, 
and builders are aware of this. Gas is 
about 30% more expensive. 

When a new homeowner takes pos 
session of his house a DeBlois em 
ployee pays a visit. Wearing the uni 
form of the company, he explains the 
operation of the heating system in 
stalled by the DeBlois Petroleum Co. 

At this time he tries to get the oil 
account. About 95 to 97% of the 
time he is successful. The reputation 
of the company, plus the businesslike 
approach to the customer usually seals 
the order. 

The builder, because he is aware of 
the services of DeBlois, is anxious for 
the company to get the account. It 
means that he will avoid future prob 
lems with the heating plant. 

The appearance and manner of the 
personnel is another form of advertis 
ing for the oilheating industry. In the 
basement of the company office build 
ing is an employees locker room which 
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is spotless in appearance. Here each 
grvice and delivery worker has clean 
uniforms for his use. Near the exit is a 
full length mirror with a sign above it 
saying, “This is how you look to our 






customer.” 
Employees take this seriously. They 
2 are made to understand that their in- 
dustry and their jobs depend upon the 
impression of cleanliness they make 
on their customers. This concept of 
‘ cleanliness is carried to all phases of 
the job: installation, delivery, and 
om service. 
Special rooms are available for the 
personal needs of the employees. Be- 





abi sides the immaculate locker rooms, a 
nits canteen and kitchen are also available 
for those who lunch in the building. 
nce To the employee this creates the im- 
yers pression that he is considered a very 
uel, important part of the business—which 
aS is he is. He is made to feel proud of his 
membership in the firm. This undoubt- 
pos edly is reflected in the employee’s atti- 
em tude toward the customer and the out- 
uni sider. The net effect is felt in a better 
; the public relations with all customers. 
Pf Instruction a Must 
e oll DeBlois stresses that a company is 
the only as good as the man who repre- 
ation sents it. To have good men they must 
sslike be well-informed and have a feeling of 
seals belonging and a sense of security. To 
provide security for their employees, 
re of DeBlois Petroleum Co. pioneered a 
1s for successful pension plan. 
at. It To keep employees informed, sales 
prob and servicemen attend special classes 
sponsored by General Electric and 
of the Esso, Here they are tutored on sales 
vertis and service techniques. 
In the In addition, they are indoctrinated 
-, by experts on facts related to oil heat 


and the specific products they handle. 
They are taught the many advantages 
of oil heat. Dependability, comfort 
and cost of operation become more 
than catch words. They take on mean- 
ing to the personnel who can convey 
the message with authority to the cus- 
tomer, In DeBlois’ opinion this type 
f program cannot be overlooked. 
The internal operation of the com- 
Phy is a picture of efficiency. The 
‘day calculations are made in a 
0m adjoining the delivery and dis- 
Patching department. The flow of or- 
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DeBlois Oil Co. found a natural tie-in between its slogan, 





“Service that never 


sleeps’ and Civilian Defense activities. This billboard is not far from the Rhode 

Island state capitol. Posing in front are left to right: Maj. Gen. John McGreevy, 

State Civilian Defense director; Arthur J. DeBlois, president, DeBlois Oil Co.; 

Col. Curville W. Cox, Ground Observer Corps Coordinator; and Myles Stand- 
ish, Standish-Barnes Co. 


ders for deliveries is routed to individ- 
ual drivers who are assigned to a spe- 
cific number of blocks within the Prov- 
idence area. 

Each operating area is marked off 
and identified on a wall map. Drivers 
operate within a very limited area. 
Overlapping and criss-crossing of 
routes are avoided. Thus, each driver 
and delivery truck operates at maxi- 
mum efficiency. 

The drivers, as well as the company, 
are satisfied with this arrangement. 
The drivers feel that they spend their 
time delivering fuel, which is their job, 
rather than continuously ferrying 
large trucks through crowded city 
streets. The successful direction and 
dispatching of more than 40 delivery 
and service trucks is a complicated job. 

A safety program schedule is promi- 
nently mounted on the wall of the 
locker room. The continued emphasis 
on safety is something that benefits 
everyone. Aside from the human angle, 
the savings in money to company and 
employees is substantial. Avoidance in 
work loss is closely coupled with the 
savings of damage to equipment and 
lower insurance costs. 

It also has the effect of preserving 
a more efficient operation which re- 
sults in more business. In a community 
such as Providence, a good safety rec- 
ord is important public relations. 

In the offices of the engineering and 
sales staff the heating salesmen’s desks 
adjoin those of the engineers. Both de- 
partments work closely together. 

The engineering department is 


headed by a registered engineer whose 
staff does the pricing, makes the lay- 
outs, prepares the quotations, and 
solves problems related to installation 
and servicing. The DeBlois Petroleum 
Co. is proud of its engineering accom- 
plishments. It is the company policy 
that on any heating job the system 
works well or the customer isn’t re- 
quired to pay his bill. 

The service department is housed in 
2 small building across the yard. Here, 
the shelves are filled with replacement 
parts that have been repaired in the 
shop. Inventory on new and repaired 
parts is complete. Thus, the service- 
man’s time on the job is reduced to a 
minimum. This saving is shared by 
the company and the customer. The 
objective is to bring the best oilheating 
to the customer at a fair trade. 

Arthur DeBlois is concerned with 
the welfare and progress of the entire 
fueloil industry. He believes that ev- 
eryone benefits from proper and pro- 
gressive practices. Conversely, every- 
one suffers from the ill effects of 
bad practices of individual firms. 

He is convinced that all fueloil men 
should work with their local associa- 
tions and the oic of the American Pe- 
troleum Institute. 

At DeBlois Petroleum, all person- 
nel feel that they do everything pos 
sible to maintain a leading position in 
the fueloil and heating field. They are 
constantly on the alert to arrange their 
operations so that they may provide 
better, more economical, and more con- 
venient service for their customers. 
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Sparky instructs burner Owners 


“World’s best Serviceman” declares Homeowners need basic Knowledge of Oilheating 


by 
J. W. Schulz 


6 se iene acon should not try to 
service their oilburners. If 
ignition failure or a plugged nozzle 
causes a breakdown, repair work 
should be done by a service expert— 
not by the homeowner. If a burner 
needs adjustment, that’s work for a 
serviceman—not for the homeowner. 
“The typical burner owner should 
not take the risk of going to work on 
his oilburner with tools.” 

That’s what Sparky, self-proclaimed 
best oilburner serviceman in the world, 
has to say about owners tinkering with 
their oilburners. 

He goes on: “Many other burner 
experts agree with me. But they don't 
express themselves on the subject often 
enough and loudly enough.” 

In the same way he admits to being 
the world’s best serviceman, Sparky 


went into details of his thinking about 
homeowners’ knowledge of oilburners, 
saying : 

“I’m not against an owner’s know- 
ing about his oilheating equipment. 
That can be good. An owner can help 
to a certain degree in keeping his oil- 
heating plant operating properly. 
Knowledge of burners causes an own- 
er to understand that yearly check- 
ups by excellent servicemen are 
needed. Knowledge causes burner 
owners to understand that certain 
parts may wear out and need replace- 
ment. 

‘A well informed homeowner does 
not call a serviceman because fuses of 
insufficient capacity keep on blowing 
out and cutting off the heat, or be- 
cause a burner firing a steam boiler 
stops through proper operation of its 
low-water cutoff.” 

Sparky told me that he once de- 
voted an evening to educating a big 





from oilheating. 





Sparky returns after a long absence to tell how he “educates” 
homeowners to know more about their oilburners. He empha- 
sizes he does not try to make them burner experts—doesn’t think 
they should be, as a matter of fact. But, he insists he helps the 
homeowner when he understands better what his oilburner does, 
how it does it and how its operation can be kept at a high level 
and even improved. It is in this light that this elementary dis- 
cussion is printed. Under similar conditions to those encountered 
by Sparky, reprinting and distribution of this article can be 
recommended. In fact, other fueloil distributors—perhaps even 
major companies—undoubtedly can find ways to use reprints to 
make their customers appreciate even more the benefits they get 








admits to being assertive. About the 
first point, being the best serviceman, 
Sparky is not particularly impressed 
by himself. The way things line up, 
he says, there’s just got to be a serv 
iceman better than all others, and he 
just happens to be that man. 

About being assertive, he says, peo- 
ple don’t know a man’s valuable 
thoughts if he doesn’t speak up loud 
and clear. 

Speaking up loud and clear, Sparky 
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group of homeowners. They all looked 
alike to him, assembled in a basement, 
he said. But he had learned their 
knowledge of oilburners was greatly 
different. 

“I became oilburner educator for 
this group of homeowners,” Sparky 
said, “because in this development 
made up of about 300 identical homes 
many different ideas developed about 
what constituted proper burner opera- 
tion. 


“One of the owners, heavily loaded 
with do-it-yourself ideas, won himself 
a name for wanting to help anyone 
in the development having oilburner 
problems. He wanted his neighbors to 
call him, not me, when burner service 
seemed needed. 

“I didn’t mind his emphasizing the 
importance of replacing plugged air 
filters in these forced-air furnaces, | 
didn’t mind even when he bought new 
air filters in great numbers at bargain 
prices, stocked them in his basement, 
and sold them to his friends and neigh 
bors at cut prices which included no 
profit for him. He stocked fuses for 
everybody also, and would go around 
replacing burned-out fuses. I didn't 
mind that.” 


Smart Alec overextends 


The way Sparky puts it, the man’s 
success at doing the preceding innocu’ 
ous chores went to his head, however, 
and the man extended himself further 
and further, seemingly heading him 
self to become technical advisor to the 
300 homeowners in the new develop: 
ment. 

“I first got mad,” Sparky told me, 
“when on arriving to service burners, 
I found this Smart Alec had been 
called first. On my arrival, I found my 
self talking to him instead of the own 
er of the house. 

“Acting in front of the homeowner 
as though he had the special ability to 
save the owner much money, this 
Smart Alec took it upon himself to 
tell me when I had arrived at proper 
oilburner performance. He dismissed 
me quickly, me Sparky, when my work 
had been done well enough to suit him. 

“After I said something to the own’ 
er of a burner I was servicing, this 
Smart Alec would step in as inter 
preter. He would try to improve 
or expand and explain what J had said 
As if that were possible! And he g0t 
me mad by always adding a few of his 
own ideas. Of course, usually thes 
were complete nonsense.” 

At this point, Sparky pointed out 
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to me that this case again proved a big 
point he’s been making to me for 
years. To use his words for it: “Our 
biggest headaches are not caused by 
equipment misbehavior; they are 
caused by the people in the houses.” 

Determined finally to stop the ad- 
vances being made by the Smart Alec, 
Sparky went into action. He arranged 
for an evening of oilburner education 
for as many of the homeowners as 
could fit into a basement of one of the 
homes. 

“I must have had 50 pupils in the 
basement that night,” Sparky told me 
with great pride. 

The Smart Alec was_ included. 
Sparky made certain of that. He 
planned to do something the Smart 
Alec could not do—take an oilburner 
apart piece by piece, explain the de- 
sgn and functions of each part, and 
tell the assembled homeowners pre- 
cisely what they could do to help the 
operation of, and prolong the life of, 
each part. 

Sparky had prepared himself well 
for educating these homeowners, Be- 
fore starting his talk, he told me, he 
loaded a table with a dozen copies of 
FueLoi, & Om HEAT; the cover of 
ech was marked with the page num- 
ber of some important point he wanted 
to prove. Also on the table were in- 
suction manuals covering the par- 
ticular burner used in these homes, its 
fuel unit, and all its electrical controls. 
Sparky had certain burner parts on 
the table also, to show the “students.” 


Ready for Class 


Starting his talk, Sparky quickly 
issonnected the burner motor’s two 
fed wires at the motor, loosened a 
wtew at the pump-shaft end of the 
bumer’s flexible drive coupling, re- 
moved the two motor bolts, and then 
teld up the motor-blower assembly 
town here in Diag. 1. 

He told the homeowners things like 
these about the motor. First, keep it 
tan and dry. Everything electrical on 
1 oilburner installation should be 
tept clean and dry. To be kind to the 
‘otor bearings, give them suitable lu- 

ing oil every three or four 
tonths. Suitable oil for an oilburner 
totor is, for example, light automo- 

engine oil, viscosity 20 SAE. 
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Diag. |. A homeowner can help his 
burner by lubricating its motor bear- 
ings properly. This involves more than 


Oiling a motor bearing, make cer- 
tain not to under-oil or over-oil. Give 
each bearing 10 to 20 counted drops 
of oil, no more and no less, every three 
or four months. Over-oiling can cause 
expensive trouble—for example can 
cause a breakdown because the cen- 
trifugal-switch starting contacts of the 
split-phase motor stick open, or be- 
cause these contacts become coated 
with oil, and with dirt that sticks to 
the oil. 

“More-or-less_ regular lubrication 
according to the schedule I outlined 
is best for a motor,” Sparky said, 
‘and that applies also to motors used 
to drive forced-air blowers in fur- 
naces, and forced-circulation pumps 
used in hot-water systems. I refer to 
motors that need periodic lubrication, 
of course. Some motors have no oil 
cups, and need no oiling.” 

Sparky told these homeowners their 
burner motors (and oil pumps to be 
covered later) run 1,300 to 1,500 
hours a year, and start and stop 8,000 
to 9,000 times each year. He based 
these figures on the yearly fueloil con- 
sumption of these 300 identical homes, 
which he had checked with the oil 
supplier, and on the ten-minute burn- 
er “on” periods for which he aimed 







just squirting any kind of lube oil into 
its oil holes every so often. The article 
gives details of proper lubrication. 


to adjust the room thermostats. 

He showed a motor rotor complete 
with centrifugal switch, and said 
motors give amazingly small amounts 
of trouble; bear in mind, five years of 
burner operation means the centrifu- 
gal switch snaps open and closed 
about 42,000 times! He passed around 
the spare motor rotor he had brought 
to the meeting, and had the home- 
owners tug at its weights to snap open 
its centrifugal switch. 

About the blower in Diag. 1, Sparky 
said that in a messy, dirty basement 
the blower blades collect much dirt in 
a few years; then thorough cleaning 
by a serviceman becames necessary if 
the blade-clogging results in insufh- 
cient flow of blower-air to the flame. 

“Because cleaning blower blades 
takes much time and sometimes winds 
up with blower wheels off-balance and 
noisy,” Sparky said, “certain service- 
man throw away badly clogged blower 
wheels and install new ones. Flimsy 
blower wheels in general tend to get 
out of balance more than better, more 
rigid wheels.” 

Sparky explained the purpose of 
the flexible drive-coupling in Diag. 1, 
and announced his belief that its use 
does not eliminate the need for prop- 
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er alignment of the motor shaft and 
the pump shaft. To keep the oilburn- 
ers on small furnaces especially quiet, 
he said, he uses special tricks to insure 
proper alignment of the two shafts. 

He showed the end play of the 
motor shaft, using the motor he had 
removed from the oilburner. 

“That's there to permit the motor 
rotor to run in its magnetic center, on 
an end-wise basis,” he said. “A serv- 
ice expert bears that in mind when he 
tightens the set-screws of certain types 
of flexible couplings. Certain flexible 
coupling designs permit end-wise play 
for the motor shaft with the motor 
running, whereas others do not.” 

Partly to demonstrate his servicing 
skill and speed, within a few minutes 
Sparky removed the fuel unit from 
the burner which heated the house in 
which the meeting was being held. 
Diag. 2 shows the points he covered in 
his talk about the fuel unit. 

“A service expert always has with 
him the vacuum gage and pressure 
gage needed to test a fuel unit,” he 
said, showing his, “and can use these 
gages in a matter of minutes to check 
fuel-unit performance, and the ease 
with which the fuel unit obtains fuel- 
oil from either an inside or outside 
tank.” 


Fuel Unit 


He showed the homeowners parts 
from a fuel unit including a strainer, 
set of oil-pump gears, the parts of a 
combination pressure-regulating and 
shut-off valve, and a pump-shaft seal. 

“In one of your burners,” Sparky 
said dramatically, “a set of little gears 
like these handles 30,000 gallons of 
fueloil a year. The pumping rate of 
these gears is much greater than the 
rate at which the nozzle fires oil. In 
five years, the pump in your burner 
handles 1,500,000 gallons of fueloil, 
and the little shut-off valve in the fuel 
unit has to open and close properly 
about 42,000 times! 

“This little pump-shaft seal is of 
metal-to-metal design, and if it starts 
leaking one drop of oil per minute 
you'll face the expense of replacing it. 

“T recommend that you have excel- 
lent oil filters installed in your oil- 
burner feed lines, to be kind to your 
fuel units in these ways: 1—To keep 
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Diag. 2. Although 
a homeown- 
er should not 
WORK on his fuel 
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tiny dirt particles from reaching and 
wearing out the pump gears; 2—To 
keep the tiny dirt particles from reach- 
ing the pump-shaft seal and causing it 
to leak and need replacement; 3—To 
keep the tiny dirt particles from reach- 
ing the shut-off valve in the fuel unit, 
and preventing its proper closing when 
the oilburner is idle. 

“I strenuously recommend the feed- 
line fueloil filter for still another rea- 
son, also highly important: To pre- 
vent the tiny oil passages in your atom- 
izing nozzle from becoming plugged 
by dirt, which a feed-line fueloil filter 
can remove from the oil.” 

Diag. 3 covers the gun-tube parts 
which Sparky showed his “students” 
after he had removed the parts from 
the oilburner. He described the func- 
tions of each part. 

“The reason only an expert should 
remove these parts and work on 
them,” he explained, “lies in the fact 
that adjustment of the electrode tips 
or spark tips must be correct within a 
fraction of an inch. The tips can be 
bent easily, for example, removing a 
defective nozzle and installing a new 
one. Spark tips shorten a certain 
amount every year—if ‘continuous 
ignition’ is used, if the spark continues 
all the while the burner motor runs. 
Then every few years an expert must 
move ahead the electrodes, or even re- 
place them in burners of certain de- 
signs. 


The tips must be a certain distance 
apart to form the spark gap; 3/16" 
is the correct gap. The tips must be 
close to, but not in, the oil spray pro 
vided by the nozzle. Some oilburner 
instruction books covering particular 
makes and models of burners give dif 
ferent locations for the spark tips de 
pending on the use of nozzles which 
give narrow, normal, and wide spray 
angles. 

“If the tips are too far from the oil 
spray, when the burner starts the oil 
sprayed into the firebox will not be 
ignited by the spark promptly, as tt 
should be. The result can be either 
starting jolt resulting from delayed ig 
nition, or complete failure of the spark 
to ignite the fueloil which means an 
oilburner breakdown and a noheat 
call to the serviceman. A complete 
breakdown is preferable to delayed ig 
nition and a starting jolt, for a burner 
should not have a half-safe ignition 
system that lights up the oil only after 
the nozzle has been spraying for a few 
seconds.” 

The importance of excellent ait 
handling parts in the gun tube of @ 
pressure burner was covered next by 
Sparky. He equipped the burner heat 
ing the house with air-handling pat 
of ordinary design, and obtained read! 
ings of smoke, COs, stack temperatut®, 
and draft. Then he removed the 0 
dinary air-handling parts and instal 
instead the gun-tube and gunend alt 
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Diag. 3. Within 
the gun-tube of a 
pressure burner, 
and at its nozzle 
end, are highly 
important air- 
handling parts. 
Upon the design 
of these depends 
the quality of the 
fire. Excellent effi- 
ciency, low oil 
bills, and clean, 
quiet combustion 
—all depend on 
the gun-tube air- 
handling parts. 
All burner own- 
ers should know 
these facts, but 
actually few do. 
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handling parts which he prefers great- 
ly. His readings of smoke, COe, and 
stack temperature gave numerical 
proof of a tremendous improvement 
in combustion. 

“With the best obtainable air-han- 
dling parts in the gun-tube of your 
burner,” he told his audience, “you 
will enjoy the clean and complete com- 
bustion which is the big boast of oil- 
burner lovers, and to top off things 
your oil bills will be about 20% low- 
ef, using furnaces of this design, than 
they are when ordinary air-handling 
parts are in your burner’s gun-tube. 

“I left the best air-handling parts in 
this burner’s gun-tube,” he empha- 
sted, “The burner really doesn’t work 
well without them. It must have those 
airhandling parts to provide combus- 
tion genuinely clean and complete, 
and to heat the house economically. 

“The one more trick up my sleeve 
is to show how you gain still better 
combustion, along with gaining the 
added security of an additional shut- 
of valve in the nozzle line, by adding 
to this conventional burner a delayed- 
opening nozzle-line solenoid valve.” 

As he had prepared for this before- 
land, Sparky equipped the burner 
with the delayed-opening solenoid 
valve in a matter of minutes, Then he 

rated that this valve opened, 

‘nd permitted oil to spray from the 
"s nozzle, about four or five sec- 

nds after the burner motor and blow- 








eloil 


er started. Giving the motor and blow- 
er a number of seconds to reach nor- 
mal operating speed, before starting 
the spray of oil from the nozzle, defi- 
nitely gives much cleaner start-ups— 
Sparky emphasized. As his second 
point about the delayed-opening solen- 
oid valve, Sparky demonstrated that 
when he cut off the flow of electricity 
to the burner motor, the new valve 
snapped shut instantly and gave much 
cleaner flame shut-downs from the 
burner. 

“I covered the importance of mini- 
mum smoke and soot during start-ups 
and shut-downs,” Sparky told me. “I 
covered the subject thoroughly. I 
started and stopped the burner with 
the solenoid valve working in its usual 
fashion, and the homeowners saw the 
resultant clean start-ups and shut- 
downs for themselves. 

“Then by plugging the solenoid 
valve wires into a basement light 
socket that was turned on, I kept the 
solenoid valve open, ineffective, while 
I started and stopped the burner. 

“To top things off, I read from the 
pages of two issues of FUELOM & Oi 
HEAT, one recent issue and one a few 
years old, about how highly the ad- 
vantages of the delayed-opening noz- 
zleline solenoid valve are viewed in 
the laboratories of two big oil compa- 
nies. The burner experts of two big 
oil companies can’t recommend such 
a valve highly enough for every own- 


er of a pressure burner. And these ex- 
perts made extremely thorough check- 
ups on the benefits of this type valve. 

“I don’t believe,” Sparky concluded 
modestly, “that homeowners ever 
learned more about oilburners in one 
evening than they learned that night 
from me.” 

Did he succeed in giving the in- 
tended set-back to the Smart Alec? 1 
asked Sparky about that. And did he 
sell many of the homeowners fueloil 
filters, and new sets of gun-tube air- 
handling parts, and delayed-opening 
oil valves? 


Smart Alec licked 


“The Smart Alec was licked not 
only by my talk and demonstrations,” 
Sparky replied, “but also by words I 
read from issues of FUELOIL & OIL 
HEAT about the impossibility of pass- 
ing on the efficiency of a flame with- 
out the use of combustion-testing in- 
struments, Of course, he didn’t know 
one instrument from another, and I 
made certain the assembled homeown- 
ers found that out. 

“How could my on-the-job demon- 
strations fail to sell my recommended 
improvements to these homeowners?” 
Sparky asked. “The oil company I 
work for gave me a big bonus, amount- 
ing to almost two weeks’ pay, for the 
orders these homeowners placed dur- 
ing the two weeks which followed my 
lecture to these owners. During those 
two weeks, more than 70 burner own- 
ers in this development ordered their 
burners improved by installation of 
fueloil filters, new firing heads, and 
delayed-opening nozzle-line solenoid 
valves. 

“I’m not bragging, because I never 
do,” Sparky concluded, “but within 
a year I'll give a few more evening 
lectures to different groups of home- 
owners in this 300-home development, 
and the wind-up will be that 90% of 
these homes will have in them the type 
of excellent oilburner equipment that 
I demonstrate and recommend. You 
simply have to go out and show home- 
owners what they should have. Make 
on-the-job demonstrations to big 


groups of burner owners. That, I have 
learned, is the best way to give oil- 
burner owners the education they 


” 


need. 
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Key to Profits 


Part I. Blueprint for finding creative Salesmen and paying Them 


by 
F. M. Jordan* 


+ spenaagen WILLINGNESS to be- 
come a salesman is a current 
problem. A recent study at a large mid- 
western university indicates that since 
1933 the number of students planning 
to enter the sales field has decreased 
steadily. This might be because the re- 
wards of selling have not maintained 
a premium relationship in industry. 

Selling no longer seems to offer the 
outstanding economic possibilities it 
did in the past. It has gradually 
reached the point where engineering, 
financing, and warehousing are being 
given more importance than selling. 
Although business has been blind in 
allowing these operations to take prec- 
edence, selling is being rediscovered 
as a profession today. 

Many businessmen overlook the 
fact that they could expand their or- 
ganizations and make more profit if 
they took a long look at the source of 
their business. The sales department 
is actually the production department. 
No profit is made until something is 
sold. In today’s business there is a 
definite lack of creative selling which 
starts with the imaginative and am- 
bitious salesman. 

Your investment in a new oilburner 
salesman is one of the most important 
and profitable you will ever make. If 
you have been doing all the selling 
yourself, a salesman will more than 
double the volume of your business. 


If you try to do the selling yourself, 
you are not taking full advantage of 
your time. Running a business leaves 
few hours for canvassing for leads, or 
talking over the merits of your pro- 
duct with the prospect. Many other 
demands are made on your time and 
if you try to save money by doing the 
selling also, you are only paying your- 
self salesmen’s wages and not realiz- 
ing the full potential of your invest- 
ment in the business. 

The number of salesmen you need 


*General sales manager, Timken Silent 
Automatic Division, Scaife Co. 
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depends on how many pieces of equip- 
ment you want to sell. The average 
good salesman can sell 100 or more 
a year if he is properly trained and 
supervised. 

Never hire more than two at one 
time. It is old-fashioned to hire five 
or six who cannot be trained and sup- 
ervised properly. If two salesmen are 
hired, there is a competitive spirit as 
they go through training together. Be- 
sides, you still-have a batting average 
of .500 even if one should quit. 

The first step in hiring a new sales 
man is to analyze clearly in your own 
mind the kind of job you are offering. 
When you have a complete and clear- 
cut picture of the kind of work you 
want your salesman to do for you, 
then you will know what he must be 
to do the work successfully and profit- 
ably for himself and for you. 

One of the big reasons why sales 
men are hard to find is because there 
is so much competition for them. A 
good salesman is worth his weight in 
gold to the businessman who wants to 
increase his sales and profits. If you 
suddenly decide you want a salesman 
and then try to get one by spending 
an hour or two doing the first thing 
that pops into your mind, you won’t 
find one—unless you are very lucky. 
Do whatever is necessary to get many 





F. M. (ba 


prospective salesmen to apply for your 
job. The greater number of men you 
can pick from, the higher will be the 
quality of the best man in the group, 

There are many proved ways of 
finding salesman prospects. Some of 
the best ways are listed below. Try 
them all. One will work for you no 
matter how “different” your local con- 
ditions may be. 

1. Speak to the salesmen you al 
ready have. Ask if they know a man 
who might qualify. 

2. Consider your mechanics. If you 
have a mechanic whom you believe has 
the makings of a good salesman, give 
him a chance. 


3. Put a “Salesman Wanted” sign 
in your showroom window. Hundreds 
of people pass by daily. 

4. Publish want ad advertising. 

5. Ask users of your heating equip 
ment if they know anyone who might 
be interested in the job. 

6. Ask other dealers—car dealers, 
appliance dealers, and dealers in other 
lines of equipment. Sometimes they 
have had to let a good salesman go for 
various special reasons. 

7. Ask the man next to you. Ask 
your doctor, lawyer, fellow club men 
bers—anyone with whom you come 
in contact. 

8. Contact vocational schools, high 
schools, colleges, universities, trade ay 
sociations, churches, chambers of com: 
merce, veterans’ organizations, sales 
executives clubs, personnel managers 
of local factories. 

9. Talk with salesmen who sell you 
things. If a man does a good job of 
selling you an insurance policy, Caf, 
vacuum cleaner, or a new roof, sug’ 
gest to him that he might make more 
money working for you. 

10. Watch want ads. Occasionally a 
man will advertise for a job when he's 
unable to find one exactly to his liking. 

11, Enlist the aid of your wife. She 
attends all sorts of social functions 
and meets scores of other womet. 
Perhaps the husband of one is interest 
ed in making a change, or knows of 
someone who is. 
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Don't limit your recruiting activ- 
ities to your own local territory. Your 
proposition is good enough, or should 
be good enough, that a qualified man 
will be warranted in moving to your 
town. 

Sell the job to everyone you meet— 
to everyone whose aid you enlist. If 
your selling results in getting a sales- 
man who closes 100 or more sales a 
yea for you, it will be the most profit 
able sale you ever made. 


How to pay Salesmen 


At the Timken Silent Automatic 
sles managers conference in Pitts 
burgh last spring, we discussed sales 
men’s compensation. The concensus 
was that no fixed rules could be ap- 
plied. Compensation varied with the 
man. 

One of the first things you will have 
to accept and agree to in your own 
mind before hiring a salesman is that 
you will have to pay him good money. 

With the proper compensation 
plan, plus the proper training and su- 
pervision, there is literally no limit to 
the amount of money a good salesman 
can make. 

The first month of any salesman’s 
employment is the crucial month. 
This is the learning period—the pe- 
tiod during which he is learning the 
product, the market for it, and how 
to sell it. 

No man can do anything well when 
he is paying out large sums for food, 
rent, light, and heat—and has little 
money coming in; he is in no frame of 
mind either to concentrate on learning 
ot to do an aggressive job of selling. 
Therefore, if your new man has the 
makings of a good salesman it will be 
‘0 your advantage to pay him an ade- 
quate salary during the first month, or 
until such time as he is producing. 

Compensation plans described be- 
‘ow are to become effective after the 
desman has been trained, or when 
you and he agree he is ready to start 
wt on the plan agreed to. 


Salary and bonus Plan 


This plan provides for paying the 

a weekly salary sufficient to 
eet his current expenses. Sales costs 
*e computed so that the salary paid 
Stelated to a given volume of sales. 





After that volume or quota has been 
set, then you are able to pay a bonus 
for sales beyond volume for which the 
salary is intended to serve as compen- 
sation. 

The big advantage of this plan is 
that it gives the salesman security, 


risk on losses of advances, nor do you 
pay any bonuses or provide any extra 
incentive beyond the flat return from 
closing each sale. 

Such a plan is usually unattractive 
to salesmen since they regard it as a 
cold blooded payment for services— 





vision of sales personnel. 





Studies show that fewer young men are interested in making 
selling their career. Yet, no facet of business is more important 
than the production of sales. No profit is made until something is 
sold—and today there is a definite lack of imaginative and am- 
bitious salesmen. This is the first of a four part series. Three 
succeeding articles will consider screening, training and super- 








since it provides for take home pay to 
meet current expenses and keep his 
family happy. It also provides an in- 
centive for selling his quota and earn- 
ing added compensation. 

The weakness of the plan lies prin- 
cipally in the dealer’s ability to super- 
vise carefully the salesman so that he 
will continue to pay his way and not 
fall behind on producing the volume 
to be paid for by his salary. 


Commission and Bonus 


This plan is similar to the salary and 
bonus plan, except that you pay a 
commission as your salesman closes 
sales, instead of paying him a weekly 
salary. Since the security factor of a 
salary is not part of this plan, the rate 
of commission should be somewhat 
higher. Good salesmen like a commis- 
sion and bonus plan best of all because 
the commission rates are higher and 
the incentive is such that their earn- 
ings are limited only by their energy 
and ability. 

Such plans offer salesmien a good 
incentive with very little hazard to the 
dealer except in the beginning when 
the new salesman is learning and re- 
ceives either a salary or advance com- 
mission. 


Straight commission Plan 


This method of compensation is one 
of the simplest, but offers no security 
to the salesman and provides only the 
incentive inherent in getting paid for 
volume of sales he can close. Commis- 
sion rates under this plan usually are 
set fairly high. There is absolutely no 


eloil 
june 


a plan that offers no security and has 
little human appeal for attraction. 


Drawing Account against Commission 


This compensation plan in which 
drawing accounts are paid regularly, 
isn’t a great deal different from a 
straight commission plan, other than 
that it affords the salesman temporary 
security while he is getting started. 
Any intelligent salesman will realize 
his employer will not continue to pay 
drawing accounts very long unless he 
earns them. Thousands of dollars have 
been spent by dealers who have made 
wrong guesses in hiring new salesmen 
and paying them drawing accounts 
over long periods of time in the hope 
that some day the salesman would start 
selling and begin to pay back advances 
made to him. Salesmen who demand 
drawing accounts usually are not 
worth hiring. 

In addition to plans for compensat- 
ing salesmen moneywise, there are 
other incentives which can be offered 
to attract new men and keep existing 
salesmen operating in high gear. Such 
incentives as car allowance, automobile 
insurance, group insurance, paid ga- 
rage rent for the salesman’s car, and 
free use of the dealer’s telephone and 
stenographic facilities are attractive. 

(The next article in this series ex- 
plores effective ways to screen appli- 
cants for your sales jobs, Following 
will be discussions of proven methods 
for training the new men and then a 
look at the all-important function of 
sales personnel supervision in the con- 
cluding installment.) 
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Fifth Canadian heating Show 


opens March 11 in Toronto 


ANADA’S fifth annual National 
Heating and Air Conditioning 
Show will open March 11 in the Au- 
tomotive Building, Exhibition Park, 
Toronto, and continue for three days 
under the sponsorship of the Oil Heat- 
ing Association of Canada. 

During the three-day event, some 
12,000 heating contractors, architects, 
engineers, building contractors, prop- 
erty management men, purchasing 
agents and foreign trade representa- 
tives will be in attendance to view the 
exhibits, greatest in number and va- 
riety in the history of the show. Do- 
mestic heating and cooling units will 
have the largest segment of exhibit 
space but great emphasis will be placed 
on commercial and industrial units as 
well. More space than in previous 
years has been assigned to air moving 
equipment with winter and year-round 
airconditioning units to be featured. 

Following the opening of the show 
at noon on the 11th, a meeting of the 
Fuel Board will be held at 1:45 P.M. 
with A. R. Crozier, chairman, presid- 
ing. Discussion will cover new legisla- 
tion on installation of gas-fired equip- 
ment, registration requirements and 
provisions for inspection and enforce- 
ment; and proposed regulations on 
installation of oil heating equipment. 


On the 11th and 12th at 2:30 P.M. 
F. W. Thomson, director of the Na- 
tional Warm Air Heating and Air 
Conditioning Association of Canada, 
will report on the Certified Bonded 
Heating Program activities, and J. F. 
Mitchell, chairman of the Technical 
Adversory Committee, National 
Warm Air Heating and Air Condi- 
tioning Association of Canada, will 
discuss latest developments regarding 
technical problems. The subject will be 
covered under the following topics: 
Zoning Problems, Diffusers, New Ca- 
nadian Manual “A,” Highlights re- 
garding B140.4 Code for Testing Oil- 
fired Equipment. 

At 4:30 P.M. Monday, the 11th, the 
21st annual meeting of the Oil Heat- 
ing Association of Canada will be held 
and new officers elected. Tuesday eve- 
ning, March 12, the 21st Anniversary 
Ball of the Oil Heating Association 
will be held in the Empress Room, 
Park Plaza Hotel. A “pre-show” party, 
also marking OHA’s 21st birthday will 
be held Friday, March 8, at the King 
Edward Hotel. 

All three days of the show, from 
1 P.M. to 10 P.M., OHI service training 
films will be shown in the OHA film 
studio on the main floor of the exhibi- 
tion building. 





Automotive Building 


12:00 noon—Show opens 
1:45 p.m.—Fuel Board meets 
A. R, Crozier, chairman 


tion of officers. 


ditioning Association. 


floor. 





Program 


National Heating and Air Conditioning Show 
Toronto, Canada 


MONDAY—MARCH 11 


4:30 p.m.—2I1st annual meeting Oil Heating Association of Canada and elec- 


MONDAY AND TUESDAY—MARCH 11-12 
2:30 p.m.—Report on Bonded Heating Program 
F. W. Thomson, director National Warm Air Heating and Air Con- 
ditioning Association of Canada. 
Reports on Zoning Problems, Diffusers, New Canadian Manual “A,” 
B140.4 Code for Testing Oilfired Equipment by J. F. Mitchell, Tech- 
nical Advisory Committee, National Warm Air Heating and Air Con- 


TUESDAY—MARCH 12 
9:00 p.m.—2Ist anniversary Ball (Empress Room, Park Plaza Hotel) 


MONDAY, TUESDAY, WEDNESDAY, MARCH 11-13 
1:00-10:00 p.m.—OuHI service training films shown at OHA film studio on main- 


Exhibition Park 
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List of Exhibitors 


Booth 
Number 
Acro Mfg. Co., Controls Division 559 
Age Publications 428 
Aero Tool Works Ltd. 359 
Air Filter Service & 119 
Supply Co. Ltd. 248 
Allanson Armature Mfg. Co. Ltd 54) 
Allied Heating Appliances 413 
Amalgamated Electric Corp. Ltd. 113 
American-Standard Products 
(Canada) Ltd. 309 
The Anthes-Imperial Co. Ltd. 347 
A-P Controls Corp. Ltd. 552 
S. A. Armstrong Ltd. 515 
Auto-Flo Corp. of Canada 409 
Barlin-Scott Mfg. Co. Ltd. 240 
Beach Foundry Ltd. 438 
Fred S. Beatty Products Ltd. 522 
Boe Automotive & Industrial 
Supplies Ltd. 340 
The Brown Boggs Foundry & 
Machine Co. Ltd. 459 
Bryant Mfg. Co. Ltd. 458 
Bulloch’s Ltd. 419 
618 
Canada Foundries & Forgings Ltd. 523 
622 
Canadian Acme Screw & Gear Ltd. 531 
Canadian Fairbanks-Morse Co. Ltd. 508 
Canadian General Electric Co. Ltd. 307 
355 
629 
Canadian General Filters Ltd. 346 
Canadian Johns-Manville Co. Ltd. 201 
Canadian Liquid Air Co. Ltd. 104 
Canadian Westinghouse Co. Ltd. W5 
Carmichael Heat & Power Ltd. 229 
Chatco Steel Products Ltd. 560 
Clare Brothers Ltd. 301 
Coleman Lamp and Stove Co. Ltd. 439 
Conroy Mfg. Co. Ltd. 219 
Consumers Gas Co. of Toronto 405 
Continue-Flo Heating Products Ltd. 359 
Danfoss Mfg. Co. 526 
Delhi Industries 214 
'D. F. Fuel Conserver Products Ltd. 64? 
Diamalloy Mfg. Ltd. 152 
Dixie Foundry Supply Co. Ltd. 236 
Domestic Tank and 
Equipment Co. Ltd. 227 
Dundas Sheet Metal Work Ltd. 118 
“El-Mech” Warm-Air Heating 625 
Enamel @& Heating Products Ltd. 200 
Engineering Industries Ltd. a 
- Ferro Metal Ltd. 4 
Filter & Heating Supplies Ltd. 259 
Findlays ld. . 


Frigidaire Products of Canada Led. 


March 


1957 
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Booth Booth Booth 
Number Number Number 
FUELOIL & Ort HEAT 141 Leland Electric Canada Ltd. 418 Roberts-Gordon Appliance 
Lennox Industries (Canada) Ltd. 432 Corp. Ltd. 528 
a ] 
eis Pel cag Sales Ltd. 360 Liquifuels Ltd. 310 E. Roy Industries Led. ~ 257 
. (Canadian) Ltd. 233 Lloyd Register & Grille Co. Ltd. 433 Ryder’s Complete ors aa led ae 
General Steel Wares Ltd. 425 Masco Electric Co. Ltd. 437 
General Theatre Supply Co. Ltd. 109 Metalbestos Division, Scully Signal Ltd. 362 
Gilbert @ Barker Mfg. Co. Ltd. 333 William Wallace Co. 209 Shell Oil Co. of Canada Ltd. 332 
Gilson Mfg. Co. Ltd. 453 Moffats Ltd., Heating Division 500 Shipley Co. of Canada Ltd. 205 
Goodyear Pliotron Air Filters 438 Monarch Mfg. Works Inc. 358 E.G. Spall 247 
A. P. Green Fire Brick Co. Ltd. 556 Morch Mfg. Ltd. 319 The James Stewart Mfg. Co. Ltd. 128 
Grimsby Stove & Furnace Ltd. 215 Rice Ben Led 409 B. F. Sturtevant Co. of Canada Ltd. W6 
Hall’ Agenci ia Mueller Climatrol Division of Arden Sutherland & Son Ltd. 603 
ies Worthington Canada 501 
Handy @ Harman of Canada Ltd. 104 McDermid Brothers Ltd. 535 Terry Burners Inc. 138 
Hart @ Cooley Mfg. The R. McDougall Co. Ltd. 452 Theta Ope Sree tae. 
Co. of Canada Ltd. 401 The RtdMineen tahetainn Lak. oe Timken Silent Automatic Div. 324 
Heating & Plumbing Engineer 263 : Toledo Pipe Threading Machine Co. 446 
Hodgins Bros. Ltd. 637 Napanee Iron Works Ltd. 343 The Torrington Mfg. Co. of 
Honeywell Controls Ltd. 325 Niagara Heating Manufacturers Ltd. 114 Canada Ltd. 311 
Howard Furnace & Foundries Ltd. 4532 Noresman Welding Co. Ltd. W8 Viking Air Products 356 
Imperial Refractories & Oakwood Iron Works Ltd. 514 
Equipment Ltd. 226 Ontario Chimney Supplies Ltd. 422 B. D. Wait Co. Ltd. 626 
John Inglis Co. Ltd. 414 Ontor Laboratory Ltd. 127 Walker = aia ae po 
7 -* atts ‘ 
Keeprite Products Ltd. 206 Pendell Boiler Ltd. W11 Western Foundry Co. Ltd. 454 
Kleen-Flo Corp. 211 Penn Controls Ltd. 314 Geo. White & Sons Co. Ltd. W13 
Kresno-Stamm Mfg. Pepper's Automatic Stokers Ltd. 101 White-Rodgers Ltd. 446 
Co. (Canada) Ltd. 518 Prenco Progress and A. C, Wild 408 
ne ee Engineering Corp. Ltd. 419 John Wood Co. Ltd. 400 
Lee Engineering Ltd. 440 Ramset-Fasteners Ltd. 457 York Machine Co. Ltd. 336 
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= os 
4A A 
SNACK 
[vol eos] ses] ea] ox |o13 [ors] arr) oro fear [eas] on ai] _ q faslen [433/685] 697/639] 641 [on |e4s carl 4981 [este mad Cf 
\ AISLE 600 is . AISLE. 600 V4 
a {600602 60606 608 10 |612| lo [ot] wie (620) _ x \o22j624 6 626 os0]632,634¢96|¢s8|+40,12 [or] 
‘So | 603) 505 500] so su [513/505 si) [519/ sar! (629) S21) 525 534) £33) $95)597| 539] $91 ¥8| $18 . 
fiw | ae © a 4 A i <a | | —J SEE 4 — | 
tw AISLE 500 AISLE 500 4 
weal ‘s00]s02| 5041506508 510|s12\5~v [5] — {su8] 's32|s3|536|538|s90lsr2\svy (51548 $501552)554] 586|558|s601562) 364 
7 |vor! 0a 05! #07 90/1 [903 | v5] 917) rm [733 ras |437/989|941| 499] 998 ec wed ats $55,997 959) %6/| 4681466) 
ieenned a u 
. AISLE 400 AISLE 400 
| [eons lesen [are le| (900 ¢a0\enaleaq| eaclazelysol (ees loovlesslesalovele lenloualesalena eae! saleealten Baran oes 
6 | dad Nada al tad I he tr ld Wt ed | ec eel a ed he 152 | 31] 934]459) 162/o4 
a 30 [303/308] 307 309| 311 {303 345] a7] |3e9) sat sa3/ sas! 227/929) 391) [989/995] 987/300] 41 ova i” ‘or a9 951 ps0) 998 957/309 61 m3 m8 a: I 
tb oa + OHA. - - P — 
a5 * tw aot AISLE 500 = sl am ea icine tal AISLE 500 Loong] so en 
oe a ee e r “ES = - ——— . . ‘ mn ws —_ 
— \300 302, 301, 306,308 ee ist) a6] | [psalsew 534] 386, oralye4 + $40 950 982 954 my 358|360| 962 = 
ala horse naa | (ars) 205) 207] | | '238|294| 297/239 24i|24a}av4 71 209|261] 260/259 267] 259) aula 
tr AISLE 200 | | AISLE 200 > 
4 gon anazeng 20 2] 22 | | arv]aue] ‘ae|n0, | ‘aaa|za0) ‘224 220 2 | onl abel ancl sealanelseale 
Ss J 3 s 
\ “tor | 103,105! 107 109) w | na! jase) ae ras leas a0 asl 729) 196] 97) 1991 1/98 ’ 
a\, a | ae L J | ES lon == — 
ok 
‘ged AISLE 100 AISLE 100 s 


 * 


00] 10a] BRC ig I TA ee! I DER 
100) 102, 104 106108 | 110) 2) ut! We | 118) 120 | 122 | 


—4 





ana aol ag 





“ce 
200% 








eloil 
oilheat 























by 
Kirk B. Shivell* 


Si BUDGET PAYMENT plan idea 
has expanded so generally during 
the past 10 years that today over 75% 
of the country’s fueloil dealers have 
budget plans available for their cus- 
tomers. But themselves 
haven't adopted the idea so generally: 
So far only about 15% have done so. 

One reason for this small degree of 
acceptance no doubt is some people 
just don’t care for budget plans; but 
the chief reason seems to be that most 
fueloil companies haven't yet done as 
good a selling job as they could. 

A lot of dealers aren’t sold sufh- 
ciently on budget plans themselves. 
Even if a man nominally has a budget 
plan available, it isn’t likely he will 
persuade many people to use it unless 
he first has some enthusiasm for it. 

A widely-held viewpoint was ex- 
pressed recently by a prominent deal- 
er who said, “The poor-paying cus 
tomers are the ones who ought to use 
a budget plan, but they don’t; the cus- 
tomers who pay promptly anyway are 
the ones who take the budget plan. 
So what good does that do me?” 

It certainly is true that a budget 
plan rarely makes a prompt-paying 
customer out of one who usually is a 
collection problem, but why expect it 
to? It is no magic formula. A budget 
plan can help in improving collections 
from those customers who occasionally 
get behind, but that is really all the 
good it is as a collection device. How- 
ever, a budget plan gives other advan- 
tages and all are very much worth- 
while: 


customers 


1. It gives greater peace of mind. 
By producing a more even flow of 
working capital it helps to relieve the 
concern about financing a business. 

2. It eliminates bills. A great deal of 
time and money can be saved when 
the only accounting of charges and 
payments is the statement sent at the 
end of the year. 

3. It helps to hold customers. A fam- 


*The Shivell-Hall Co., New York. 
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Nobody likes Bills 


Here’s a few tips to help you sell more fueloil budget Plans 
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Literature explaining plan to eliminate bills gets customer response. 


ily is unlikely to switch its account 
when it is carrying out a budget plan. 

4. It makes the selling of service 
contracts easier. When the purchase 
of an annual contract becomes a mat- 
ter of paying only $2 or $3 more per 
month, families are much more readily 
persuaded to buy them. 

The experience of dealers who have 
been successful in selling budget plans 
has developed some ideas and methods 
which pay off and others which are 
better avoided. 


To begin with, if you want to sell 
budget plans, perhaps you should call 
yours by another name. Some dealers 
have found the term “budget plan” 
to be no hindrance, but many others 
believe they do better because they 
sugar-coat the proposal by using some 
such title as “Heating Club,” “Sys- 
tematic Payment Plan” or “Balanced 
Payment Plan.” 

Next, it is advisable to have a plan 
that is flexible and considerate of the 
customer. Some dealers insist that pay- 
ments must be started by a certain date 
(say, July 1) and ended by another 
(say, April 1). But a dealer can in- 
terest more people if he is willing to 
commence in July, August or Septem- 
ber, with the last payment due in May. 


The general theory of budget plans 
has been to get the customer started 
in the summer, but there are some 
dealers who today are willing to start 
a customer on a budget plan in any 
month and run it for 10 or 12 months 
from that date. One dealer who has 
increased his business by doing this 
says it helps especially in selling fami 
lies who move into his city during the 
heating season. It is said that the cus 
tomers who quickly get “ahead” of a 
dealer by starting in the fall are usual 
ly offset before a year is over by thos 
who start in the spring. 


To make a budget plan attractive to 
a customer, it is well to make him feel 
that he will get more benefit—prefer 
ably something extra—if he pays this 
way. For example, announcing that 
“Heating Club” members will get 4 
free tank treatment can induce more 
people to join. (The tank treatment, 
of course, would consist of a simple 
powder or tablet application.) 

During the past couple of yeats 
number of dealers have successfully 
made a feature of the fact that their 
systematic payment plans make bills 
unnecessary. “Nobody likes bills,” they 
say, “so let’s eliminate them.” 


Last year well over 100 dealers in 
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New Jersey and New York made life 
insurance a part of their budget plans, 
and with considerable success on the 
whole. The life insurance makes all 
remaining payments if a customer dies 
before the budget year is over. The 
coverage is obtained under a group 
policy for which the dealer pays the 
premiums which average, it is under- 
stood, something less than $1 per budg- 
et customer. No extra charge is made. 

Having made a budget plan as in- 
viting as possible, it should be sold with 
enthusiasm and persistence. It is not 
enough to invite customers once a year 
to adopt the idea. They should receive 
repeated urgings. 

Where a dealer is in the habit of 
ending fueloil renewal contracts to his 
customers, he shouldn’t wait until a 
contract is returned and then suggest 
the budget plan, but should send with 
the contract a letter and piece of litera- 
ture which describe the convenience 
and advantages of equal monthly pay- 


ments. And when a customer returns 
a contract without electing to use the 
budget plan, it will pay the dealer to 
telephone him and urge him to try it. 

Where a dealer sends no renewal 
contracts, he should make a spring 
budget plan campaign of at least two 
or three mailings. 

The dealer who has service contracts 
should find it easier and more eco 
nomical by far to combine his service 
and budget plan selling. 

Many fueloil companies have failed 
to get very far with their budget plan 
promotion because they have been hesi- 
tant or diffident about it. They seem 
reluctant to urge their customers. Pre- 
sumably this is because they fear cus- 
tomers will be offended if a change in 
payment habits is pushed, but surely 
there is no reason why a dealer can’t 
be considerate, enthusiastic, persuasive 
and forceful at the same time. Here, 
for example, is a selling letter that has 
all four of these qualities: 





Dear Customer: 


Of course you want to enjoy the delightful day 

of spring and summer—but before you relax 
entirely, please act on these suggestions to make 
sure the next heating season—it's only a few 
months away—will be more pleasant, too. 


1. If you haven't yet ordered Guaranteed Service 
for your oil burner, please do it now. As you 

know, we provide our customers with not one, but 
a choice of three liberal plans. For the utmost 





heating satisfaction. 


choice now. Thank you. 


included in it. 





economy, we recommend our Plan "C," but any one 
of the three will give you assurance of greater 


All three plans are described in the enclosed 
brochure. So we can organize the work necessary 
to give you—and all our other customers—the 
right kind of attention, please let us know your 


2. We cordially invite you to take advantage of 
our Systematic Plan which eliminates bills and 
makes it much more convenient to pay for your 
fuel oil. It's described in the enclosed folder 
and we're sure you will like its practical 
easiness. Please note, too, that if you use this 
Plan the cost of your Service Plan can be 


Kindly use the enclosed card to let us know your 
wishes. Then relax and know you can look ahead 
not to just a few months, but to a whole year of 
comfort and satisfaction. 


Warmly yours, 











AH 


The old idea that a dealer should 
have a formal contract with a budget 
payment customer is fast disappearing. 
A simple return card is sufficient con- 
tract, but make sure the card definite- 
ly provides for the customer to signify 
that he wants the budget plan. Don’t 
use a card on which the customer 
merely asks for further information. 
If the customer wants more informa- 
tion, let him telephone for it. The defi- 
nite type of return card not only ex- 
presses the confidence of the dealer 
that his budget plan is something the 
customer ought to want, but it saves 
time and needless correspondence. 

Another point about the return 
card: some dealers believe the results 
will be better if it is not a postcard, 
but rather the kind of card that is 
mailed back in a sealed envelope. The 
theory behind this is that some people 
think post office employees have so lit- 
tle to do that they take time to read 
postcards and people don’t want their 
financial arrangements known. 

Whether a dealer should use news 
papers, radio or other general media 
to advertise his budget plan is some- 
thing he must decide for himself. Some 
dealers have been rather successful in 
attracting new customers by featuring 
budget plans in general media; others 
have had no success. 


Trend Today 


The trend today is toward as much 
simplicity as possible in handling the 
details of budget plans. Formerly it 
was general practice to send the cus 
tomer a calculation of his payments 
and a book of coupons to use in mak- 
ing them, but now more dealers are 
beginning to send a packet of envel- 
opes instead of the coupon book. 
Moreover, many dealers say it ex- 
pedites remittances when postage-paid 
envelopes are used. 

Also, at the end of the year dealers 
generally used to send the settlement 
statement, then, a month or so later, 
follow with the estimate and coupons 
for the next year. It has been found, 
though, that the next year’s estimate 
and coupons (or envelopes) can just 
as well be sent with the statement. 
This makes things easier all around— 
and when all is said and done this is 
the primary purpose of a budget plan. 
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Is oil Heat more Efficientr 


Controlled Tests by California Research find that Oil is the Equal of Gas—or Better 


by 

R. E. Paterson* 
and 

R. S. Wilcox* 


QO" AND GAS are the most impor- 
tant fuels used for automatic 
home heating. The value of any fuel 
to a customer depends on its con- 
venience, the cost per unit of heat 
(Btu) released on burning, and the 
proportion of the heat released on 
burning that is useful in heating the 
home. 

The price of gas per Btu is usually 
close to the price per Btu for oil. Con- 
sequently, if a gas furnace delivers 
more Btu's of heat into a house per 
Btu of fuel burned in the furnace, 
there would be an advantage to using 
gas, This claim has, in fact, been made 
so frequently that some people accept 
it without question. One author! has 
even gone so far as to claim that gas 
is 1.42 times as efficient as oil. This did 
not seem reasonable to us. 

Experience in large power plants, 
where accurate records are kept of efh- 
ciency of burning one fuel as com- 
pared to another, has consistently 
shown that the efficiency obtained with 
oil is 4% higher than with gas. Also, 
the theoretical maximum efficiency of 
a home heating furnace is higher with 
oil than with gas. 

For example, if a home heating fur- 
nace were operated with no excess air 
and 400°F stack temperature, efficien- 
cy of combustion with oil would be 
87%, whereas the efficiency with gas 
would be 83%. This shows oil to be 
1.05 times as efficient as gas. Although 
Operation with no excess air is not 
practical, the same relative efficiencies 
hold for higher percentages of excess 
air. This is shown in Fig. 1. There- 


1. “Field Tests of Oil and Gas Residen- 
tial Space Heating,” A. L. Carrol, Paper 
No. 28, presented at the June 15-19, 1952, 
meeting of the American Society of Me- 
chanical Engineers. 


*California Research Corp., Richmond, 
Calif. 
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Two independent studies, made by Standard of California’s 
affiliate the California Research Corp., investigated efficiencies 
of oil and gas used for automatic home heating. The one tesi 
showed both to be exactly equal in efficiency; the second proved 
the average customer can save about 5% of his fuel bill by using 
oil. The studies were unique in that one group of houses was 
selected in which the heating requirements were identical before 
and after conversion from oil to gas. This eliminated the bias 
of previous similar studies where obviously inefficient oilburner 
jobs were compared with selected newer gas heating installations, 


—_——_ 








fore, to establish the relative efficien- 
cies of oil and gas in home heating, 
we set out to get reliable field data. 
Whenever engineers set out to get 
field data, the problem is always to 
make the study in such a way that the 
comparison is a fair one. In other 


words, the important uncontrolled fac- 
tors must be properly taken into ac- 
count so that they do not overshadow 
the true result. We therefore made 
two independent studies to check our- 
selves. 

The first method, which was applied 
to 35 homes, showed that on the aver- 
age oil and gas are equally efficient. 
The second study, applied to 21 homes, 
showed that oil is 1.06 times as efh- 
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cient (ie., 6% more efficient) than 
gas. 

Briefly, the two methods were as 
follows: 

In the first method 35 homes were 
studied which had used oil for space 
heating but which converted to gas 
either by installing conversion burners 
or new furnaces. The oil used for space 
heating during two to five heating sea 
sons was compared with the gas con 
sumed for space heating for one to two 
heating seasons for each home indi 
vidually. This method eliminated poy 
sible bias which could be caused by 
structural differences, heating habits 
insulation, and weather stripping. Bias 
caused by weather differences from 
one winter to the next was eliminated, 
because our comparison was on a de 
gree-day basis. 

There was one factor which favored 
gas in this comparison, namely that al 
the gas burners in the homes were 
newly installed and were presumably 
adjusted to maximum efficiency, where 
as the oilburners had reached a steady 
state of adjustment off their peak per’ 
formance with age. Yet, in spite of this 
bias in favor of gas, oil and gas 4p 
peared to be equally efficient. 

In the second method we calculated 
efficiency by measuring how much 
heat was lost up the stack. The heat 
which is not lost up the stack goes 
ward heating the house. We made this 
measurement on 9 homes which use al 
and on 12 different homes which u* 
gas. These homes were chosen at rat 
dom and their burners tested “as ® 























We found that on the average, in 
oil-heated homes 27% of the heat is 
lost up the stack and 73% goes to 
heating the house. With gas, 31% is 






ciency and a different group for oil, 
we investigated the fuel consumption 
of 46 homes which had converted from 
oil to gas during 1954. These homes 








Z . 
lost up the stack on the average, and __ were located in Salt Lake City, Utah, 
69% goes to heating the house. There- where natural gas was made available 
fore, on the average, for the same for residential heating at a price per 
9 : ‘ 
nine amount of useful home heat, a cus- therm (100,000 Btu) substantially be- 
it tomer must buy 1.06 times as many _low the price per therm for oil. 
se therms of gas as therms of oil. A number of points were considered 
ed To make sure that our study was in selecting the homes. First, from a 
ng free from the bias that can arise from larger number of homes that converted 
one using one group of homes for gas efi- _— from oil to gas, a group was selected 
re 
ias 
ler 
ns. TABLE | 
Ratio of Gas to Oil Consumption 
than and Type of Furnace 
re Rank Home Therms of Gas Cumulative % Equipment Equipment 
; No. No. per Therm of Oil of Homes on Oil on Gas 
l 29 0.579 2.78 FAL FAl, WH 
Be ig 2 31 0.758 5.55 B B 
space 3 16 0.761 8.33 ct FAl, WH 
© 92s 4 42 0.836 TEP FA2 FA” 
Os 5 19 0.859 13.89 Fal ral, WH 
Irners 
space 6 27 0.867 16.66 FA? FA®, WH 
P 7 13 0.869 19.44 FAI ral 
1 Sea’ 8 20 0.887 22.22 FAl FAl, WH 
5 con’ 9 33 0.900 24.99 FAl FAL, WH 
10 9 0.910 27.77 FAl FAL, WH 
(0 two 
- ind? il 46 0.919 30.55 FAl FAl 
12 23 0.919 33.32 FAl FAL, WH, D 
d poy 13 30 0.954 36.10 c4 Gt, WHR 
ed by 14 41 0.970 38.88 B B 
abit 15 3 0.971 41.66 FA FAL, WH 
its, 
y Bias 16 11 0.980 44.43 FAl FAL, WH,R 
; 17 43 0.981 47.21 FAL FAl, WH 
from 18 47 0.982 50.00 Bt, (w) Bt, (w) 
nated, 19 38 0.990 52.76 Bt Bt 
ci 20 6 0.996 55.54 FF WF 
21 22 1.04 58.32 FAl FAL, WH,R 
4 22 5 1.04 61.09 FAl FA!, WH 
ore 23 44 1.04 63.87 FAl FAl, WH 
hat all 24 40 1.08 66.65 FA! FAl 
este 25 45 1.10 69.43 FA2 FA?, WH 
mably 26 21 1.12 72.20 FAl FAl, WH 
bone’ 2 39 1.13 74.97 Fal Fal 
' 28 28 1.13 77.16 FF? FAS 
steady 29 8 1.16 80.53 Fal Fal 
k per’ 30 24 1.16 83.31 FAl FAL, WH 
of this 31 17 1.26 86.09 FA2 Fal 
as a 32 2 1.27 88.86 B, (w) B, WH 
g 33 14 1.32 91.64 FAL BAL, WH 
34 7 1.45 94.42 ral FAl, WH 
ulated 5 15 1.79 97.22 FF WE 
much —_~ 
e heat Notes: ra—Forced air 1Designed for gas or cil 
oes 0’ G—Gravity air : 
de this B—Boiler 2Designed for oil 
ket FF—Floor furnace 
use oll wFr—Wall furnace 3Designed for gas 
ch use (wW)—Hot water from boiler 
wWH—Water heater 4Designed for coal 
at rail’ R—Range 
aie D—Dryer 

















at random. Random choice makes the 
data statistically more valid. This 
group was screened to see that no ma- 
terial change in the heating require- 
ments had occurred. A few homes 
were eliminated that had made a ma- 
jor structural change during the test 
period, such as the addition of a room 
or insulation. Also eliminated were a 
few homes in which there had been a 
change in the occupancy, a change in 
the number of occupants, or a known 
change in their heating habits caused 
by such factors as prolonged ill health. 

In this way, a group of 35 homes 
was obtained in which the heating re- 
quirements were identical before and 
after the conversion to gas. Some of 
these homes installed conversion burn- 
ers. Others installed new gas furnaces 
(TABLE I). 

A record of oil deliveries for each 
of the homes studied was obtained 
from the Red Feather Oil Co. Corre- 
sponding gas consumption data were 
obtained from the Mountain Fuel 
Supply Co. A period of about two 
years before conversion to gas and 
about two years after conversion was 
included in the analysis. 


Fuel Consumption 


In analyzing the data, it was our 
objective to compare the daily fuel 
consumption for gas and oil with 
weather severity. During the four-year 
test period the average weather con- 
ditions were not the same from one 
year to the next. Relative weather 
severity was measured for each home 
during the test period in degree-days 
per day. 

Next, the average fuel consumption 
in therms per day was plotted against 
the average degree-days per day for 
each period between fuel purchases. 
The best straight line through these 
points was determined by the method 
of least squares for each fuel and for 
each residence. The slope of the best 
line is the heat required for each resi 
dence in therms per degree-day. This 
value applies to weather of any se- 
verity; or, to put it another way, it is 
independent of weather conditions. 
The slopes of the lines can be used to 
compare the relative efficiency of oil 
and gas in each home. 

Fig. 2 shows a typical plot of fuel 
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requirements as a function of weather 
severity. There is a difference in the 
value of fuel requirement between the 
line for oil and the line for gas at 
degree-days per day value of zero. 
This difference corresponds to the fuel 
required for uses other than space 


heating, i.e., cooking or water heating. 

On very cold days, radiant heat loss 
from a person in a room through the 
windows and to cold walls can become 
an important factor in comfort. In 
order to maintain personal comfort, 
it may be necessary to keep the house 
warmer and thus use more fuel than 
would be expected from the degree- 
days per day. This effect is the basis 
for advertising a new home heating 
control system based on both inside 
and outside temperature. 

This effect did not prove to be ap- 
preciable in the homes we studied. If 
it were large, the best lines through 
the points, of which Fig. 2 is an ex- 
ample, would be concave upward. No 
marked curvature was found, For 
practical purposes, fuel consumption is 
a linear function of degree-days. 

Comparison of fuel requirements 
for space heating alone was made by 
dividing the slope of the gas line by 
the slope of the oil line. This auto- 
matically eliminates the fuel used for 
water heating and cooking. A ratio 
of 1.00 means that an equal number 
of therms per degree-day is required 
for heating with either gas or oil; in 
other words, the efficiency with either 
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fuel is equal. A ratio less than 1.0 in- 
dicates that less gas is required, and 
therefore that gas is the more efficient. 
A ratio greater than 1.0 indicates that 
more gas is required, and that there- 
fore oil is more efficient than gas. 

The ratio of gas consumption to oil 
consumption for all the homes is 
shown in TABLE I and plotted in Fig. 
3. The data were averaged by de- 
termining the ratio at the 50% point 
of the best line through the plotted 
points. This ratio is 1.0. 

This means that in the average 
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home the efficiency of gas is equal to 
that of oil. Although care was used 
to obtain equivalent data for oil and 
gas, it must be recognized that there 
is an inherent bias in favor of gas in 
this study. This is because we are com- 
paring newly installed and adjusted 
gas units with somewhat older oil fur- 
naces. 


Stack Loss 


Another method frequently used 
to measure efficiency is by the stack 
gas temperature and composition for 
steady operating conditions. This per- 
mits calculation of the percentage of 
the heat of combustion which goes up 
the furnace stack. It is assumed that 
the heat that does not go up the stack 
is useful in warming the house. The 
calculated efficiency is 100 minus the 
percentage of the gross heating value 
of the fuel which goes up the stack. 

Using a completely different set of 
homes from the set described above, 





stack gas temperature and C0» cop 
centration were measured on nine 
homes using oil and 12 homes using 
gas. These homes were also selected a 
random. This study is not as exact a 
the one used above for comparing oj 
and gas because of the smaller sample 
with the consequent increased im 
portance of statistical error. However, 
this second method is less affected by 
uncontrolled variables. 

These homes were all in the Salt 
Lake Area. Fig. 4 shows the efficiency 
of the gas and oil furnaces. The aver. 
age gas efficiency (at the 50% point) 
was 69%, and the average oil eff 
ciency was 73%. The greater efficien- 
cy for oil measured by this method 
corresponds closely to the theoretically 
greater efficiency to be expected for 
oil as shown in Fig. 1. Thus, accord 
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ing to this set of data, oil is 1.06 times 
as efficient as gas. 

Thus, to summarize: 

Practical tests were made in “uy 
tomers’ houses to compare the eflicien 
cy of oil and gas as home heating fuels. 
Two methods which were based of 
different principles were used. One 
method indicated that oil and gas at 
exactly equal in efficiency. The other 
method gave results which showed that 
oil is 1.06 times as efficient as 84% 
This compares with theoretical calew 
lations which show that oil should 
burn 1.05 times as efficiently a5 8% 
Thus, at an equal cost per therm, 
average customer can save about °7 
on his fuel bill by using oil. 
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by 
William H. Carls* 


nee FORMATION and accumula- 
tion is a primary problem in fuel 
handling systems. Sludge formed in 
both distillate and residual oils can 
clog filters and strainers, plug fuel 
lines, carbonize preheaters, and inter- 
fere with proper atomization by de- 
stroying the spray pattern. 

Residual oils, the worst offenders, 
are being constantly downgraded be- 
cause the increasing demand for gaso- 
line and distillate oils is causing re- 
fineries to recover more of these prod- 
ucts from the basic crude oil. As a re- 
sult, the user of residual oils is facing 
problems caused by the added trouble- 
some products contained in the oil. 


These problems are being solved 
today by the proper use of additives. 
Actually, additives do much more than 
merely ease or eliminate the sludge 
problem. They also prevent corrosion 
in the fueloil-handling system, help 
inhibit post-combustion corrosion, pre- 
vent the accumulation of water, assist 
in more efficient oil atomization and 
combustion, and do several other im- 
portant jobs. However, the prevention 
of sludge formation and its accumula- 
tion is the primary function. 


*The Perolin. Co., Inc. 





Electron micrographs . 


Preventing Sludge 


How to test and measure the Effectiveness 
of Additives on the Market Today 


















The proper use of additives can control the formation and a¢. 
cumulation of sludge that clogs filters and strainers, plugs fuel 
lines and interferes with proper atomization. The use of the elec. 
tron microscope and some simple tests has added to our knowl. 
edge of how sludge is inhibited and dispersed. 














Sludge may be attributed to the 
precipitation of insoluble constituents 
of oil or the emulsification of these 
constituents with water. The insoluble 
constituents may be normal com- 
ponents or the results of deterioration 
through chemical reactions such as oxi- 
dation and polymerization. The insol- 
uble residues produced in distillate 
oils by oxidation and polymerization 
may definitely be placed in the sludge 
category, although they do occur in 
relatively small amounts when com- 
pared with residual oils. Degeneration 
of the fuel caused by these chemical 
reactions produces corrosive organic 
acids which play an important part in 
the formation of gum, lacquer and var- 
nish deposits. 

The chemical characteristics of re- 
sidual grades of fuel have been broken 
down into four major categories by A. 
N. Sachanen in “The Chemical Con- 
stituents of Petroleum” as: carboid 
fractions, asphaltenes, neutral resins, 


and oil. The fractional solubility of 


the components in solvents such as 
benzene and pentane is the basis of the 





. . Figure la shows sludge-producing ingredients in 


unaged, untreated Bunker “C” oil as small rather uniformly distributed par- 
ticles. Figure 1b shows the same ingredients in unaged, untreated fueloil. 
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breakdown. Residues produced in light 
oils may also be examined by the same 
selective solvent method. 

The carboid fraction, which is insol- 
uble in benzene, may be considered 
as sediment consisting of individual 
particles of inorganic debris, such as 
rust or scale, along with elemental 
carbon compounds. Asphaltenes, sl: 
uble in benzene but not in pentane, are 
said to consist of high-molecular 
weight polycyclic aromatic hydro 
carbons forming colloidal suspensions 
in the oil. Neutral resins, which are 
soluble in all petroleum fractions, are 
apparently a condensation product, 
one oxidation stage ahead of the oil 
itself and just below asphaltenes in this 
respect. Their molecular weight is 
lower than asphaltenes. Progressive 
oxidation of the oil produces neutral 
resins, which in turn yield asphaltenes, 
followed, as a final step in the proces 
by carboid formation. 

Benzene-soluble asphaltenes and 
resins play an important part in sludge 
formation. Such materials agglomerate 
as coatings on particles of benzene 
insoluble dirt or sediment. 


The ability of fueloil additive 
disperse the sludge producing com 
ponents and prevent their agglomer 
tion with one another is highly impor 
tant in sludge prevention. This applies 
to both light and residual grades o 
fueloil. 

Through use of the electron micro 
scope, it is a simple matter to deter 
mine the action of an additive on 10" 
oil. The two series of photomicrogt 
compare sludge inhibition and disper 
sion in a catalytically cracked 
and a residual oil. Both samples we 
subjected to an accelerated aging . 
gram in the presence and absence ° 
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'-—-.TQ OR 
LATS (UAC PII) 
#6 FUEL OIL #4 FUEL OIL—OR ANY #2 FUEL OIL 


INTERMEDIATE GRADE 


stock TWO, sell THREE! 


Get into the #4 and #5 oil market without additional tank- 
age. Proportioneers in-line blending allows you to stock 
only #2 and #6... and still deliver any grade directly to 
your tank trucks. For greater profits, see what blending 
can do for you. 


CUSTOMER PROVEN... 

¢ Savings up to 12¢ per gallon 

¢ NO separation of in-line blended oil on 6 months 
standing 

Frees existing #4 or #5 oil tankage for other service 
Available immediately, simple to install 

Easy to operate ... by present personnel 

36 installations now in service 

Extreme accuracy, high repeatability 


ACT NOW to put more profit into next year’s heating 
season .. . install a Proportioneers TC Blender! 





Our sales engineer's will gladly 


@p ROPORTIONEERS, INC. provide you with complete data. Write 


EDRs A, ANS, Proportioneers, Inc., 543 Harris Ave., 
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Meet the new U.L. requirements with the most complete 


line of flame safeguards in the industry — 


oneywell Electronic 
Flame Safeguards 


— with exclusive Safety Start* 








*SAFETY START provides an 
automatic self-check after 
any power interruption — 
before burner is restarted. 

Only Honeywell offers 


this safety feature. 








New U. L. requirements mean you can no longer use stack 
relays on commercial burners over seven-gallon size. And to 
meet new U. L. requirements, Honeywell now offers you the 
most complete line of Electronic Combustion Controls—with 
exclusive Safety Start. 

When you choose from the Honeywell line, you have a 
complete choice—for the Honeywell line contains all types of 
controls for every possible combination. 


© You have a choice of flame detection. 

© You have a choice of burner sequencing. 
e Manual or automatic starting. 

© Wide range of voltages. 

e Fast detection and response. 

e Ease of installation. 

e Low maintenance costs. 


Get further information by calling your local Honeywell office 
—it’s listed in your phone book. Or write to Honeywell, 
Dept. FH-3-33, Minneapolis 8, Minnesota. 


Go All-Honeywell—and profit 


Only Honeywell makes control systems 
for every type of heating plant and fuel. 
With Honeywell you're able to rely on one 
supplier for all your controls. 


This system provides fuel cutoff on flame 
failure plus post purge on safety lockout. 





Choose from a variety of Protectorelays*—for any 
type of gas or oil burner 


No matter what your needs, there’s a Honeywell Protectorelay 
to meet them! Above you see one of several Honeywell elec- 
tronic relays—the famous RA890. It has exclusive Safety 
Start; and is available with two response timings, two safety 
switch timings and with or without alarm contacts. 


Choose from a wide selection of flame 
sensing devices 


Your choice of flame sensing means—rods, photo cells or lead 
sulphide cells. There’s a Honeywell flame sensing device that 
will give instant response with the particular type of relay you 
ate using. Get a complete list of Honeywell Protectorelays 
and flame sensors by calling your local Honeywell office. Or 
Write Honeywell, Dept. FH-3-33, Minneapolis 8, Minnesota. 


MIienNEAP OLS 
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oneywell 


FIRST IN CONTROLS 


112 offices across the nation 


* Trademark 
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an additive. All photomicrographs 
were taken at a magnification of 5,800 
diameters. 

The untreated, unaged samples are 
representative fuels that a consumer 
might obtain from an oil supplier. They 
are not “fresh” in the sense that they eZ 
have just been produced by refinery a. é Lay : i 
units. They are’ ordinary commercial _—_ — — ee. 
fuels which have not been subjected § Untreated and treated No. 2 fueloil were subjected to accelerated aging for 


sludge-inhibition comparisons after being in constant-temperature over 201° 
for 48 hours. Only two show no sludge or discolorization. 









































to natural prolonged aging or acceler- 
ated aging at elevated temperature. 
Before these pictures were taken, the 
oils were centrifuged and filtered to 
remove tramp particles of scale, rust, 


(Bunker C). This is oil as received with proper atomization by the buildup 
from a supplier. The sludge-producing of varnish and lacquer deposits. The 


and sediment. Such particles might ingredients are readily seen as small, _ result is improper combustion. 
ihitoceiatins -oaP been mistaken for  2md rather uniformly distributed par- Furthermore, evidence being ac 
ticles throughout the oils. cumulated shows that the resulting 


sludge-producing ingredients, or as 
phaltenes. The selective solvent em- 
ployed in these tests was N-Hexane, 
in which asphaltene-type components 
are insoluble. In other words, the par- 
ticles appearing in figures la and 1b 
are asphaltene-type ingredients. 
Figures 1a and 1b show a photo- 
micrograph of unaged, untreated fuel- 
oil and unaged, untreated No. 6 oil 


Figures 2a and 2b show photomi- unburned residues also play an impor 
crographs of aged, untreated fueloil tant part in corrosion after combuy 
and aged, untreated No. 6 fueloil. The tion by absorbing and retaining sulfur 
fueloil was subjected to an accelerated dioxide instead of allowing this gas to 
aging program of 48 hours at 210°F. _—go out of the stack. The large agglom 
The residual oil was held at the same erates, not completely burned, soak 
temperature for one week. In both up the sulfur dioxide. The subsequent 
samples the small, uniformly distrib) buildup of abnormally high concer 
uted asphaltene-type particles have trations of this gas greatly increases 
combined into agglomerated masses. the likelihood of acid formation. 
Further aging and oxidation would The last photographs, 3a and 3b, 
continue this agglomeration until | show aged, treated fueloil and aged, 
precipitation of sludge occurs. treated residual oil. The same acceler’ 

At the same time, as described ated aging periods were used as in 
earlier, carboids, insoluble in benzene, | photographs 2a and 2b. Treatment 
will be produced by oxidation. These consisted of one part of treatment in 
photos show sludge in the making. 4,000 parts of oil. It is important to 
These particles are the culprits that note that the identical grade of treat 
ultimately induce clogging of strainers | ment in the identical concentrations 
and filters, plugging of fuel lines, car- © was used for both samples. 
bonization of preheaters, interference These final results show beyond 























— at 


Figures 2a and 2b show masses which Figures 3a and 3b indicate effectiveness of proper additive on Bunker 4a 


precipitate as sludge. Top example left and fueloil, right. The same aging period was used as in Figures 2a an 
is Bunker “C,” bottom, No. 2 oil. Identical treatment was used on both samples. 
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NEW petnp BURNER 
FIRES LIGHT on 
HEAVY OILS... 






























idup 
The 
f No. 5 
“ . LL grades © 
ting Including All 
3 TO 25 GALLONS PER HOUR 
New principle produces finest 
Fires low-cost oils with atomization yet achieved in an 
traditional PETRO dependability oil burner. 


* 


The revolutionary atomizing principle used in the new i ig oe 
Electri¢ ignition 


Petro Supercharger Burner produces the highest degree 






































of atomization ever achieved in a burner for heavy oils. * 

Oil and air are premixed in a supercharger, where the Oil heating required only ili 
ment self-generating heat resulting from compression of the pumping or starting with heavy 
at in air-oil mixture, atomizes even heavy No. 5 oils into a oil 
at to highly volatile mist. This revolutionary Petro burner " 
reat’ mechanically atomizes the oil, but, iz addition, the super- 
nea charger further reduces the oil spray to a microscopic Built-in control panel 

air-oil vapor. 
mg icicing pf cih in newdodili’ e 

eating of oil is needed only for starting or pumpin . : 
didatbiaaa y ere Low fire start —Full modulation 
when the heavier oils are used. Therefore, the power load 

is hardly more than that required to operate the motor. 

Controls are available to operate this Petro burner 
either with continuous fire, high-low or with full 
modulation. 

The new Petro burner is available for two impor- 

tant uses: either for conversion, or as a component 3533 West 106th Street, Cleveland 11, Ohio 

part of a packaged boiler-burner unit. It fires low cost (In Canada: 2231 Bloor St. W., Toronto, Ont.) 

. P : . P Please send me information on Petro dealer- 
heavy residual oils with little more attention than a ship opportunities. 

domestic oil burner. ibe 

PETRO DEALERS are backed up with the latest and most Company. 

. €ffective sales aids, including sales training, merchandising helps, Address. 
y” at engineering assistance, and national advertising. Mail the City 
d 2b. coupon for more information. 
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why Industry 
specifies WHEELCO 
instruments 


New advanced designs provide peak operating efficiency 





and simplified service throughout entire instrument line 





new automatic electronic FLAME-OTROLS 


pando 


Model 1574 Flame-otrol with cover in 





place and removed. Note exclusive a 
r 
, 


Wheelco terminal strip that guarantees 
ercur'y 


uniform contact pressure while permitting 
easy removal for examination and 


adjustment. 








New, automatic Flame-otrols — designed to meet the exacting standards set 
for package boiler operation — provide every installation with the plus features 
that pay off in performance. Two automatic models are available to suit 
requirements of various installations. Model 1474 uses flamerods and emissive- 
type photocells as sensing elements, while Model 1574 uses lead-sulphide 
photo-conductive cells. 





TROUBLE-FREE OPERATION, LONG LIFE, AND SIMPLIFIED MAINTENANCE OF Wheelco 


FLAME-OTROLS RESULT FROM THE FOLLOWING FEATURES: ~ / 


@ Compact, plug-in design 

@ Heavy-duty construction 

@ Use of standard electronic tubes thecuahout 

@ Convenient checking strips permitting use of standard instruments for checking circuits 
and voltages 

® Delayed “safe-start” for realistic “flame-off” proving period 
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THESE ARE THE OUTSTANDING INSTRUMENTS YOU SAW DISPLAYED 
AT THE HEATING AND AIR CONDITIONING EXPOSITION 


new THERMOMETERS for Multi-point RECORDERS 
indicating, Recording, and for Gathering System 
Controlling Temperatures 









Series 8000 multi-point recorder 










with cover in place and swung 
Recording thet: back demonstrates accessibility of 


mometer (lett Gnd components. Cover of recorder 


controller (right) mechanism is removed to 


show construction 





show how Wheelco 
combines the latest 
engineering de- 
velopments into an 
attractive, stream- 
lined package that 
features unprece- 
dented ease of 
service, 


landout features are packed beneath the gasket-sealed, Easy to read, operate, and service — that briefly 
9 liecast aluminum case of each new Wheelco ther- is the story of Wheelco Series 8000 multi-point 
lometer whether it is designed for indicating, control- recorders. A null balance instrument designed for 


ve 


a f, or recording service. Standard ranges of these long life, the Wheelco multi-point obtains measure- 
siting rcury-actuated instruments are from —40 to 1000° F. ments with sensing units such as thermocouples, 
radiation detectors, etc. where measured variable 
THER "ADVANCE DESIGN" FEATURES OF can be resolved into an electrical signal. 

leo THERMOMETERS INCLUDE: 

* Variety of control forms on plug-in chassis WITH Wheeleo SERIES 8000 MULTI-POINT 

* Invar metallic compensation for case RECORDERS, YOU ALSO GET: 

* Friction-free pen arms @ Up to six limit switches for high and/or low 


* Electronic control action for controllers with the signal indication 


Wheelco Electronic Link @ Single or multi-color printing 
* Large, easy-to-read scales on indicators @ Fast cross chart speed 
® Electric clock chart drives @ Recording of as many as 16 points on one chart 
® One, two, and three-pen recorders available @ Ready accessibility of components for service 





SDARBER-COLMAN COMPANY 


DEPT. O, 1563 ROCK STREET, ROCKFORD, ILLINOIS, U.S.A. 
BARBER-COLMAN of CANADA, lttd., Dept. O, Toronto and Montreal, Canada 


Industria Instruments * Automatic Controls * Aijr Distribution Products ° Aircraft Controls * Electrical Components 
I Motors * Overdoors and Operators * Molded Products * Metal Cutting Tools * Machine Tools * Textile Machinery 
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To compare sludge-removal ability, equal amounts of sludge 
were placed in dishes and an equal dosage of a different 
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ELECTRODES 


Auburn ignitor electrodes give positive ignition and 
long service life because they are made to un- 
usually high quality standards. Only the highest 
grade carbon-resistant glazed insulators and nickel 
alloy corrosion-resistant center wire are used. They 
are engineered, machined and assembled by the same 
group of craftsmen who make Auburn jet 
aircraft engine ignitors. 


Key to efficient liquid 
level control systems 


Auburn liquid level control elec- 
trodes are made to similar high 
Mallee PaolClialiale MaKe) 


standards, with 


icailelamelacieliohileler 


Standard types, including electric feed- 
throughs, are available for prompt shipment 
from stock. Special types can be made in any 
style or size to meet your requirements. Current 
users include these leaders in the industry: 


Ames Iron Works 
Boiler Engineering & Supply Co. 
B/W Controller Corp. 
Cyclotherm Div., 
National U.S. Radiator Corp. 
Fulton Boiler Works 
Reliance Gauge Column Co. 
Charles F. Warrick Co. 
Superior Combustion Industries, Inc. 





Ray Oil Burner Co. 
The Electric Furnace Co. 


IN CANADA 


Volcano Ltd. 


For catalog of standard types or information 
about special electrodes, write 


AUBURN SPARK PLUG CO., INC. 
101 York St. Auburn, N. Y. 


For trouble-free ignition in 
industrial burners, specify 


AUBURN 














Preferred Utilities Mtg. Corp. 
North American Mfg. Co. 


Napanee !ron Works, Ltd. 





treatment was added to each dish. Note the varying de- 
grees of sludge removal in the samples above. 
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question that particle growth has been 
prevented. There is now no evidence 
of agglomeration. The sludge-produe 
ing structures have been maintained in 
a state of small particle size and their 
predominately globular shape ‘indi 
cates that they occupy the smallest 
possible volume in relation to their 
size. And, in addition, the presence of 
this additive has apparently broken up 
and dispersed the larger particles evi 
dent in figures 1a and 1b, and reduced 
the final particle size of the organic 
sludge-producing structures originally 
present in the oil in its natural state. 
These photomicrographs would verify 
that the additive not only prevents 
sludge, but also breaks up and dis 
perses existing residues. 


Although there are yet no standards 
for evaluating fueloil additives, it i 
possible to make some simple tests to 
check the comparative effectiveness of 
additives, These tests do not take into 
account all possible variations or dupli 
cate actual operating conditions; but 
they will help the operating engineer 
choose from the host of good, bad and 
indifferent treatments on the market 
today. 

A drop of representative sludge 
from the storage tank, or heavy fuel 
if no sludge is available, is placed on 
a dish or watch glass. A few drops of 
treatment are put on about four pois 
of the watch glass, about halfway 
tween the edge and the. sludge. A 
treatment with good sludge-dissolvins 
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Vincent G. Kling, * ‘chitect 
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A. Ernest D’Ambly, Mechanical Engineer 















W. M. Anderson Comnany, Mechanical Contractors 


The Last Word in Modern Hospital Design Naturally 
Uses the Last Word in Mechanical Draft 


HE LANKENAU HOSPITAL, 
T the suburbs of Philadelphia, 
ls one of the world’s most mod- 
rn hospitals, both in architecture 
and equipment. The hospital itself 
was Ostablished in Philadelphia 
in the mid-nineteenth century, 
and has a distinguished history. 
lt moved to its new building in 
1953. In specifying equipment, its 
designers selected the most mod- 
mn, the most efficient, the most 
Scientific that could be found. 


When it came to draft inducers 
forthe boiler plant, they naturally 
lected Wing, which fulfill all 


LJ, Wing Mfp.Co. 





those requirements, and in addi- 
tion have back of them a lineage 


almost as old as Lankenau’s own. 


Wing Draft Inducers cut capital 
cost through elimination of high 
stacks, reducemaintenancecosts, 
and resultin sizeable fuel savings. 
They provide positive, adequate, 
uniform draft for boilers or fur- 
naces entirely independent of 
And they 
save money through higher fuel- 


weather conditions. 
burning efficiencies. You should 
learn more about them. Write for 
Bulletin I-56. 


66 Vreeland Millis Rd., Linden, N.J. 
Factories: Linden, N.J. and Montreal, Canada 


Mail 
the 
coupon 


for 


bulletin 


Wing 


DRAFT INDUCERS 


ee re ene mee mene ee ee ee 


L. J. Wing Mig. Co. FO-3 
66 Vreeland Mills Rd., Linden, N. J. 
Please send copy of Draft Inducer Bulletin 1-56. 
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4 SIZES TO COVER REQUIREMENTS 
FROM 2.25 THROUGH 17.00 G.P.H. 


Most everyone Calls 





a) MODEL A-50 


gas x 
Sane 
$3s8 
ongn 
e222 
2358 
nur O&O 
ah 
pa a 
ae a es 
S6aa6 
e223 


BETTER 


for LARGE OIL BURNERS 


Paragon 





Board of Standards and Appeais for use 
in New York City, States of Conn. and Mass. 


Approved by Underwriters Laboratories — 


eye-appealing 


Burners are similar 
in attractive design in all sizes. 


Nationally famous 


Paragon Oil 


WRITE NOW FOR DETAILS TO — 


Paragon Oil Burner Corp. 


2100 Hunters Point Avenue, Long Island City 1, N.Y. 


MODEL A-180 
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ability penetrates the sludge immedi- 
ately upon contact. A good additive 
will cause a final sludge solution. 


To a light oil, such as No. 2, there 
is added '14% by weight of carbon 
black; this sample is used as the con- 
trol. Then similar samples are given 
various treatments at the normally 
recommended concentrations. The 
samples are shaken thoroughly and 
uniformly for a definite interval and 
set aside for observation. 


The treatment can be considered ef- 
fective if the particles remain in sus 
pension for approximately 48 hours 
compared to only a few hours for the 
untreated sample. The treatment that 
retains the carbon black particles in a 
colloidal dispersed state for the longest 
time at minimum concentration is best 
in this function. Since the character- 
istics of the oil will determine the time 
of particle suspension, it is important 
to run a blank untreated sample and 
the same light oil in all cases. 

Samples of untreated and treated 
light distillate oil are stored in a con- 
stant-temperature oven at 210°F for 
24 to 48 hours, or until the untreated 
control sample shows discolorization 
and the development of sediment as a 
precipitate, haze or film. An effective 
additive will maintain the oil in a clear 
condition when used at normal con- 
centration. The best additive will show 
the least change in original character- 
istics at minimum concentration. 

This test may be modified by aging 
the oil for longer intervals, such as six 
weeks, at 110°F; quantitative results 
are possible by collecting and weighing 
the sediment after filtration. Tests of 
much longer storage time at normal 
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temperature can also be used. The 
same oil should be used when compar 
ing the action of one additive againg 
another. 


Such tests as these provide reliable 
means by which to check the effective. 
ness of additive treatment to inhibit 
and disperse sludge-forming particles 
The use of fueloil additives can make 
a substantial contribution to the sta 
bility of fueloils of all types. 


Additives promote more efficient 
combustion with less deposit form, 
tion, less smoke, and less wear. In ad 
dition, proper use of additives makes 
it possible to use residual oils in many 
fueloil applications where either distil. 
lates or blended oils were the only 
feasible fuels. 


fe 

Three sales representatives have 
been named by Purolator Products, 
Inc., Rahway, N. J., to handle the 
Purolator line of builk and industrial 
filters. E. C. Swift Co., 3537 Lee Rd, 
Cleveland, Ohio, will cover fifteen 
counties of northern Ohio; Rawdon 
Myers Agency, Cincinnati, Ohio, wil 
cover Kentucky, southern Ohio and 
twelve counties of Indiana; Harold A 
McCormick of Phoenix, Md., will k 
representative in the District of Co 
lumbia, Loudoun, Arlington and Fair 
fax counties of Virginia and twelve 
counties in eastern Maryland. 





When sludge-dispersing ability of different additives was compared, al 
black was added to fueloil treated with various additives. After being um 


formly shaken, three samples hold carbon particles in suspension over 


48 hours. 


March 


1957 





















soz 


S38 ps so 








d. The 
compar. 
against 


reliable 
Fective- 
inhibit 
articles, 
n make 
he sta’ 


ficient 
forma 
Ina 
; makes 
n many 
t distil: 


e only 


s have 
‘oducts, 
dle the 
dustrial 
ee Rd, 
fifteen 
awdon 
io, will 
io and 
rold A. 
will be 
of Co 


d Fair’ 


twelve 





carbon 
! g un 
hours. 








SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 





Protection 
for 
Oil Burners 
® 


Industrial 
Ovens 
7 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects 
opening of fuel valve until fan is up to speed. 
Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold, Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. FREE | 
Canadian Distributor: Ontor Laboratory, Ltd. 
12 Leswyn Road, Toronto 10, Ont. CIRCULAR} 





against 


(QOPAY sarety AIRFLOW SWITCH 











Weatherall .... 


Announces Its NEW #5 OIL BURNER 





U/L Approved 


Twin Nozzle 
Electric Ignition 
5 To 20 GPH 


MODEL XLNT-5 


Here is a gun-type burner you can sell to your 
commercial and small industrial customers. Our 
ew #5 oil burner provides them with: 

® a fueloil costing 30 to 40% less 

® 4 fueloil containing more heat units per gallon 

, adaptability for low cost #4 oil 
By eliminating complicated parts, we can now offer 
you a new gun-type #5 oil burner which will save 
you time and money on installation and service. 


BEST OF ALL you can sell Weatherall 
Competitively! 


WRITE US TODAY FOR COMPLETE INFORMATION 


WEATHERALL ENGINEERS INC. 





478 Smithfield Avenue ° Providence 4, Rhode Island 
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A magnetic sleeve, raised 
ond lowered within a none 
magnetic tube, “trips” or re- 
leases an Alnico permanent 
magnet attached to a mere | 
cury switch. Basically, this 
is Magnetrol. 


WHY you are 


SAFER 


with — 
MAGNETROL 


BOILER WATER 
LEVEL CONTROL 









A Few of MANY Reasons: 


© Operating Life Is Practically Unlimited 
A PERMANENT Alnico magnet, lo- 
cated outside the float chamber, links 
boiler water level and electrical con- 
trols. This simpler magnetic link 
eliminates mechanical parts subject 
to wear and fatigue failure. Pioneered 
and perfected by Magnetrol. 


e Customized Corrosion Control 
Floats can be fabricated from a vari- 
ety of materials to meet any “special” 
local corrosion problems. Type 304 
stainless steel floats have proven over 
the years to have the greatest all- 
around corrosion resistance, and so 
are furnished as standard. 


e “No-Scale” Float Chamber Liner 

Exclusive self-cleaning brass liner 

actually “flexes” off corrosion — pre- 

} ay scale growth and “sticking” of 
oat. 


© Up to Three Switches — 
an Exclusive Safety Feature 

Only MAGNETROL design can pro- 
vide up to three completely separate 
switch mechanisims, each operatin 
at its own level, in a STANDAR 
control. Use extra switch for “stand- 
by pump for emergency use; or 

arm BEFORE fuel cut-off; or high 
level alarm; etc. 


e Least Maintenance 

Once-a-shift blow down and once-a- 
month visual inspection of switch 
housing are only regular maintenance. 
Built SAFE, Magnetrols stay SAFE. 





We offer STANDARD Magnetrol Boiler Water Level Controls 
for service at temperatures up to 750°F., at pressures up to 
600 psi., for single stage or multi-level stage service with up 
to three separate switching actions. Special units available 
for more extreme requirements. 


MAGNETROL, Inc. 


Mail the Coupon Now 
for Full Facts 


1 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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MAGNETROL, Inc., 2104 S. Marshall Bivd., Chicago 23, Ill. 


Gentlemen: Please send me Catalog Section III and full information 
on Magnetrol Boiler Water Level Controls. 
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DISTRIBUTORS 


WANTED 


FOR THIS UNIQUE 
GAS/OIL BURNER 
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DUAL FUEL BURNER 
MAKES GREAT SAVINGS 
IN MANY SITUATIONS 


@ If your territory includes places 
where cheaper off-peak gas is available, 
you should have this burner in your 
line to take advantage of special sellin 
possibilities. Low prices on off-pea 
gas offer much lower heating costs 4 
the right kind of a burner can be obtained, 
SYNCRO/FLAME js that burner! 


GOOD PRICE... GOOD PROFIT 


@ Since this is not a universal-type 
burner, and since it must have certain 
special features, it naturally carries a 
higher price —and consequently a 
better profit for you. A number of unique 
and outstanding features make it a 
readily saleable item with high per- 
formance capacity. Many valuable terri- 
tories are still open for aggressive and 
experienced distributors. 


LITERATURE ON REQUEST 


In order to learn more about the 
features and specifications of 
SYNCRO/FLAME Dual Fvel 
Burners, we suggest you write 
immediately for our selection of 
Catalog Data Sheets. 








MANUFACTURERS OF Oil AND GAS AND OIL/GAS BURNERS 


SYNCHRONOUS FLAME, INC. 
WISCONSIN 


WALWORTH 














Feeaders’ Problems. 


Q. We read the G. W. Bohn ar- . 


ticle in the March issue of FO#OH 
and found it of great interest to us; 
the information obtained therefrom 
has been very valuable and we wish to 
thank ‘you for the same. 

We have a problem and think you 
may be able to enlighten us. 

For the past year we have been try- 

_ing to hold the temperature at the tip 
of the burner constant, i.e. on rotary 
circulating burners, at about 170°F. 
The question we have in mind is that 
previous to this time the temperature 
was being held in the neighborhood of 
140°F. to 150°F. at the tip of the 
burner. Will we save any fueloil by 
raising the temperature and holding 
it constant at the high degree? 

It is very important for us to know 
whether or not we are justified in rais- 
ing the fueloil temperature. 

R. B. O., Newark, N. J. 

A. First and in general, you are 
following a correct bent in increasing 
the temperature of the No. 6 fueloil 
flowing to the atomizing cups of your 
burners. No. 6 fueloils are becoming 
heavier and heavier, and need higher 
and higher cup-line temperatures for 
equally good atomization and equally 
high efficiencies. 

Second, to take steps to maintain 
cup-line temperatures which are con- 
stant or uniform, as well as high, is 
in the proper direction also, Uniform- 
ly high temperatures avoid, for one 
thing, poor atomization at moments 
when the oil temperature is not up to 
par and therefore atomization is poor 
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HAVE YOU 
SEEN THE | ’ 


NEW 


TODD 
SERIES "B" 
ROTARY : 
BURNER ‘ 

LINE ? . 


DEPT. 4, PRODUCTS DIVISION van 


TODD ° 


SHIPYARDS CORPORATION 
Columbia and Halleck Streets, 
Brooklyn 31, N. Y. 




























NEW! 
JACKSON & CHURC 


GAS 
SUSPENDED 
SERIES 



















DIRECT 
FIRED 
SERIES 
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WARM AIR FURNACES 


May we serve you with your furnact 
needs—your J & C distributor 







E. E. SOUTHER IRON CO. 
1952 Kienlen Avenue 
St. Louis 20, Mo. 
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SICK OF SMALL PROFITS? 


OIL HEATING PROB 
L 
A BIG PAIN? _ 








Obtain Rayfield-Staffco literature. 
R Digest thoroughly. 
See how easy if is to REDUCE heating 


costs, INCREASE profits, get 
rid of your headaches. 








The Rayfield gun type burner Write 
for #5 oil is as easy to in- ton 
stall as a domestic. Saves 2'/2 

to 5c per gallon over light Details 
oil. Sells itself! Pays for it- Today 





self out of savings. 


The Staffco rotary comes in 
ll sizes. . . burns any grade 
of fuel. High efficiency, low 
cost, long life. A rugged, 
well built burner with the ex- 
clusive patented Staffco air 
ON vanes. A flip of the wrist, 
and you can shape the flame 
to fit any size boiler. 





RAYFIELD-STAFFCO BURNER CO. 
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Preferred Anti-Syphon Valves 
Meet Every Code 


Non-Adjustable—Angle Type for convenient in- 
J pn. Heavy Bronze Construction. Approved 








2066 CANALPORT AVENUE 



























riters’ Labs., Inc. 


A-1%,” to 3”. Maximum capacity to 1000 
t., with #5 and #6 oil. 


B-¥,” and 1”. Maximum capacity to 100 
for #1 to #5 oil. 


€-%” and %”. Maximum capacity to 30 
#1 to #3 oil. 


Write for Bulletin 1619 


\EFERRED UTILITIES MFG. CORP. 


\OWAY De oki OH NEW YORK 23 N 









































ABRIEL... Builders of Fine Boilers 


-+«For MANUFACTURING, PROCESSING and 
SERVICE INDUSTRIES... 


@ SCOTCH MARINE @ TWO PASS FIREBOX @ VERTICAL 
TUBE @ TUBELESS @ HORIZONTAL RETURN TUBE. 
15-225 Ib. Pressures...tor Oil, Coal, Hog Fuel and Gas Fuels 


Write For Name of 
Nearest Distributor 


|, GABRIEL 
BOILER CO. 


1428 WLW. 14th AVENUE © PORTLAND 9, ORE, 






















REMOTE READING 


TANK GAUGES 


THE BEST GAUGE FOR: 
Commercial and Industrial Fuel Oil Tanks 
Domestic Installations with Buried Tanks 


Storage Tanks for other liquids—gasoline, 
solvents, acids, etc. 


the sound principle of the U-tube. Sim- 
ple, dependable and accurate. 


Large, easy-to-read vertical scale gives tank 
contents at a glance. Eliminates the 
cumbersome measuring stick and the 
inconvenience of climbing the tank. 


Installation is easy—gauges can be installed on tanks 
above or below ground level and up to % of a mile 
away. The tank assembly for the gauge can be in- 
stalled even when the tank contains liquid. It can 
also be fitted in the tank separately to complete the 
tank work. The gauge can be connected any time 
later. Just tighten one simple connection and the job 
is finished. 


FOR TANKS 20 INCHES TO 50 FEET DEEP. Write for Bulletin PH. 


CORPORATION 
43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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and efficiency is low. For another 
thing, certain makes and models of 
burners for No. 6 oil provide the 
proper gph firing rate only when the 
oil flowing to their cups is kept at a 
certain, uniform temperature. 
Third, you should use combustion- 
test instruments to ascertain whether 
or not you actually gain efficiency by 
increasing the temperature of the oil 
































































eliminate 
filter replacement 
costs and 


supply problem 


~Kraiss| separators 
“completely eliminate 
costly replacement of 
expendable-type filters 
—and reduce your 
critical supply prob- 
lem. No tools needed 
to restore original effi- 
ciency, within minutes 
— bronze wire-cloth 
masket is instantly and easily 
emoved for cleaning, keeping 
maintenance costs to minimum. 
Specify Kraissl separators on 
your next installation—design 
Kraiss| economy into your own 
burners . . . for any practical 
degree of separation — from 
straining to filtration. 

Complete range of sizes—from 
14" to 6"; pressures to 500 
psi. Cast-iron, bronze, steel, 
stainless-steel, aluminum, monel 
or special metals to your speci- 
fications, 


(ie KRAISSL&« 


295 Williams Ave., Hackensack, N. J. 


Bulletin A-1214 gives full data— 
write for your copy today! 
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flowing to an atomizing cup. An im- 
provement in atomization or efficiency 
shows up numerically as an increase 
in CO. with the same smoke reading, 
or as a decrease in smoke reading with 
the CO, at the same level. 


Q. Starting to plan the biggest job 
I ever bid, I need help. Two 500 hp 
boilers maintain medium-pressure 
steam 24 hours a day, 365 days a year 
(except of course for breakdown and 
maintenance and repair shutdowns). 
They are connected together by smoke 
breeching 70 ft. long, between boilers, 
that then goes on another 100 ft. to 
the one stack serving both boilers. 

If I use the swinging-gate, baro- 
metric type of draft regulator, what 
constitutes the best and most high 
quality method? To install one giant- 
size draft regulator at the base of the 
big chimney? Or to install two regu- 
lators, one at the smoke outlet of each 
boiler? 

V. F. L., Brooklyn, N. Y. 

A. Using barometric type draft 
regulation, you would install two draft 
regulators, one in the breeching of 


each boiler and close to the boiler. By 
all means, find out about sequence. 
type and similar over-fire draft regy. 
lation systems, designed particularly 
for such large industrial boiler set-ups, 
and consider seriously using such a sys 
tem for a job of this size. 

To fail to point this out to yoy 
would be unkind: The parts of your 
letter not published here prove that 
you are out of your class in planning 
and figuring this job. You have in 
stalled only a few 35 to 60 gph com. 
mercial-industrial burners up to now, 
Without detailed and intensive help 
from a man having much experience 
in the field of industrial burners fir. 
ing up to 200 or 300 gph per boiler, 
you will be heading straight for 
trouble if you succeed in getting the 
contract to replace the old burners fir 
ing these 500 hp boilers with burners 
having 1957 features, Of course, we 
have altered and scrambled your ini 
tials so that your friends in the busi- 
ness cannot identify you. We always 
do that in the READERS’ PROBLEMS de 
partment. 

(Please turn to page 141) 
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ADD THI 


WRITE TODAY 


for FREE Manual (No. 1) 
plus ‘‘Control Fundamen- 
tals’' booklet. | 





heating industries. 


(LEVE LAND CONTROLS 
* Cleveland 9, Ohio 
100 Field Engineers To Ser 
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S$ TECH MANUAL TO 


YOUR ENGINEERING DATA FILE 


Schematic diagrams and explanatory text point the woy to 
big savings in boiler plants. This is the Ist of a continuing 
series of technical guides to modern combustion engineering. 
Available from no other source, these manuals are 
as a service to the commercisl and industrial process and 
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Warm Air Heating Contractors 
of Indiana have Convention 






MEMBERS and guests of the Sheet Met- 
aj and Warm Air Heating Contrac- 
tors’ Association of Indiana met Feb- 
rary 7 and 8 in the Hotel Severin, 
Indianapolis, for the group’s 39th an- 
nual convention. 

Speakers at the two-day meeting 
were Marshall Abrams, Building Con- 
rs fir’ gress of Indiana; Donald Bruce, Radio 










rners Station WIRE; Jack Demling, assistant 
> We secretary, Sheet Metal and Air Con- 
r ini ditioning Contractors’ National Asso- 
busi- ciation; Edward Kirsch, promotion di- 
ways rector of Indiana, Belnap & Thomp- 
is de- wn, Inc., Guy Voorhees, technical sec- 


retary, National Warm Air Heating 
# Air Conditioning Association, and 
Wilbur Bull, executive director, Na- 
tional Heating and Air Conditioning 
Wholesalers, Inc., Columbus, Ohio. 

Association president Don McClos- 
key presided at the first general ses- 
son and Z. V. Hazelton, vice presi- 
dent, at the two following general ses- 
sions. Harold D. Boyd was convention 
chairman. 

In his talk “Better management 
makes better Profits,’ Bull discussed 
the Association’s program for heating 
and cooling dealer management train- 
ing which was started in 1954 and has 
since been extended to include a num- 
ber of Heating and Cooling Dealer 
Management Schools held throughout 
thiscountry and Canada. Subjects cov- 
eted by these schools are business or- 
ganization, financing, profitable opera- 
tion, proper insurance, taxes and hu- 


E man relations. 

lo 

9 M 

y Yt to “step-up” Campaign 
é % consumer, trade Education 

] 


4 “STEPPED-UP” campaign of con- 
‘sumer and trade education for 1957 is 
Planned by The Warm Air Heating 

of Northern California, San 
Francisco, Calif., in its co-operative 














ol 


effort to up-grade heating installa- 
tions in its territory. 

Of a promotion budget of $34,000 
set up for the calendar year, executive 
manager Dar Knowles said $25,000 
will be spent on the following: a new 
edition of the Institute’s booklet, 
‘House heating Secrets”; radio ad- 
vertising over a group of Northern 
California stations; a fall schedule in 
Sunset magazine, and the balance to 
be distributed to local areas for tie-in 
advertising in media of the members’ 
own selection. Knollin Advertising 


Agency of San Francisco, which han- 
dled the opening campaign last fall, 
has been re-appointed to continue its 
service. 

Funds for the educational campaign 
are provided by the Institute’s success- 
ful stamp plan, whereby the cost ‘of 
stamps purchased from the Institute 
by furnace manufacturers to be affixed 
to furnaces is passed down through 
normal channels to the ultimate buyer. 
(See page 58, February 1957 issue of 
FuELoit & Or Heat for a more com- 
plete discussion of the plan.) 
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Heat-Resisting 
Sheared to Size 


Advantages of Heat-Resisting 
Steel Combustion Chambers 


@No breakage in shipment 
or ing 


@lighter weight lowers 
freight costs 


@ Quicker heating— 
greater efficiency 


@Cleaner heat— 
better temperature control 





Save time and money by fabricating your 
oil burner combustion chambers from 
sheared-to-size Ingersoll heat-resisting 
stainless steel. 


This special steel is correct in analysis 


to withstand high temperatures . . . con- 
sistently uniform in quality .. . and has 
exceptional forming characteristics. 


Ingersoll will custom shear it to your 


specified blank sizes, or multiples thereof 
(depending on size). And Ingersoll’s 
flexible facilities are geared to handle 


large jobs or small ones with speed and 
precision. 


Write, 
wire 

or phone 
for details 


wore tt 
HOR Weenie 





Ingersoll does not fabricate combustion chambers 


in ersoll STEEL DIVISION 


Borg-Warner Corporation 
New Castle, indiana 
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nine College short Courses ability : 


Air Heating and Air Conditioning system for a larger residence; 


lect for study one of three problems _ of outside air for ventilation. 








Warm Air Assn. sponsors dependent on their experience and 


1. Determining room-by-room heat 
A SERIES of nine College Short loss of a five-room-and-bath bungalow 
Courses on heating and cooling at with expansion attic and designing 
colleges throughout the country are be- _ proper system for heating only; 

ing sponsored by the National Warm 2. Designing a heating and cooling 


Association, Cleveland, Ohio, for 3. Designing a more complex heat- 
personnel of member organizations ing and cooling system for a semi- 
concerned with designing and install- commercial building where winter heat 
ing heating and cooling equipment. loss and summer heat and humidity 

“Students” of these courses will se’ gain are increased by the introduction 





A Statement from 


Murray Walshin, President, 


SILENT-FLAME MFG. CO., INC. 


From the ashes of the destructive fire we suffered 
on January 10th, 1957, a new Silent-Flame or gant- 
zation is emerging, stronger than ever, and dedt- 
cated to providing you with better service and 
higher quality than ever before. 


We are now erecting a larger, more modern build- 
ing on our two-acre property. Meanwhile, our oil- 
burners and pumps are back in full production as 
of February Ist. 


We wish to extend our heart-felt thanks for your 
expressions of good wishes and friendly cooper- 
ation during our recent difficulties. 
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In addition to laboratory work 
there are eight lectures at each course 
for all students on specific aspects of 
engineering, differing from school to 
school to reflect regional practices and 


problems. Y 


Information on the courses can he 
obtained by writing to the chairman 
of the Warm Air Heating and Air 
Conditioning Short Course at the 
school to be attended. Registration in. 
formation is obtainable from the 
school. College Short Courses still to 
be held include: 


Mar. 11-14—Purdue University 
Lafayette, Ind. 

Mar. 25-28—Michigan State University 
East Lansing, Mich. 

Apr. 1- 4—Long Island Technical and 
Agricultural Institute 
Farmingdale, N. Y. 

Apr. 15-18—University of Omaha 





























¥( 


Omaha, Nebr. 
Apr. 23-26—Syracuse University 
Syracuse, N. Y. 
Apr. 29-May 2—University of Connecti YC 


cut, Storrs, Conn. 


New Jersey Fuel Oil Dealers 
plan 19th annual Convention 


THE 19TH ANNUAL convention of the 
Fuel Oil Distributors Association of 
New Jersey, Newark, N. J., will be 
held at the Berkeley Carteret Hotel, 
Asbury Park, N. J., May 15-17. Ac 
cording to the association, advance 
sale of space indicates participation by 
a record number of exhibitors this 


—r 
rd 


year. 
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Congratulations on his installation ™ 
New York as national chairman of 
Oil Industry Information Comme 
are given M. S. Hauser (left) by Ric 
ard Rollins, his predecessor in the post 
Hauser is director of public 7¢ : 
of the, Ohio Oil Co., Findlay, Ome 
Rollins is secretary of the Atlantic 


fining Co., Philadelphia. 



















HERE’S HOW! 
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I to 
and 
YOU INVEST... 
n be Just $4,000 and 300 square feet of warehouse space are enough 
‘ino to start a profitable increase in your business with the Char-Gale 
Aic air distribution system. immediately, with no big commitment on 
‘i your part, you’re in a position to offer your dealers the finest com- 
plete, simplified air distribution system on the market, for heating 
mn in- or cooling. 
the 
ill to 
YO U G be T inne A Char-Gale truck will bring a// the elements of THE Char-Gale 
“Gale-Aire’’ comfort air distribution system direct to your door, in 
one convenient delivery. You don’t have to be concerned about 
ity matching units from different sources, or hoping to coordinate a 





LOAD. Even after Char-Gale becomes a big part of your business, 

1 TRUCK LOAD you can keep inventories down, because Char-Gale trucks travel | 
anywhere in the country in a hurry. And you get truckload discounts 
on any combination of Char-Gale equipment. i 


met’ PYOU SELL... | 


All the material for 40 jobs, heating or cooling, is brought to you 
in your first Char-Gale truckload. This includes plenum, fittings, 


series of deliveries, because it’s all there, in ONE CONVENIENT i 
| 








ie duct and registers. Everything is designed and manufactured for | 
tion simple installation and efficient operation. And it comes to you 
of the completely packaged, for easy storage and protection against | 
tals of damage. | 
vill be : 
Hotel, ‘ | 
1 Ac Act Now, to Increase Your Business | 
Jvance and Your Profits, with Char-Gale! | 
As you can see, it’s not necessary to tie up your 

rs this 


capital in large inventories of duct, fittings and 
registers. By stocking the simplified “Gale-Aire” 
system, you and your dealers get a complete 
SEND FOR THIS NEW air distribution line for either heating or cooling, 


ENGINEERING MANUAL that’s easy to store, sell and install. 


Now, in one convenient manual, all the information 

necessary for figuring heating and cooling jobs! The 

answer to a long-felt need, this new manual will be 3 Z 

a invaluable tool for distributors, wholesalers, deal- For further information, write us, today! 
$, and architects alike. Write today, on your 

, for your free copy. 

















ACT NOW! 


Let us show you how easy if is 
to add Char-Gale to your line. 
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Service School get underway 














New Sessions of New England Providence, R. a the 22nd. Classes 
then meet once a week for ten weeks. 


The schools for servicemen, sales- 


GROUP Ul of the 12th annual oil heat men, service managers and owners of 
service school conducted by the New _ businesses have the following program: 
England Oil Heat Institute and spon- _ the first four weeks, a Minneapolis 
sored by local oil heat industry com- Honeywell course covering controls in 
mittees gets underway the week of general, their operation and the lay- 
March 18 on the following schedule: ing out of systems and zoning; the 
Springfield, Mass., the 18th; Pittsfield, fifth week, L. James DeWolfe covers 
Mass., the 19th; Hartford, Conn., the installation, service and annual clean- 


20th; Bridegport, Conn., the 21st,and —_ up procedures; the sixth week, Mitchel 



































Sell More with 


AD PROGR 
© SALES TRAINING - 


© STEADY supply 


A Sinclair Fuel Oil Distributorship is a quick way 
to boost profits. Sinclair Fuel Oil sells fast because it’s good! It’s good 
because continuous testing and improvement at Sinclair’s research 
laboratories at Harvey, Illinois, help make Sinclair Fuel Oil a 
better product. 

Sinclair Distributors get extra sales support. Strong ads are designed 
for local use. 

A special sales training program offers new profit-making ideas. 
Sinclair Distributors enjoy a steady and ample supply of products — 
thanks to Sinclair’s vast production and storage facilities. 


Build a better business for yourself. Increase your profits. Write for 
details today. Sinclair Refining Company, 600 Fifth Ave., 
New York 20, N. Y. 
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SINCLAIR’S “BIG FOUR” 





SINCLAIR FUEL OIL with ro-19° 





Landau covers trouble shooting for 
warm air heating; the seventh week, 
Sundstrand service engineer lectures 
on the servicing of Sundstrand fue 
units; the eighth week, Bill Gleeson, 
vice-president of McDonnell & Miller, 
Inc., instructs on installation and gery. 
icing of wet heat safety controls; the 
ninth and tenth weeks is a presenta- 
tion by R. W. Whitbourne, national 
director of dealer training for Delco 
Appliance Division, General Motors 
Corp., on the servicing of Delco heat- 
ing equipment and other appliances, 
such as controls and motors. 

The course is presented by the de. 
partment of education, Oil Heat In- 
stitute of New England, under the 
supervision of director Ivan C. Suther: 
land, assisted by Hollis L. Farrow. In- 
formation concerning the school may 
be obtained from Sutherland at the 
Oil Heat Institute of New England, 
839 Beacon St., Boston, Mass. 


Fuel Oil Council of Suburban 
Philadelphia elects Officers 


NEW OFFICERS, headed by Jesse E. 
Terry as president, were elected at the 
recent annual meeting of the Subur 
ban Fuel Oil Dealers’ Council, an or 
ganization of representatives of six 
fueloil dealers’ associations of Subur- 
ban Philadelphia. In addition to 
Terry, who represents the Delaware 
Valley Fuel Oil Dealers Assn., off 
cers are John H. Nagel, Jr., vice-prey 
ident, Delaware County Fuel Oil 
Dealers’ Assn.; W. P. Canby, Jr., se 
retary-treasurer, Chester County Fuel 
Oil Dealers’ Assn. Other dealer asso 
ciations in the Council are Delaware 
Valley, Main Line, Tri-County and 
the Fuel Oil Dealers’ Division of the 
Norristown Chamber of Commerce. 

The Suburban Council has been a 
sisting the Senate Committee headed 
by Senator Joseph G. O'Mahoney, 
which is investigating the increase ™ 
fueloil prices. 


Chicago Oil Burner Assn. 
has 14th annual Meeting 

THE 14TH ANNUAL meeting of the 
Chicago Oil Burner Association w% 
held January 31 in the Sheraton Ho 
tel, Chicago. The program included 
a social hour, dinner, annual reports 
and entertainment. 
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AMERICAN 
peTROLEUM 
jnSTITUTE 








Programp jriiytt 
Materials 








OPEN THIS DOOR TO 
GOOD CITIZENSHIP! 


And gain added prestige for 
yourself and your industry. 


Today, more than ever, good citizenship and good 
business go hand-in-hand ! 

Good citizens should be familiar with the prob- 
lems of their local schools. Good businessmen 
should be interested in building better community 
relations. And here’s your great opportunity —as 
an oilman—to do both at the same time! You can 
do it by introducing the oil industry’s SCHOOL 
PROGRAM into your community. 

Designed with the advice of educators to fit the 
needs of secondary schools, the SCHOOL PROGRAM 
tells the complete, up-to-date story about the oil 
industry —and the role oil plays in our American 
way of life. And because today’s students will be 
your customers tomorrow, it’s important that they 
learn the true facts about you and your business. 
Now you are going to be able to supply these facts! 


Here’s how you do it— 


Work with your local Oil Information Commit- 
tee, You will be provided with a sample package 
of booklets, charts and films for you to show to the 
Principal of the school in your town. You’ll be sur- 


eloil 












































prised at the prestige and goodwill the scHOOL 
PROGRAM will bring you and your business. 
Besides the important local contacts you make, 
teachers, students and parents will thank you for 
taking an active part in educating the youngsters 
of your community. 











So start today to make friends with your 
customers of tomorrow. Fill out this cou- 
pon now! 











I ache se a ee a a a pg jai 
American Petroleum Institute J 
| 50 W. 50th St.,New York 20,N.Y. , ; 
| I am interested in promoting the oil industry’s SCHOOL | 
| PROGRAM in my community. Please send me the address of | 
my nearest Oil Information Committee Field Office. ! 

| 
NAME 
| ADDRESS 
city STATE__ 
L =! 
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Wisconsin ou! hears Talk 
on Credit by Howard Welte 


A TALK on “Credits” and how to 
handle them was presented by 
Howard T. Welte, assistant manager, 
Credit Bureau of Milwaukee, at a re- 





cent meeting of the Oil-Heat Institute 
of Wisconsin, Inc., at Alioto’s, Mil- 
waukee. 

Following Welte’s talk, in which he 


also discussed present trends and eco- 
nomic conditions, reports were pre- 


Outgoing president of the Wisconsin 
Oil-Heat Institute, Charles E. Stoffel 
turns the gavel over to the newly 
elected president, Lavern Schaetze] 
Onlookers, |. to r., are Pirie Benson 
vice-president; Harold M. Mottram 
reappointed for his 18th year as exec. 
utive secretary, and E. H. Berger, vice. 
president. Not shown is John Weiler 
who was re-elected treasurer for the 
14th year. 


sented by chairmen of the advertising 
membership and Annual Industry 
Rally committees. 

At the February meeting, an on 
film strip was shown and the follow. 
ing welcomed as new members: John 
S. Huber, Heil Co.; Doyn Inman, In 
man Oils, Inc.; Joseph Kender, J 
Kender Oil Co., and Erwin Koenig, 
Koenig Oil Co. 


Connecticut Petroleum Assn. 
lists Convention, Show May | 


THE ANNUAL CONVENTION, trade 
show and banquet of the Connecticut 
Petroleum Association will be held 
May 1 in the Statler Hotel, Hartford 

















MODEL IT 
115,000 to 212,600 BTU 
Wondaire Oil-Fired Lo 
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THE WORLD'S FINEST HEATING 


cts are interested in the per- 
bility of their investment. They 
are interested in heating equipment which offers them 
the greatest value backed by a guarantee which offers 
everything that it should. Wondaire heating is be- 
coming a “buy word” for more and more wholesalers 
and dealers as competition begins to weed out the 
narrow margin and low performance operators. This Horizontal 
is one of the major reasons why more and more heat- Model H 
MODEL H on experts are recognizing and requesting Wondaire 
89.000 to 525.000 BTU Oil or Gas fired heat. 


Wondaire heating is quality (Please specify Model Number) 
Hi-Boy built at prices to please everyone. | er agrantremaensenst mem cmmeenamamrummner aR 0 


Today’s heating pros 
ndab 


r 





day OAR 


Write now for complete information and 
specifications on 





















MODEL OCF 8! 
60,000 to 80,000 BTO 
Wondaire Special 


Wondaire 
Horizontal 
80,000 to 525,600 BTU 


MODEL CFO 
80,000 to 525,000 BTU 
Wondaire Oil-Fired 
Counter-Flo 





COX MANUFACTURING CO. 


Ridgeville, Indiana 





unit. Model R Model OCF 
Model CFO 
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NOW-A MULTI-RANGE SNAP-AROUND VOLT-AMMETER FOR 

onty$3Q_ 35 -anp FOUR WAYS EASIER TO READ THAN New, advance-design AMPROBE“rs-1” 

ANY TEST-INSTRUMENT OF ITS KIND. Advance construction, too! Recessed range-selector knob can’t 
be moved accidentally ...Simple bayonet leads lock in at bot- 
tom for quick connecting... Impact-proof case won’t crack or 
2, SEE ONLY ONE SCALE AT A TIME. chip; non-slip ribbing keeps it firmly in your grasp... Ad- 
(4 current ranges, 2 voltage ranges—each on a scale vanced printed circuit.construction: no wires to come loose.. 
of its own when you turn the knob.) Shielded core magnetic movement ...New, improved, fitted 
3, NEW MAGNIFIED DIAL... LONGER NEEDLE SWEEP. leather carrying case hooks onto your belt. The new RS-1 is 
(Greater visibility, greater accuracy than ever before.) one of the 14 Amprobe models priced from $19.85 to $67.50. 


 etateg “FREEZES” POINTER AT READING. There’s an Amprobe for every job and every budget. Pick up 
se the RS-1 any place your hand can reach...even 

where you can’t see the scale. Needle can be locked in the one you need tomorrow. 

Place and read away from conductor. Then move it 

to where you can see it. Pointer stays locked.) 


dont guess at it: Amprobe it! 


% 
® PYRAMID INSTRUMENT CORPORATION, Lynbrook, N. Y. 


1, CHANGE THE RANGE WITH ONE HAND. 


(Range selector knob is right next to your thumb.) 
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OHILI Board suggests Change 
to limit active Membership 


A PROPOSAL to limit active member- 

ship in the Oil Heat Institute of Long 

Island, Inc., Hempstead, N. Y., to 

those engaged in the selling of fueloil 

and/or installing and servicing of oil- 

burners and oilburning appliances has « hes * 

been submitted to the membership by —C«SS kitten 

the OHILI board. Le 
As the Constitution now stands, ac- 

tive membership is open also to firms 

engaged in the manufacturing and 

selling of oilburners and oilburning ap- 

pliances. The suggested change would 








admit these firms and others engaged 3-D billboard, currently being shown in Minneapolis and St. Paul, won for the 

in fields allied to the oilheating busi- Minnesota Oil Heat Association the Independent Outdoor Advertising Associa 

PBS: : tion's December award for being most outstanding in its field. The three-dimen 

sie as members only, with- sional board, created by Mullen & Associates, Inc., which handles the associa 

out voting rights in organizational pro- gions advertising, is part of an extensive, ‘year-round advertising and public 

ceedings. relations program being conducted by the 37 major and independent Twin 
At a recent OHILI meeting in Knapp Cities firms which constitute the Association. 


Hall, Farmingdale, N. Y., an OHILI 
film strip on personnel training was 
shown. Bumper strips bearing the 
legend “Oil Heats Best” were dis- 
tributed. SPEAKER Arthur Wales of the Insti- 


“Cooling and wet Heat” Topic —_ meeting of the Massachusetts Oil 


at Massachusetts OHA Meeting Heating Association, Inc., February 12 
in the Hampton Court Hotel, Boston. 


The Institute will hold its 2nd an- tute of Boiler & Radiator Manufac- Wales stressed the feasibility of this 
nual installation dinner-dance the eve- turers, New York, discussed “Cooling form of cooling and demonstrated its 
ning of April 27. combined with wet Heat” at the 225th _ practical application. 








¢ RUN COOLER « LAST LONGER | 
e GIVE BETTER TRACTION 
e BETTER 
PERFORMANCE 








Authouized HAWKINSON TREAD Senice 


Galle stab baler tof Va Os icU-1-t On ay. Wr OF- bat-Vot- U0 alc UD ao) af-bfe pel Orolebatewt-1—) 


Minneapolis * PAUL E. HAWKINSON CO. « Minnesota 





Factor 


Set gallonage in advance—you need never leave 
the nozzle! Tokheim PRE-SET FLOW CON- 
TROL does the rest! Stays on full flow longer— 
saves pumping time. Smoothly, automatically 
reduces to secondary flow of 11 g.p.m. — within 
three seconds of full delivery. Gently cushions 
stop—eliminates shock. Saves strain on pipe- 
fittings and meter—prolongs equipment life. 
Accurately records gallonage delivered. Ticket 
Printer optional. Especially designed for tank 
trucks, bulk plants, airports, industry. See your 
Tokheim representative or write factory for 
literature and prices on this new Model 635. 


General Prodwets Division 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


WABASH AVENUE SINCE 1901 foRT WAYNE 1, INDIANA 


¥Y Branch: 1309 Howard Street, San Francisco 3, California 
+ Tokheim-Reeder of Canada, Ltd., 205 Yonge Street, Toronto, Ontario 


dloil re 


Miter 


BEV) aara¥icl 4 u(siacle 


with pre-set sol Male) aha xe) 





A Tokheim dual meter installation. The extraordinary 
flexibility of Tokheim equipment permits such instal- 
lations to be made with maximum ease. 


CHECK THESE IMPORTANT FEATURES 
OF THE NEW MODEL 635! 


@ 40 g.p.m. capacity—11 g.p.m. in last 3 seconds. 
@ Pre-set flow control determines gallonage—frees the 
operator—cushions shut-off. 


@ Standard 12” flanged inlet and outlet of meter, air 
separator and back-pressure valve. 


@ Same positive piston displacement-type measuring 
unit as in Tokheim Computer Pumps. 


@ Veeder-Root Register and Totalizer—exclusive, lever- 
type wheel settings. 


® Air separator inlet and strainer are reversible. 
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W. H. Rietz elected President 
of AMCA;; other Officers named 


ELECTED president of the Air Moving 
and Conditioning Association, Inc., 
Detroit, Mich., is W. H. Rietz, a di- 
rector of the Association and presi- 
dent of Ilg Electric Ventilating Co., 
Chicago. 

Other officers for 1957 are R. W. 
Nelson, vice-president of American 
Air Filter Co., Louisville, a vice-presi- 
dent; F. W. McKenna, chief engineer 
of Kennard Corp., St. Louis, Mo., 
vice-president; J. P. Johnson, sales 
manager of the ventilating division, 
The Swartwout Co., Cleveland, Ohio, 
secretary-treasurer. Re-appointed ex- 
ecutive vice president is L. O. Monroe. 


























Tank & Trailer Truck Group 
elects Officers for Year 


W. A. SLADEK, Butler Manufacturing 
Co., was elected president of the Na- 
tional Truck Tank and Trailer Tank 
Institute at the Institute’s annual meet- 
ing in Chicago February 11 and 12. 

Other officers who will serve with 





him are as follows: Vice-president, J. 
A. Havstad, Brown Steel Tank Co.; 
and treasurer, W. E. Kennedy, South- 
ern Tank and Manufacturing, Inc. 


All the elected officers will be on 
the executive committee as will P. V. 
Felker, Felker Bros. Manufacturing 
Co., and W. W. Dauner, Morrison 
Bros. Co. Everett Fitzjarrald, Progress 
Manufacturing Co., was elected ex- 
officio executive committee member 
and Allan R. Smith was re-named 
secretary. 


The two-day meeting included an 
all-day industrial relations forum and 
reports from various committees. 


Don Kelley named President 
of Salem, Ore., Dealers 


ELECTED president of the Salem, Ore., 
Fuel Oil Dealers Association is Don 
Kelley, Master Service Stations, Salem, 
who succeeds Verne Boon of Valley 
Fuel Co. Named secretary-treasurer is 
Tom Jaskoski, Warren Doolittle Oil 
Co., succeeding Merle Thornberg, Au- 
Burn Oil Co. 


Jake Hamon, APt, is Speaker 
at New England Assn. Dinner 


CHAIRMAN of the board of the Amer; 
can Petroleum Institute, Jake |. 
Hamon, addressed the annual dinner 
meeting of the Independent Oil Men's 
Association of New England January 
23 in Boston on economic facts of life 
in the oil industry. 


Pointing out that the recent crude 
oil price increases were the first in 
three and one-half years, Hamon said 
they were necessary because the oil 
man, whether he is a Texas producer 
or a Boston fueloil peddler, is the vic. 
tim of inflationary pressures like any 
other businessman or householder. 

“The industry will accept the re 
sponsibility for providing an abund- 
ant supply of oil, but it cannot op 
erate outside the economic tides affect- 
ing the whole economy,” Hamon said. 
“We believe that the American con 
sumer’s topmost interest is in having 
oil and gasoline. 


‘He does not want scarcity at an 
artificial or fictitious price.” 
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» «F-45 Capacities 
365 GPH to 4.50 GPH 


or forms No. H-5116 
035 for complete 
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Dependable as 
morfows Sunrise 


5.00 GPH to 10.00 GPH 









Approved by Underwriters Laboratories, Inc. 


G-6 Capacities 
@ SIMPLE TO USE 


@ PORTABLE 


Includes: 


C02 Indicator 
Draft Gage* 


G-8 Capacities 
10.00 GPH to 
20.00 GPH 











A Complete Combustion Efficiency Test 
In 30 Seconds With the NEW, Low-Cost 


DWYER 
COMBUSTION 
TEST KIT (No. 1100) 


Measure Combustion Efficiency with 
this new, low-cost DWYER Test Kit 





@ LIFETIME ACCURACY 


@ COMPLETE 
@ INEXPENSIVE 


Smoke Gage 

Slide Rule Computer 
Magneclips 

Stack Thermometer Instructions 

..Gnd all necessary accessories and fittings 





Here’s everything you need for a thorough, profes- 
sional job of combustion testing. This new DWYER 
Kit simplifies the testing of any installation . . . resl- 
dential, commercial or industrial: gas, oil or coal fired. 
You can perform a complete analysis in less than 30 
seconds... accurate to within +4% COz. 


Handy, handsome metal kit— (also available with 
COz2 Indicator alone) — is custom-fitted for all neces- 
sary parts and accessories. 


*Draft Gage...famous DWYER Inclined Manometer. 
Continuously indicating type, permanently accurate 
—choice of ranges: 0 to 4", 0 to 14’, or 0 to 1” water. 


Write for complete information 


FLW. DWYER MFG. CO. 


P.O. BOX 373-\G 


° MICHIGAN CITY, INDIANA 
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oe TO TEMPERATURE CONTROL BUYER 
CRISE CONTROLS, MADE BY ACRO MANU 


’ 
4 JOINED THE ROBERTSH AW-F UL TON FAMILY. 
A DIVISION OF ROBERTSHAW-F ULTON THUS FORMING A NEW 


LEADERSHIP TEAM IN THE HEATING CONTROL FIELD. HENCEFORTH 
CRISE CONTROLS WILL BENEFIT FROM THE POOLING OF ENGINEERING» 
RESEARCH AND MANUF ACTUR ING FACILITIES. FROM THESE EXPANDED 


RESOURCES WE CAN BETTER SERVE ALL YOUR } NEEDS FOR 
TEMPERATURE CONTROLS OF UNEQUALLED PERFORMANCE AND VALUE. 
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LS COMPANY= 
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. . « « Industry Groups 


Warm Air Association revises 


Manuals and Worksheets 


REVISION of two manuals and eight 
worksheets of the National Warm Air 
Heating and Air Conditioning Asso- 
ciation’s library has been announced. 

Manual 3 (6th edition), “Calculat- 
ing Heat Losses,” now includes usable 
information on reflective insulation 
and a number of additional types of 
construction not included in previous 
editions. 

Manual 6 (3rd edition), “Adjust- 
ing airconditioning Systems for maxi- 
mum Comfort,” has been revised to 
apply to year-round and summer air- 
conditioning systems and also winter 
airconditioning systems. For the first 
time it includes information on ad- 
justing for summer airconditioning 
Systems. 

Worksheets which have been re- 
vised to conform with the changes in 
the manuals are Forms 2, 3, 4, 6, 6A, 
9A, 41 and 46. 

The Association’s policy of making 
manual revisions regularly is intended 
to keep manuals up-to-date. 


Calendar of coming Events 


APRIL 
8-12—North Carolina Oil Jobbers Assn. 
Management Institute, Univer- 
sity of North Carolina, Chapel 
Hill. 
16-18—National Petroleum Assn., semi- 
annual meeting, Cleveland Ho- 
tel, Cleveland, O. 
24-26—Pacific Coast Oil Heat Institute 
Annual Convention, Multnomah 
Hotel, Portland, Ore. 
27—OHILI, annual installation dinner- 
dance, Engineers Club, Roslyn, 
La Ns 
MAY 
1—Connecticut Petroleum Assn. 7th 
Annual Convention and Trade 
Show, Statler Hotel, Hartford. 
Conn. 
15—17—Fuel Oil Distributors Assn. of New 
Jersey annual convention, Hotel 
Berkeley-Carteret, Asbury Park, 


ee 
16—Independent Oil Men's Assn. of 
New England semi-annual meet- 
ing, Hotel Statler, Boston. 
16—17~—-Ap1 Oil Information Committee 
meeting, Mayo Hotel, Tulsa, 
Okla. 
17-19-—Fueloil Committee, API Division of 
Marketing, Seaview, Absecon, 


20-22—-Ap1 Division of Marketing mid- 
year meeting, Haddon-Hall Ho- 
tel, Atlantic City, N. J. 

20-24—- Naticnal Fire Protection Assn. 61st 
Annual Meeting, Hotel Statler, 
Los Angeles, Calif. 

26-27—National Assn. of Oil Equipment 
Jobbers Spring directors’ meet- 
ing, The Cloister, Sea Island, 

a. 


seats State Petroleum Agen 
pring meeting, Hotel 
Boab. g Statler, 
JUNE 
2— 6—Air Pollution Control Assn. Gold. 
en Jubilee meeting, St. Loujs 
3— 7—Oil-Heat Institute of America 35th 
annual » convention, Sheraton. 
Plaza Hotel, Boston, Mass. 
10-13—National Assn. of Plumbing Con. 
tractors’ 19577 National Plumb 
ing and Heating Exposition, 
Dallas Memorial Auditorium. 
Dallas, Texas. 
13-15—-National Oil Jobbers Council mig. 
year meeting, Shoreham Hotel. 
Washington. 
SEPTEMBER 
5— 6—Api Oil Information Committee 
meeting, Broadmoor Hotel Colo. 
rado Spring, Colo. 
11—13—National Petroleum Assn. 5th an: 
nual meeting, Traymore Hotel, 
Atlantic City, N. J. 
OCTOBER 
6-10—AstM Committee D-2 meeting, 
Sheraton-Park Hotel, Washing: 
ton, D. C. 
16-20—ApI Division of Marketing, Mar 
keting Research Committee 
meeting, Camelback Inn, Phoe- 
nix, Ariz. 
20—-22—National Assn. of Oil Equipment 
Jobbers annual convention and 
trade show, Hotel | Peabody, 
Memphis, Tenn. 
NOVEMBER 
11-14—-Api 37th annual meeting, Conrad 
Hilton Hotel & Palmer House, 
Chicago. 








the Ideal Unit 
for every job... 


LARGE orSMALL 










INSTALL ON TANK purities. 


ventory problems. 


PUMP OR BURNER LUVERNE, 
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Here's the one filter unit that satisfies both cus- 
tomer and dealer requirements. Designed by 
heating engineers to prevent clogging of burner 
nozzles and provide trouble-free service of oil 
heating systems. Continuous, complete filtration 
traps all dust, dirt, sludge, rust and other im- 


w. One model with 90 g.p.h. capacity handles most 
filtering jobs. Only one unit to stock—solves in- 


Simple to install with minimum of fittings. Easy 
to service with replaceable Federal C-77 cart- 
ridge which fits all leading filters. Low initial 
cost makes it easy to sell. 


Mention Federal Filter on every call to give your 
customers trouble-free heat for less money. Con- 
tact your distributor or write to Dept. O-2. 


NORWOOD PRODUCTS CO. 


(DIVISION OF A. R. WOOD MF’G. CO.) 


MINNESOTA 





gallons 








finest heating installation. Because Galomgage measures 10 
. 4. has large, easy-to-read numbers... . 
4-inch head clearance . . . comes fully assembled . . . is approved 
by Underwriters’ Laboratory. 


When ordering specify depth of tank and size of opening. 


APPLIED MECHANICS COMPANY 


381 CONGRESS STREET, BOSTON, MASSACHUSETTS 





CROWN 


your 
Installation 
with 


GALONGAGE! 


Outstanding in its field, 
Galongage design, con- 
struction and appeat- 
ance does credit to the 
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nittee ‘ 
Phoe- The quality of hose today makes 
re-attachable couplings an im- | 
a practical investment. By the time 
body, hose needs replacing, you find 
couplings usually damaged, too. 
onrad The hidden expenses incurred in 


louse, a eae . . 
oe re-conditioning couplings —time, 


paper work, packing, shipping — 
make re-attachable couplings 
more costly to use than perma- 
nently attached couplings. 


Machine attachment by skilled 
men assures perfect fit with no 
damage to hose, when you specify 
permanently attached couplings. 


Machine attachment is fast, eco- 
nomical, leak-proof, providing 
full-flow diameter inside coupling. 
Flexing won’t weaken the grip of 
a permanently attached coupling. 
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on- 
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1S the NaMeE in permanently attached hose couplings. 


a 
Sco V ill Write for Bulletin No. 520-H for complete specifications on 
fuel oil hose couplings. 


Scovill Manufacturing Co., Merchandise Division, 99 Mill St., Waterbury 20, Conn. 
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New Products 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 122 to FuELoM & OIL 
HEAT, 2 West 45 St., New York 36, N. Y., and iden- 


tify the product by circling its number on the coupon. 


Rochester Filtone oil tank Signal 
offered in combination with Gauge 


TANK FILL SIGNAL has been announced by Rochester as a 
companion product of the Rochester universal oil tank 
gauge for fueloil tanks. The new prod- 
uct, the Rochester Filtone oil tank 
signal, makes a whistle sound, starting 
when fuel begins to enter the tank and 
ceasing when the tank is full. It is 
usable at all rates of fill from 15 to 
60 gpm without “dead spots.” Filtone 
signals and Rochester gauges are sold 
separately or in a package combina- 
tion. 

The unit is designed with two 
flanged parts which are bolted together 
and thereby eliminate the need of ex- 
tra unions or compression type couplings. The upper mem- 
ber carrying the vent pipe is a heavy steel stamping with 
a tensile strength 1/3 greater than malleable iron. Both the 
Filtone and the Universal Gauge are listed as standard by 
Underwriters’ Laboratories. 

Made by: Rochester Manufacturing Co., 100 Rock- 
wood St., Rochester, N. Y. 


Circle El on coupon, page 122 


Built-in Range-Selector of Pyramid's 
RS-| Amprobe speeds accurate Reading 


A SNAP-AROUND type volt-ammeter, the Rs-1 Amprobe has 
a built-in, recessed range-selector which permits selection 
of any one of 4 ampere and 2 voltage ranges 
by a flick of the thumb. Since only one current 
or voltage scale is visible at any time, speed of 
reading is increased and chance of error mini- 
mized. 

Other features of the new instrument: a 





‘100 











magnifying-glass covered dial; longer needle sweep; point 
er-lock to lock needle in place when taking a reading jp , 
difficult location; simple bayonet voltage leads that lock-in 
at bottom for quick connecting; impact-proof case with 
non-slip pistol-grip; printed circuit construction, apd 
shielded core magnet movement. The Rs-1 Amprobe js 
equipped with a fitted leather case that can be hooked op 
the belt. 

Made by: Pyramid Instrument Corp., Lynbrook, N. ¥. 


Circle E2 on coupon, page !22 


Bryant introduces its first oilfired 
Boiler in two Models, various Sizes 


BRYANT'S first oilfired boiler has been introduced in two 
models: 271 for forced hot water systems in sizes of 89,000, 
105,000 and 131,000 Btu/hr and model 272 
for both hot water and steam systems in 11 
sizes ranging from 100,000 to 1,000,000 Btu 
gross output. 

Model 271 is a compact unit with even 
the largest size standing just over four feet 
high and occupying less than six square feet 
of floor space. It is completely factory-as- 
sembled and wired and is shipped as a single 
unit, ready for installation and requiring 
only service connections. 

Model 272 is shipped with a completely insulated and 
jacketed boiler, oilburner, draft regulator, combustion 
chamber, primary control, thermostat and limit control. It 
is hydrostatically tested at 200 psi and 5/16” steel is used 
in critical areas. 

Both boiler models meet ASME requirements, have Bryant 
oil burners listed by Underwriters’ Laboratories and are 
of heavy gauge steel construction. Slanted fire tubes pro 
vide uniform over-fire draft for efficient combustion and 
terminate close to the smoke hood providing easy access 
for cleaning. Available as optional equipment for either 
model is a water heating coil. 

Made by: Bryant Manufacturing Co., Indianapolis, Ind. 





Circle E3 on coupon, page 122 


Coleman "'Polar-Pak"' is versatile 
Conditioner with twin Compressors 


A SELF-CONTAINED, two-stage waterless airconditioner by 
Coleman is designed for attic, crawlspace, basement of 
roof installation. Both the 2 ‘psi 

and 3Y-hp models have twin 
compressors for two- stage 
cooling. A four-position se- 
lector switch enables the sys 
tem to operate on one com- 





pressor with the second cycling on the thermostat. Both 
compressors can be operated on hot days or when the cool 
ing load is exceptionally heavy. 

The unit may be tied into an existing forced aif heat 
distribution system or installed independently with aif dis 
tribution accomplished through a duct system. No refrig 


March 
1957 














d and 
uustion 
rol. It 
s used 


3ryant 
nd are 
3 pro 
n and 
access 
either 


s, Ind. 


ner by 
ent or 





ir heat 
air dix 
refrig’ 








“Get the 
cost down 


or lose 
the job!” 


How Taco Super Venturi 
saved big remodeling job 


The original plan submitted by Public Coal 
and Oil Co., Pawtucket, R. I. heating 
contractor, almost lost them the remodeling 
of a three-story apartment building. The cost 
had to be lowered. Here’s how it was done: 


Original Plan> 


The contractor called in the Taco sales 
engineer. Working together they found that 
one Taco Super Venturi Fitting, with its 
higher capacity, could handle 3 radiators in 
the same chase. This eliminated running 
separate risers to all 3 floors and resulted ina 
substantial saving in labor and better than 
50% savings in copper tubing and one pipe 
fittings! The contractor submitted the Taco 


plan and got the job. 
Taco Plan> 


Taco engineering know-how and proven 
products can do the same for you on old or new 
jobs. Complete Product Technical Data 
Sheets upon request. 


TACO HEATERS 
INCORPORATED 


BETTER HEATING A vere WITH TACO 


't60 CRANSTON. STREET 





CRANSTON 9, RHODE ISLAND 
ACO T- /~ TAR i), oe gy 
| Wf. Dc i a 
CONTROLL' | j \ : (f ag ON 4 ya 
Ronuers~— ot SAY =} 
CIRCULATOR © 170 PUMP © MP PUMP © FLOCHEK ¢ AIR-SCOOP 





Corporate Office: 342 Madison Ave., New York 17, N. Y. 
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ONE PIPE 
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© TEMPERING VALVE * HEAT EXCHANGER 
in Canada: Taco Heaters of Canada, Ltd., 4 Gilead Place, Toronto 2 

























. New Products 


eration piping or plumbing connections are necessary. The 
2-hp “Polar-Pak” is 46” long, 30” wide, 21” high and has 
a capacity of 23,800 Btu/hr. The 3!/2-hp model is 50!/” 
x 34” x 21” and has a capacity of 36,300 Btu/hr. Both 
units operate on 220 volt, single phase, 60 cycle electrical 
supply. Cabinets are water-proofed to permit outside lo- 
cation. 
Made by: The Coleman Co., Inc., Wichita 1, Kans. 
Circle E4 on coupon, page 122 


Auer ''Fanaire"’ perimeter sidewall 
Diffuser heats entire wall Surface 


A SIDEWALL type perimeter diffuser, the Auer “Fanaire,” 
is designed for fan-shaped air delivery to blanket entire 
walls with a curtain of warm air. ve 

For use in heating or combination 
heating-cooling systems, the Fanaire 
can be installed close to floor level pro- | we 
viding an upward floor-to-ceiling fan- shaped : air pattern, 
or up-side-down near the ceiling providing a ceiling-to-floor 
coverage. It is also readily adaptable for use as a ceiling 








outlet. 

The unit is available in standard 10” x 6”, and 12” x 6” 
sizes permitting easy changeover from existing units, and 
in models for baseboard mounting. A built-in damper pro- 
vides control for system balancing. 

Made by: Auer Register Co., 6600 Clement Ave., Cleve- 
land 5, Ohio. 


Circle E5 on coupon, page 122 


Weksler portable Thermometers 
record temperature test Results 


DESIGNED for recording and maintaining accurate tempera- 
ture test records, the Weksler Portable Recording Ther- 
mometer, either mercury or vapor ac- 
tuated, is supplied with 8”, 10” or 12” 
chart and with carrying handle and 
stand legs for easy carriage. 

The unit is available with self-con- 
tained bulb for air temperatures, or 
with 5 ft. of interlocked spiral armor, 
and plain, union or separable socket 
connection bulb for use in air, steam 
or liquids. Hand-wound or electric motor chart drive with 
four-hour to 31-day revolution can be furnished. 


Made by: Weksler Thermometer Corp., Freeport, N. Y. 
Circle E6 on coupon, page 122 





Carrier's '57 room Airconditioners 
include versatile new Weathermaker 


A VERSATILE new Console Weathermaker is featured in 
the 1957 line of Carrier room airconditioners which also 
includes three separate groups of models for in-the-win- 
dow installation. 

The Carrier Console can be built into a wall, or sus- 
pended from a window sill extending only six inches 
upward into the glass area, permitting the window to be 
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closed behind it when not in use. One of its most widely 
used applications will be as a year-round airconditioner 
in homes, offices, motels equipped with hot water or steam 
heat. The unit is designed for easy inclusion of a heating 
coil replacing a radiator and connection to the same steam 
or hot water piping. 

The Console measures 12-11/16” from front to back 
The outside air duct requires an opening through the wall 
or window of 5Vy” high and 247%” long. Switch, thermo 
stat and air damper controls are located on top of the 
unit. The two-speed fan is manually controlled. The unit 
can also be set up to exhaust air from the room. It is 
available in 3% and 1 hp sizes. 

The window models include the competitively priced 
Starline in 3%, 1 and 14 hp sizes; the deluxe Crestline 
in the same sizes, and the Super Crestline featuring a new 
34, and 1 hp cooling design which reduces electrical re- 
quirements while producing full rated capacity. 

Made by: Carrier Corp., Syracuse 1, N. Y. 


Circle E7 on coupon, page 122 


Low Cost, fibre Duct for warm air 
Heating marketed by International 


SAVINGS in costs of up to 50% and of assembly time of 
80% are promised with International Fibre Duct, designed 
for installation in concrete slab floors. 
The duct is made of tightly wound 4 
layers of fibre, laminated with water- 
proof glue. The interior lining is alu- 
minum foil and the outer layer is im- 
pregnated with asphalt. The ends of 
each tube are paraffin dipped. 

Although much lighter than metal 
or masonry, the duct is capable of sup- 
porting more than 200 lbs. per lineal 
foot. It can be cut to size with a handsaw. Assembly can 
be made with standard galvanized joints and fittings. 

Made by: International Oil Burner Co., Fibre Duct Di 
vision, 3800 Park Ave., St. Louis 10, Mo. 


Circle E8 on coupon, page 122 





Kent introduces new Models 55 and 65 
of ''Turbo-Vac" vacuum cleaner Line 


TWO NEW MODELS of the Kent “Turbo-Vac” line of itv 
dustrial cleaners are now being marketed. Model 55 # 
basically the same as the first 
model announced, Model 45, 
except that it has a tricycle 
mounting—two large wheels 
and a ball-bearing swivel cas- 
ter. Like the first model, it is 
equipped with a removable 
head housing a 1-hp by-pass 
motor protected against dust, dirt and water. The remo 
able head combined with the Kent “drum-seal” caf be 
used for boiler cleaning operations. 


New Model 65, equipped with a similar motor, has @ 
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It TF gives exact reading level 

of oil in tank 
at pont of delivery/ 
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Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 

- . time consuming trips to basement and 

signed unnecessary unreeling of hose .. . Per- 


mits delivery without disturbing cus- 
tomer and eliminates spills as there 
isa “stop filling” indicator on cali- 
bration. Made of weather-proof 
materials throughout with thermom- 
ter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order, 
Write for complete information and low 
(ost unit prices on this modern “delivery 













































ly can point” remote reading gauge today. 
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igs. TYPE ODF-1'/ Fits 
ict Di “a 1%,” tank opening 
TYPE ODF-2 Fits 2” 
tank opening. 
TELLS WHEN OIL ante 
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of ; eed © Weather-tight plastic dome 
| 55 18 calibration assembly. 
@ Easy-to-read indicator. 

see WHEN TO @ Shows exact reading level 
at all times. 

STOP FILLING @ Made of quality oil, 
weather ond corrosive 
resistant materials. 

@ Durable, heavy-duty 
construction. 
@ No complicated mechanism. 
@ Simple and quick to install. 
& @ Lowest cost remote reading 
gauge on market. 
On guard—24 hours a day 
remov’ 
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(NEW RaviaANT 
direct oil fired j 
WATER HEATERS... // 


GLASS-LINED. 
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FOR HOTTER WATER— 
CLEANER, FASTER! 
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FOR MAXIMUM EFFICIENCY — 
LONGER LIFE! 













STYLED FOR STREAMLINED GOOD LOOKS! 
You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 

blend with the decor of modern kitchens and recreation rooms. 













LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


















Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
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Gasaver and 
Oilsaver Furnaces 
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DeLuxe Gas 
& Oil Furnaces 
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Super Gas, 
Oil & Coal Furnaces 
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Special Gas 
& Oil Furnaces 


Wethermatic 
Airefrigeration 
Waterless Cooling Units 
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Se ARR 


New Designs 
New Models 
New Colors 


Blue-Gray Metalescent Finish 


As Advertised in Leading Magazines 


eloil 


Two-tone Hammer 
Finish Green 


Gleaming White Enamel 


THE WILLIAMSON COMPANY 
3312-B-3 Madison Rd. Cincinnati 9, Ohio 
Gentlemen: 
Please send me information on the following: 
C) Heating Equipment 0) Cooling Equipment 
0 Duct, Pipe and Fittings 
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a \ ane that is also an 


installation 
time saver 


venko *:. 


PACKAGED UNIT 


iP 4 BY 
feowern 


COMPLETELY EQUIPPED FOR 
FAST INSTALLATIONS 


@ PLENTY OF HEAT AND HOT WATER 

@ FUEL-SAVER— economical to operate 

@ FULLY WIRED AND ASSEMBLED READY TO 
INSTALL IMMEDIATELY 

@ FITS THROUGH A 30-INCH DOOR 
in easy one-man handling crate 

@ BUILT TO FIT THE MODERN HOME 


HEALTHY HOT 


QUICK AS 
WATER HEAT 10 AND 


nationally advertised gooneve 


WATERFILM BOILERS, INC. 


a division of L. O. Koven & Bro., Inc 


154 OGDEN AVE., JERSEY CITY 7, N. J. 
PLANTS: JERSEY CITY. N. J. * DOVER, N. J. * TRENTON, N. J. 











. - « New Products 





bigger-capacity tank—1-1/3 bushels or 9 gals. It is mounted 
on four ball-bearing swivel casters which give free-wheg} 
ing operation. Tanks of all models are of heavy Gauge 
steel, plastisol-lined to prevent rusting. 


Made by: Kent Co., Rome, N. Y. 
Circle E9 on coupon, page 122 


Complete Line of Cash-Acme ASME 
relief Valves available in three Types 


THE LINE of Cash-Acme safety relief valves for hot water 
boilers, heaters and storage tanks has been expanded to a 
full line of sizes from 34” to 2” inclusive, with 
ASME-listed relief capacities from 365,000 
through 14,400,000 Btu/hr and pressure relief 
range from 30 to 150 lbs. 

The valves have cast bronze rustproof bodies, 
heat resisting silicone seat discs, accurate-setting stainless 
steel springs; high-lift design and large passageways to give 
high Btu discharge capacity ratings. 

They are available in three types: F-52 with female inlet 
and outlet for screwed connection; F-52M with male inlet 
and female outlet; F-52T (not ASME listed) with side 
mounted temperature protective fusible plug. 


Made by: A. W. Cash Valve Mfg. Corp., 666 E. 
Wabash Ave., Decatur, IIl. 
Circle E10 on coupon, page 122 





Rectorseal No. 5 for pipe Connections 
slow-drying, soft-setting Compound 


A SLOW-DRYING, soft-setting thread sealing compound, Ree 
torseal No. 5, is suggested for assembly line connection 
work since it will not dry in the open can. It will not 
harden with age under recommended service conditions, 
and its plastic elasticity allows joints to be broken easily 
at any time without damage to threads. 

Rectorseal No. 5 contains no lead or other metals, i 
available in 4%, Y2 and 1-pint brush top cans and |-quatt 
friction top cans, suitable for piping carrying air, steam, 
fueloil, freons, among other materials. 

Made by: Rectorseal Division, Rector Well Equipment 


Co., Houston, Texas. 


Circle El! on coupon, page 122 


New Hilti drive tool, "JD," 
developed for flush Mountings 


A SINGLE UNIT DRIVE TOOL, the Hilti “yp,” has been de’ 
veloped to handle a new series of Hilti internal threaded 
studs made for flush mountings. The 
7D” works on the same hand-powered 
principle as other Hilti drive tools and 
is useful for fastening small clips, 
channels and straps, for power control 
systems and sheet metal work. 

Made by: Hilti Rapid Fastening Systems, Inc., 53 Von 
Dam St., New York 13, N. TY. 

Circle E12 on coupon, page |22 
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New! SAVES LABOR AND FITTINGS 
@ IN HOT WATER INSTALLATION 


DIVERTER PACKING 








BRONZE OR 
CAST IRON 






TWO SIZES 
1x 1” x 1%4" 
1%" x 1%" x 1%" 
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d, Re OF TEN FITTINGS 

nection 

yill not 

ro Wht: BALANCER 

1 easily 

i Here’s the greatest laborsaving fitting yet developed . . . the 

i Thrush Twin-L Balancer does a better job . . . and ONE compact 

“_ % unit replaces TEN valves and fittings needed the old way. 

splat Sites on the loft chews the Balancing branch mains is simpler and there is less flow restric- 
val method of joining branch tion. The whole job works better. . . and you save time, material and 
mains. Illustration at right shows . i 
how Twin. Balancer joins them labor. Also ideal as a bypass valve on zoned radiant panel systems. 


with one simple unit. 





Ask your wholesaler about it today or 
mail the coupon for bulletin and prices. 


H. A. THRUSH & CO., PERU, INDIANA 








H. A. THRUSH & COMPANY, Dept. C-3, Peru, Indiana 


Please tell us more about Thrush Twin-L Balancer to simplify hot water heating installation. 
Send bulletin and prices. Also send Condensed Catalog. 


























NAME 
ADDRESS 
Complete Thrush Flow Control 
System, Twink Balancer unites CITY STATE 





Mains and makes balancing 
and easy. 
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Get Set: It's Central Cooling Time! 


Give oilheating-fueloil dealers the full story on your airconditioning equipment in April! Last 





year, 42% of our dealer readers sold some form of airconditioning, and 29% sold central cooling. 
This percentage is growing steadily. Oilheating-fueloil dealers have a hand-picked list—their 
own customers, whose confidence they enjoy. Last year, these dealers made an average of 2 
service calls and 8 fueloil deliveries on the country’s 8% million homeowners who heat with 
oil. 26% of their airconditioning jobs went along with a complete heating-cooling installation, 


leaving 74% which were comfort cooling sales only. 


How Much Space Mole 






AT |. 
FUELOIL & OIL HE : 
2 West 45th St., New York 36,N.Y. © (MUrray Hill 2-4786) Mic 
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ilheating Opportunities 


Hard Selling and Vigorous Advertising NOW 
(an Make this Spring Your Biggest Ever! 





APRIL is the month during which oilheating manufacturers secure an average of 12% of 
their year’s new dealer accounts, and make 612% of their year’s factory shipments. During 


April, oilheating-fueloil dealers secure 82% of their year’s service income; sell and install 6% 





of their oilheating jobs; and deliver about 712% of their year’s fueloil. 


In APRIL, dealers can begin concentrating on the profitable work of replacing “exhausted” 
heating plants that have been nursed along through the coldest months. It is also the month 
Pm during which ground breakings for new home starts rise sharply. Oilheating-fueloil dealers, 
who sell and install 85% of the oilheating equipment used in new homes, will be stepping-up 


their new home heating sales activities in April. 


Through Fuetom & Oi Hear you can reach the dealers who sell 89% of all oilfired heating 
equipment, do 91'% of all oilheating service work, and sell 90% of the country’s fueloil. In ad- 
dition, your Fuetom & Om Heat advertising is read by the jobbers who sell 78% of the oilheat- 


ing parts, accessories and materials; and by 99.9% of all oilheating equipment manufacturers 


April Advertising Forms Open Until March 11th 


MoWe Reserve for YOU? 


Eastern Representative: Dick Raymond 

Midwest: 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 2-9548) 
Michigan-Ohio: Jim Becker, 137 So. St., Chelsea, Michigan (GReenwood 9-7641) 
Pacific Coast: Don Harway, 1709 W. 8th St., Los Angeles 17, Calif. (DUnkirk 2-8576) 
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. New Products 


York-Shipley heat-circulating System 
keeps No. 6 Fueloil free-flowing 


TO ASSURE that there will be no freezing in the pipe or 
clogging and gumming of the burner nozzle during a pro- 
longed burner shutdown, 
York-Shipley has a heating: 
circulating system especially 
for No. 6 fueloil designed to 
do three things: 





1. Keeps the oil in con- 
tinuous circulation. The pump works even when burner 
flame has been shut off or modulated to low firing. Oil not 
wanted at the burner is diverted automatically to a spe- 
cial chamber and returned to the heated storage tank to 
be warmed for recirculation. 

2. Compensates for variable viscosity. 

3. Heats burner nozzle through low-voltage current sup- 
plied to an induction coil wrapped around the burner 
nozzle. This prevents oil within nozzle from freezing after 
burner shut-down. 

Made by: York-Shipley, Inc., York, Pa. 


Circle E13 on coupon, page 122 


Rockwell automatic control System 
speeds industrial liquid Metering 


A SAFER, speedier control system for petroleum and indus- 
trial liquid metering introduced by Rockwell eae for 
automatic switch control of all pumps 
and quantity control valves right at 
the meter. Upon completion of a pre’ 
determined liquid delivery, a switch 
is automatically thrown, opening an 
electrical circuit and cutting off simul- 
taneously all liquid flow at the meter 
and all pumping action. 

The system includes a new acces- 
sory control switch, a predetermining 
register and latch box and quantity control valve—all in- 
stalled at the meter. Where repeated deliveries of a fixed 
amount of liquid are required, a special factory-set pre- 
determining register is available. 

Made by: Meter and Valve Division, Rockwell Mfg. 
Co., Pittsburgh, Pa. 


Circle E14 on coupon, page |22 





McGillis Stone-base oil tank Liner 
improved with Addition of air-Sealant 


MCGILLIS STONE-BASE oil tank liner has been improved 
with the addition of an air-sealant, which makes unneces- 
sary the drilling and air-sealing of tank bottom ruptures. 
Also, the oil-spreader used with the stone liner now is 
available with a 1/7” long straight male thread, a lock-nut 
and packing. Cutting and removing the fill riser, permits 
the oil-spreader to be screwed all the way into the tank 
tapping. New filler riser then screws into the elbow above 
the tank, the oil-spreader is backed out of the tank onto 


110 








the riser, packing inserted around the thread entering the 
tank and the lock-nut tightened down. 

Not only do these changes reduce the labor cost to ap 
average of one man hour, but they minimize the elemen: 
of human error. 

Distributed by: L. James DeWolfe, 73 Prescott St, 
Reading, Mass. 





Circle E15 on coupon, page 122 


Majestic Co. includes versatile 
electric heat Pump in 1957 Line 


DEVELOPED for basement, slab, crawl-space or tri-leve! ap- 
plications is a versatile new heat pump included by Ma- 
jestic Co. in its 1957 
line. Two sizes are 
being manufac- 
tured: a 36,000 Btu 
cooling unit with 
75,000 Btu heating 
unit, and a 60,000 
Btu cooling unit 
with 105,000 Btu 
heating unit. 

The same electric 
unit delivers a win- 
ter supply of heat 
and automatically 
changes into a summer airconditioner of the remote type 
with operating parts located out-of-doors. The complete | 
indoor unit is 21” x 24” x 48” high and includes a blower | 
for forced air distribution. 

When temperatures drop to extreme lows, supplemental 
electric heat comes into operation for balanced contrdl. MV 
The taller unit pictured is the inside unit; the other unit 


sce fk | 





including compressor, condenser blower and other equip’ 
ment can be remotely located outdoors. fi 
Made by: The Majestic Co., Heating and Air Condv k 
tioning Division, Huntington, Ind. I 
¢ 
Circle E16 on coupon, page 122 
Spartan Baseboard has floating Coil, 
cam-lock Front and universal Damper 7 


FEATURES of a new Spartan baseboard include a “float 
ing” coil supported by vinyl grommets to eliminate noise 
when coils expand or con 
tract, a universal damper 
that holds to any desired 
position between full open 
and full closed and an exclu- 
sive cam-lock which permits removal or replacement of 
the front by a flip of a lever. 


4 





=a 





The baseboard is designed to be free of dirt catching | he 
corners and is supported by a bracket strong enough to | oh 
bear the weight of a child. | it 

Made by: Spartan Convector Co., Inc., 52-55 74th St Bee 
Maspeth 78, N. Y. | pe 

Circle E17 on coupon, page !22 A... 
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DRAFT 
PROBLEMS 


maT : a 
% 7 ' WALKER 
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ALERTED 


| DRAFT CONTROL PRODUCTS 





SHUR-FLO 
draft inducer to 








correct for lack 
ofnatural draft. 





Automatic Draft Controls 


When it comes time to recommend, specify, buy or install 
draft control equipment for small space heaters or your big- 
gest commercial installation, look first to Walker, world’s 
largest factory devoted exclusively to the manufacture of 
automatic draft controls. Over 25,000,000 now sold for coal, 
oil, and gas prove Walker Controls are the best you can buy 
for quality, dependability, and fuel-saving performance. 








Walker Royal 
Type 348 Purple Model 


93:3 A Complete Line of Draft Control Products 


Walker Draft Controls, available in 3” to 48” sizes, help 
keep chimneys dry, stop pulsation and smoking, eliminate 
soot and odors; give trouble-free performance even under 
most adverse conditions. Walker Controls are made with 
perfect balance. Knife-edge bearings are incorporated into 
the inner side of sturdy frame. Underwriter Approved. 


BBG DOUBLE SWING CONTROL 

Walker's BBG Double Swing Control regu- 
lates updraft, dissipates downdraft in gas- 
fired equipment. Unique relief bar arrange- 
ment for flawless performance. Stainless steel 
knife-edge bearings. Corrosion resistant. 
Long, heavy gauge collar holds the draft 
control safely out of the flue gas stream. 


WALKER 


VENTURI-TOP CHIMNEY TOP 


For heating (gas, oil, or coal) and ventilat- 
ing. Directional vane keeps throat facing 
wind. Sloping-throat prevents back drafts, 
intensifies air flow over chimney opening for 
maximum draft effectiveness. Unit rotates on 
friction-free, hardened-steel ball bearing. 


WALKER | 30 Years of Draft Control Experience! 


WALKER MFG. & SALES CORP. 


1750 Penn Street, St. Joseph, Mo. 
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MAIL COUPON FOR COMPLETE DETAILS TODAY! 
j WALKER MFG. & SALES CORP., 1750 Penn Street, St. Joseph, Mo. 


Please rush me information on the Walker items checked. 

1 o1 omatic Draft Regulators for small installations 
ve draft regulators for schools, buildings, plants 

| 4 Walker SHUR-FLO Draft Inducer 

| Purple Draft Controls for Home Heating 

l tnturi Top Chimney Cap 

| 
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The Bethlehem DYNATHERM is truly the most efficient auto- 
matic heating plant on the market. It actually exceeds customers’ 
expectations because it gives them more for their money in fuel 
economy, convenience and comfort than they have ever known 
before, regardless of what heating system was used. 


Fuel savings of more than 40% are common... one reason 
why the Bethlehem DYNATHERM pays for itself in 5 years! Then 
too, it comes completely assembled and tested at the factory, 
thereby reducing installation cost, and assuring dependable, un- 
interrupted service. 


Exclusive Selling Features include: The Whirling Flame—secret 
of its amazing performance! Welded steel construction for perma- 
nencel Thoroughly insulated—assuring minimum radiation and 
heat loss throughout the entire year! All the domestic hot water 
you need—the year 'round—at the lowest possible cost! Beauti- 
fully finished duotone baked enamel cabinet! Backed by a 100- 
year-old firm! 


If you've been losing sales ... why not get 
started selling this outstanding Package Unit 
with many exclusive features ... that offers 
everything your customers have been looking 
for in Heclthful Heating! Wire or write im- 
mediately for full information! 


BETHLEHEM FOUNDRY 
& MACHINE COMPANY 


BETHLEHEM, PENNSYLVANIA, U.S.A. 





















Examine any feature, and the 
thing that makes Nu-Way oil 
burners really different is balance! 
Start right with Nu-Way’s 
balanced line . . . its wide selection 
of burners adaptable to the needs 
of the heating industry. 


Check Nu-Way’s balanced flame 
shape, with air handling parts that 
adjust to every kind of fire box. 
Balanced air-oil mix for clean, 
efficient combustion. Nu-Way’s 
balanced motor and fan rotor, to 
assure quiet operation, long life. 
Yes, balance makes the difference. 


[TE Way 


CORPORATION 
ROCK ISLAND, ILLINOIS 
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. . « « New Products 





Asco heavy fueloil solenoid Valve 
gives tight Shutoff at all Pressures 







A HIGH pressure, heavy fueloil, pilot-operated solenoid 
valve, the Asco HV 44-816, is used to control automatically 
the flow of heavy fuels to large industrial type 
rotary and high pressure atomizing burners. 

The packless, two-way bronze-body valve 
has a full 34” port and a pressure range of 15 
to 300 psi. It handles heavy fuels up to 200° 
F. The valve is “normally closed” and features 
tight shutoff of oil at all pressures; positive 
opening and closing under difficult operating conditions: 
built-in strainer to protect valve port from clogging. 

A cap at the bottom of the valve body can be removed 
to inspect and clean the disc assembly without dissassembl- 
ing valve or removing the valve body from the pipe line. 
Full area 34” ports and pipe connections allow maximum 
flow capacity at very low pressure drop. 
























All operating parts are made of non-corroding stainless 
steel, brass, synthetic rubber or silicon steel. Continuous 
duty class “H” insulated, high temperature coils, rated 31 
watts A-C are enclosed in NEMA 1 pressed steel housings. 1 

Made by: Automatic Switch Co., 391 Lakeside Ave., = 
Orange, N. J. | 

Circle E18 on coupon, page 122 






















Brodie Quantrols now available 
for all Brodie BiRotor Meters 


WITH ADDITION of 6” and 8” sizes, Brodie Quantrols are 
available for the full range of Brodie BiRotor meters from 
2” to 8” with capacities from 100 to 
1,300 gpm and working pressures up 
to 150 psi. The automatic measured 
quantity control meters provide shock- 
free shut-off to prevent damage to 
pumps, piping and other line equip- 
ment. Brodie Quantrol counters actu- 
ate the closing at any desired pre-set ' 
gallonage. 

Small sizes up to 4” are furnished in cast-iron but can 
be supplied in steel. Larger sizes of 6” and 8” are furnished 
in steel only. Brodie also furnishes a Quantrol valve kit 
for converting existing Bi-Rotor meters to automatic qual’ 
tity control. 

Made by: Ralph N. Brodie Co., San Leandro, Calif. 


Circle E19 on coupon, page 122 








Econo 6-Way Flow Valve can be used 
as straight-through or angle Valve 


VERSATILE Econo 6-Way flow valve may be installed hor 
zontally or vertically, as a straight-through valve, oF * 
an angle valve using a bottom inlet and side 
outlet or side inlet and top outlet. It may 
also be used as a maniféld flow valve by 
using the side inlet and side and top outlet, 
or bottom inlet with top and side outlet. 
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this means ee 


bia Lie! a Monarch completely eliminates the need to “ary 

f out” several nozzles to find one that fires prop- 

EP ap erly. Individual testing of each Monarch Nozzle, 

1 NUS a Z, on Oil, is your guarantee of absolutely uniform 
a oa ; performance. 


Every Monarch Nozzle is a precision product, 


100% Tested for Capacity; Spray Angle, Quality 
of Spray and Balance. 


No wonder Service Men and more than 400 Oil 
Burner and Furnace manufacturers using Mon- 
arch Nozzles as original equipment agree . . . 
Monarch continues ‘First Choice of the Industry”! 


; from 


ut can = DEALERS: Buy from your 
nished Monarch Jobber. Write 
ve kit for Catalog “O” 

ve 


quan 


“Flonatch wr sidecoies 


COMBUSTION H6BADS: 
ali G-81-C Head is as easy fo in- 
alif. Pe, stall as an ordinary Air Cone 

. 4 and Stabilizer. Produces high 

CO, with no “adjustments” to 

y , get out of order. For 3%” or 

ed . a ll 4’ 1. D. Air Tubes. 
MANUFACTURING WORKS, Inc. ae CONVENTIONAL: bladed 
one Rings and four blade 


: abilizers ordina i 
+ hor : 2503 E. ONTARIO ST., PHILADELPHIA 34, PA. \ menage Hin Dyn oa 


Canadian Agent : (Except B. C.) to 8” |. D. Also special “Anti- 
E> S.. Gallagher Sales Ltd., Toronto 12, Canada ba Pulsation” equipment. 


Exclusive Agents in all of Europe, Also available: Flame Mirrors, 24 and 
NUS igelitcMmelile Mey (en)aey ete] (elale, 48 Nozzle Boxes, Nozzle Wrenches, etc. 


REMEMBER: It costs more to clean a defective nozzle than to replace with a new, precision, guaranteed-uniform Monarch Nozzle. 
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ow to WIN Customers 


and INCREASE 
PROFITS! 


Fits 

Every 
Furnace, 
Every Type 
Bonnet 


Feature and Sell the New 


xhilo flo 160° 


AUTOMATIC HUMIDIFIER 


with the Revolutionary New 
and Unbreakable Glass Fiber 


EVAPORATOR PLATES 


Absolutely unbreakable ... pick up 
water faster . . @vaporate more 
water rustproof drain clips 
prevent drip. 
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. . . « New Products 


Internal design of the valve, it is said, greatly increases 
flow capacity and minimizes resistance in the heating ling. 
A newly-designed non-chattering self-aligning stopper 
provides fully automatic operation. For gravity operation 
a manual control is provided. The valve is of cast-iron 
with moving parts of bronze. Sizes are 1” and 1!4”, 


Made by: Econo Products Co., East Haddam, Conn, 
Circle E20 on coupon, page 122 


Arcoleader oilheating Unit features 
high domestic hot water Ratings 


FEATURE of a new Arcoleader oilheating unit, available 
either as a factory “packaged” unit or as a boiler-burner 
unit for hot water heating, is its high 
domestic hot water heater ratings of 
from 34% to 5’ gpm, approved by 
I'-B-R under the I'W-H Rating Code. 
Two popular sizes—three and four 
sections—are available factory-assem- 
bled, packaged and crated; all s‘zes 
available as boiler-burner units, in- 
cluding three, four and five sections. 
Controls and accessories are factory-installed and_ pre 
wired. Output ranges from 100,000 to 173,000 Btu/hr. 

A combination of newly-designed vertical flue cast-iron 
sections and a new research-engineered burner, the model 
PH Arcoflame oilburner, give efficient. dependable opera 
tion. Off-center location of the six-inch nipple port, plus 
wet base construction, provide good boiler water circula 
tion for quick boiler water recovery and high hot water 
ratings. All accessories and controls, including stack con 
trol are located on the front. 

Made by: American-Standard Plumbing and Heating 
Division, New York, N. TY. 

Circle E21 on coupon, page |22 





New Royal furnace Blower converts 
gravity Furnace to forced-air Unit 


A FURNACE blower with either 10” or 12” blower whed 
has been designed by Royal for installation in gravity 
type furnaces to convert them into 
forced-air units. 

Features include a heavy steel | 
bottom to eliminate the need for " 
cementing, a high motor mount as | 
a protection in damp basements, | 
and a large access door to facilitate 
the changing of the standard-size 
filters. The motor has an adjustable 
variable speed drive. The one-piece 
welded steel cabinet is finished in 
baked-on enamel. Blower is shipped completely ass 
with motor in separate carton. 

Made by: Royal Products Co., 1406 E. 4th St., Water 
loo, Iowa. 
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Circle E22 on coupon, page 122 


March 
1957 















Ss 2335 > 








* 


CHRYSLER ENGINEERING at work—FOR YOU! 





vith ZOO models 


RRR Rs 


sells eal the 


heating and cooling 
market 


eating 


Sell more with more! Airtemp puts dealers ahead with a 
complete line of heating and cooling. When you sell 
Chrysler-engineered Airtemp, you benefit from faster, 
easier installation. Plus operating efficiency that spells 
customer satisfaction. For faster sales to all of your 
market, depend upon Airtemp by Chrysler. The volume 
line for volume sales ! 


It’s going to be a “hot” year for Airtemp cooling and 
heating dealers. Millions of home cooling and heating 
prospects will know how to “‘Dial Springtime Any Time”’ 
with Chrysler’s Airtemp in 1957. Write Airtemp Divi- 
sion, Dept. FO-3, Chrysler Corporation, Dayton 1, Ohio, 
today and learn more about this opportunity for you. 


offers the greatest selection 
of air conditioning equipment. . . 
286 models... 38 of which are furnaces 























The new 7700 Series is a worthy successor to the famous 
770 Series in oil fired, forced hot water heating systems. 


NEW PRICES. Economies resulting from improved de- 
sign and new manufacturing methods enable Fitzgibbons 
to offer a completely superior product at a competitive 
price. 

NEW SIZES, now totaling FOUR in number, provide 
greater sales opportunity in a broader range of small 


Featuring The 
Fitzgibbons Tanksaver® 


This completely submerged, fin-type, 
heavy copper coil provides plentiful, 
clean domestic hot water without a 
storage tank all year ’round for today’s 
modern kitchen, laundry and bath 
requirements. 
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itzgibbons 


NEW 7700 SERIES 
BOILER-BURNER UNIT 






building projects. 


NEW LOOK with an attractive green and gray square ct 
jacket which may be easily and quickly converted to: 


fully enclosed model through the simple application of ; 
a jacket extension. f 
NEW FEATURES include low voltage thermostat; greater Fi 
range in tankless domestic hot water coil capacities; é 
improved packaging and easier handling. b 
p 
ly 
cc 
D 
T 





Featuring The New Enclosing Jacket Extension ] 


All four Flush Jacketed models are quickly converte 
into good looking, fully enclosed models by the simpi¢ 
addition of an easily applied jacket extension. ine 
problems are solved because this extension is packed a0 ; 
shipped separately and can be applied to the boiler ? 
any time in a matter of minutes. 
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NEW PRICES. NEW SIZES 


They’re easier to sell... 


New design. From the heat exchanger out to the jacket 
and its appliance components, the new 7700 Series is a 
NEW boiler-burner unit containing the latest advances in 
construction details, combustion advantages and water cir- 
culation benefits. 


Full line of sizes. Four sizes, 74,000, 87,000, 108,000 and 
149,000 Btu net installed radiation are now available. Thus 
a large market is provided for use and sale. 


Flush or enclosed jacketing. A sturdy steel insulating 
enclosure of modern design is provided in green and gray 
baked enamel finish which embodies attractiveness with 
practicality. The swift conversion from the standard Flush 
type to the Enclosing type is rapidly and economically ac- 
complished. 


Domestic hot water supply. The famous Fitzgibbons 
Tanksaver® provides instant, year ‘round tankless hot water 


NEW JACKETS -NEW FEATURES 


for kitchen, laundry and bath, and assures constant flow of 
this important service in today’s modern living. No cumber- 
some storage tank installation is needed. 


Low voltage, heat-anticipating thermostat. Now 
standard equipment on all Fitzgibbons 7700 Series Boiler- 
Barner Units. Modern automatic heating calls for this 
improved method of operation where close temperature 
control and lowest cost of installation are desired. 


A complete unit. In every way, the Fitzgibbons 7700 
Series is ready for the job in the shortest time. It is as- 
sembled at the factory with the Fitzgibbons Oil Burner, 
Combustion Chamber, Tanksaver®, Circulator, ASME Re- 
lief Valve, Flow Regulator for domestic hot water, Flow 
Check Valve, Thermometer-Altitude Gauge, Flush Jacket 
and the following controls ALL WIRED in place: Primary, 
Triple Operating Master Controller and Low Voltage Room 
Thermostat. 


They’re easier to install and service... 


New packaging. The complete unit is encased in a water- 
proof Pliofilm bag and placed in a wire-bound, wooden 
slat crate equipped with lateral front to rear skids for 
easier on-the-job handling. 


Easy to assemble. All controls on the boiler-burner unit 
are wired in place in accordance with Underwriters’ ap- 
proved procedure. The Circulator and necessary piping 
for application are separately cartoned and included in the 
crate. You merely skid the unit into place, uncrate, attach 
circulator and pipe to system, and make necessary oil and 
clectrical connections. 


Complete accessibility. Everything on the Fitzgibbons 
7700 Series, the combustion chamber, the oil burner and 
all the controls and accessories is within easy reach. Servic- 
ing, if necessary, is a pleasure for the installer. Where en- 
closing jackets are supplied, there is a large access door or 


the whole jacket extension can be removed for maintenance. 


Easily cleaned. A clean boiler is an efficient boiler! All 
heating surfaces, boiler tubes or combustion areas are 
readily accessible. Boiler tubes, particularly, are easy to 
clean. Unfasten two wing nuts, lift off the smoke box cover 
and brush out—that’s all! No difficult jacket top removal 
or tearing down of the smoke pipe is necessary with their 
resulting dirty mess and inconvenience or lengthy “down 
time’ of the burner in cold weather. 


We proudly present the latest advancement in a long 
line of famous Fitzgibbons Boilers that will help to in- 
crease your sales and profits. Fitzgibbons representa- 
tives and wholesalers in principal cities will be glad 
to give you complete information, or write or call The 
Fitzgibbons Boiler Company, Inc., 101 Park Ave., New 
York 17, New York. 


Fitzgibbons Boiler Company, Inc. 
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General Offices: 101 Park Avenue, New York 17, N. Y. 
Manufactured at Oswego, New York 


Branches in Principal Cities 
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every 
furnace, 
boiler, 

and 

air 
conditioning 
cleaning 
problem 
answered 


by fe 


This man could have been using inadequate equip- 
ment, but he’s not. His boss knows that PREMIER’S 
complete line of vacuums and tools is designed to 
satisfy the needs of any cleaning operation efficiently 
and economically. 


Why not let PREMIER help 
you in your job? Send for 


free details today! 


Gordon L. Bowman, General Sales Manager 

The PREMIER Company, Dept. 5 

755 Woodlawn Ave., St. Paul 1, Minnesota « MlIdway 9-7002 
35 Gerrard St. West, Toronto 2, Canada 

Please rush me free details on PREMIER furnace, boiler, and air 
conditioning cleaning equipment and FREE information on how 
I can o maintenance costs by choosing the right machine for 
my job! 


Name 
Address 
City. 








State 
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. . . « New Products 


Honeywell Relays give precise Contro| 
for '/, to 2-hp cooling Compressors 


A NEW LINE of Minneapolis-Honeywell all-purpose switeh, 
ing relays gives precise control of relatively high curren. 
by a low-amperage thermo- 
stat. This makes possible con- 
trol of residential cooling 
compressors and other loads 
between '47 and 2 hp at a 
much higher level of sensi- 
tivity than permitted by line-voltage and remote bul 
temperature-sensing controls. 

One model, R847A, has a built-in transformer; the other 
model, R847B, comes without transformer. Both are de- 
signed for use with low-voltage thermostats. A_ third 
model, R447A, is available for use with a line-voltage con: 
trol instrument. All types are factory-wired for ppst 
switching. However, they can be easily converted to spst 
by the installer in the field. 

The load-carrying capacity for SPDT switch is 16 amps. 
For spsTt switching, it is 22. Because of their compact siz 
—5V%4"” x 4Y4” x 234”—they can be mounted in cloe 
spaces. Simplified factory wiring permits easy installation 
and servicing. 

Made by: Minneapolis-Honeywell Regulator Co., Min: 
neapolis, Minn. 


Circle E23 on coupon, page |22 


Delavan nozzle Box holds, protects 
48 oilburner Nozzles of any Type 


A NOZZLE BOX has been designed by Delavan, oilburner 
nozzle manufacturer, to hold 48 nozzles of any brand and 
protect them from damage. 
The box is of heavy-duty steel 
with reinforced corner con- 
struction and a marbled grey, 
baked-enamel finish. The size 
is 34 x 3% x 9Y% inches. 
Easy-to-clean removable trays hold the nozzles. Other fea 
tures are piano-type hinge lid, rugged snap latch and carry 
ing handle. 

Made by: Delavan Manufacturing Co., West Des 
Moines, Iowa. 


Circle E24 on coupon, page !22 


Worthington warm air furnace Line 
includes Sizes up to 250,000 Btu 


THE WORTHINGTON line of automatically-fired warm a 
furnaces encompasses about 50 types and sizes ranging 
from 80,000 to 250,000 Btu/hr. They are especially de 
signed for the inclusion of summer airconditioning equ? 
ment and feature up-draft heat exchangers. Kiln-fired, i” 
sulated refractory combustion chambers come as standard 
equipment for oilfired models. 

The complete line includes horizontal models which 
be suspended as blower unit heaters in commercial struc 
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Rotary Wall Flame Oil Burners You make useful friends out of customers when you sell 
eras time-tested TORIDHEET Rotary Wall-Flame equipment. The 
Power These ad operation is so reliable and quiet, the fuel economy so great, 
Fuel-Thri is) that customers tell friends and neighbors—actually become 
‘fear al 8 y 
ii Units Ld part-time salesmen for you. 
Proved fuel savings up to 40% __ to sell—a profitable line for your 
Des and trouble-free operation (only | customers to buy. If you’re not 
1 moving part) make TORID- selling TORIDHEET you're 
HEET a profitable line for you missing a bet! 
COMPLETE UNITS AND CONVERSION BURNERS— OIL OR GAS 
Btu Wall-Flame Oil Burners e Gun Burners @ Wall Flame Boilers e Furnaces and Water Heaters 
Model ORA Gun Fired Boilers and Furnaces e Gas Conversion Burners and Gas Fired Furnaces 
air Winter Air-Conditioner a ta Low-Boys e@ I1i-Boys @ Counterflows e Comfort Cooling Equipment 
“4 Sima re SOME DESIRABLE DEALER FRANCHISES AVAILABLE — 
le Pa YOUR INQUIRY IS INVITED 
nd ts oe Se a ee 
in’ 
; 0 « . ee 
lard o of Toridheet Division 
¢ AUTOMATIC HEATING CLEVELAND STEEL PRODUCTS 
sal iL Sige CORPORATION 
i. 16035 Brookpark Road © Cleveland 11, Ohio 
ORD 





eet oon Affiliated Canadian Manufacturer: Aero Tool Works Limited, Toronto, Ontario 
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NEW American-Standard |S 
AIR CONDITIONING) 

















z : Don’t be misled by the competitive low price. This is 4 

Loaded with Cx tra-quality superbly engineered, quality-built unit that will do an A-l 
air conditioning job in the small or medium size house. 

. One reason it excels in its price class is continuous air cifcu- 

features to give You lation and dehumidification . . . gives your customer uniform 
24-hour-a-day comfort! This is made possible by twin com- 

pressors: on extremely hot days one operates constantly, 


the edge over the other cuts in and out automatically as needed to mait 


tain ideal temperature and humidity levels. The dip 

ata / 3'4-hp sizes give you the immediate opportunity to sell the 

co mpetition volume market, win satisfied customers, and strengthen you! 
position as an air conditioning specialist. 


SELL ON Amentcan-Standard NEW! American-Standard PRE-FABRICATED DUCT SYSTEM 


HOME COMFORT PAYMENT PLAN— Kit includes pre-fabricated, pre-cut, aluminum-clad fiber glass 


ducts, air diffusers, return grille and filter. Speeds installa: 


NO MONEY DOWN—TERMS UP TO 36 MONTHS tion... adds extra profit t0 every job. 





499°" AIR-COOLED 
PACKAGE READY NOW! 





Quick, Easy Installation 


The self-contained, air-cooled unit tucks away 
in attic, in crawl space under house or can 
be extended through house wall. 





BASEMENT 





iis is 4 0 SPECIALLY DESIGNED CONDENSER FAN draws €) HIGH-CAPACITY EVAPORATOR BLOWER is whis- 
an Al in huge volumes of fresh, outside air for maximum efficiency. per-quiet and balanced to the extra-large cooling coil area; 
hous. # Moisture removed from the inside air during cooling is blown — engineered for comfortable, draft-free air delivery. 


r circu  ‘ainst the condenser, adding extra cooling capacity. a 
vniform © EXCLUSIVE HEAT EXCHANGER utilizes “cold” gas 
'n Com 2) POWERFUL TWIN COMPRESSORS instead of the leaving evaporator to reduce temperature of “hot” liquid 
stantly \sual one, Single compressor maintains proper humidity and refrigerant entering the cooling coil by as much as 20 degrees. 

wa ‘mperature on normal summer days; on extremely hot days No cooling capacity is wasted—it’s all kept inside the house. 
) i both compressors operate to insure complete comfort. 
hp an @ PERMANENT SPLIT-CAPACITOR MOTORS are re- 
sell the B® 00% HERMETICALLY SEALED refrigerant circuit _silient mounted and thermal overload protected for quietness 


en yout “ered by $-Year Protection Plan. and improved safety. 


(intact your A merican-Standard A ir Conditioning Distributor listed in the yellow pages of your telephone directory 


a) American-Standard 


installo- 
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AIR CONDITIONING DIVISION 


ELYRIA, OHIO 
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READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD MARCH ISSUE 

Mail Now—Coupon Expires May 31, 1957 





Circle numbers of new product items on which you 
want more information: 

NEW PRODUCTS 

ft ee st? 8 sh & B&B fF EO 

Ell E12 E13 E14 EIS E16 El7 E18 E19 E20 

E21 €22 £23 E24 E25 E26 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 


PU tae IN os als bes haces bs as 





Your Name 

Company 

Street 

Check Classification of principal dollar volume: 

CD Fueloil Dealer () Parts and Equipment Jobber (] Manufacturer 


(0 Manufacturer Employee (] Manufacturers Rep. [) Oilheating 
Dealer [] Other 














. . « « New Products 


tures. These are available in four sizes from 110,000 ty 
250,000 Btu/hr. Five sizes of Low-Boy units range in cy, 
pacity from 100,000 to 235,000 Btu/hr. Units are shipped 
factory-assembled and prewired, with heavy gauge casing 
finished on both sides. 


Made by: Worthington Corp., ACOR Div., Harrison 
N. J. 


Circle E25 on coupon below 


High velocity Barber-Colman control 
Unit for under-window Installation 


THE UNI-FLO MODEL CM control unit by Barber-Colman js 
designed for installation under windows or on any wall 
surface as a means of air dis- 
tribution where space re- 
quirements necessitate high 
velocity air to be delivered 
to individual diffusers. 

An adjustable grille gives 
rapid diffusion and draft- 
free distribution of the con- 
ditioned air. The front of the cabinet is sloped to prevent 
the grille from being covered by objects that would inter 
fere with proper air distribution. Air volume is controlled 
by an adjusting knob on the front of the unit. 

Made by: Barber-Colman Co., Rockford, Ill. 


Circle E26 on coupon below 
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Your customers and prospects are earning more, buying better. You can sell heating 
and cooling at a good profit by offering a custom-quality, better line that sells ata 
realistic price, yet provides you with a higher margin of profit - HEIL! Write now 

for important information on how you can sell more than price with HEIL! 


4 Oil Conversion Burners 


6 Oil-Fired 


Boiler-Burner Units 


13 Oil-Fired 12 Summer 
Winter Air Conditioners Air Conditioner 


THE HEIL co. 3083 W. wslics St., Milwaukee, Wis..° Hillside, N. J. 


SALES OFFICES: Chicago, Ill.; Milwaukee, Wis.; Kansas City, Mo.; 


Union, N.J.; Atlanta, Ga.; Cleveland, Ohic; 
Denver, Colo., 


Dallas, Texas; Los Angeles, Calif.; Seattle, Wash. 
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FUEL OIL USAGE IS A 


revent 
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Degree-day 
KARDEX® System 
tells you 
at a glance 
due date of 
neat 
delivery 
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Ever have a customer call and say “I’m record, provide the perfect formula for 
out of oil—rush delivery?” Hardly pos- automatic on-time delivery. | 
ble with the completely accurate degree- To get the fully detailed story on the — 
day KaRDEX system. Customer data such degree-day KARDEX system send for a 
tank capacity, past fuel consumption, FREE copy of —“What Every Fuel Oil — 
k location and address, combined with Dealer Should Know About Cost pane ee 
ee-day information, on ONE visible Delivery Control.” ; 








DIVISION OF SPERRY RAND CORPORATION 





Write to Room 1389, Remington Rand, 315 Fourth Avenue, New York 10, New York. 


li 


UNBELIEVABLE... what, 


The R847 shown above is being installed in a 20 e SPST or DPST switching action available with either 
amp cooling compressor. The R847 is designed : 
for use with a sensitive, low voltage thermostat. relay « SPST rating of 22 amp full load, 100 amp locked 


R847A models include a transformer. The B rotor at 230 volts « DPST rating of 16 amp full load, 
model is for use with an external transformer. 


The R447, not shown, is for use with a line 72 amp locked rotor at 230 volts + Available with or 


voltage controller with a separate power supply. without transformer « Models for 230 volts, 208 volts, 
Both the R447 and R847 are heavy duty relays. : : 


And both have Honeywell time-tested components. 115 volts and 24 volts operation. 





Aingle Honeywell Relay will do! 


Honeywell’s new R447 or R847 Switching Relay 


is the answer to any of these applications 


1. Air Conditioning units up to and including 2 h.p. 


2. Other refrigeration applications within specifications of relay— 


(walk-in boxes, milk coolers). 


3. Heavy duty circulating and ventilating fans. 


4. Heavy duty water circulators and multiple convector fan units 


for wet heating. 


5. Fan coil units and unit heaters. 


6. Miscellaneous motor loads up to 3 h.p. for both 1 phase 


and 3 phase. 


7. Electric non-inductive loads. 


N°: A SINGLE relay can be used in any of the 
applications listed above. And you choose 
from the Honeywell R847 or R447 for the relay 
adapted to the specific type of voltage control 
you use. 

No other relay offers so many advantages. You 
need stock only one Honeywell Relay to take care of 
seven different and distinct uses! Honeywell Relays 
are easy to install—saving you money on installa- 
tion costs. Honeywell’s time-tested components 


Honeywell Round, T87—world’s 
most popular heating-cooling thermostat. 
This rugged and sensitive thermostat, 
available with a choice of Hcueywell 
sub-bases, offers the most versatile 
control combinations possible. 


ih 


assure you of trouble-free performance for years. 

And when you deal with Honeywell you take 
advantage of the best field service in the industry, 
backed by years of engineering experience plus the 
most complete line in the industry. 

Find out more about the R447, the R847 and 
Honeywell's complete line of switching relays— 
most complete line in the industry. Call your local 
Honeywell office today. Or, write directly to 
Honeywell, Dept. FH-3-76, Minneapolis 8, Minn. 


Call or write today for full details 
Honeywell 


112 offices across the nation 


Air Conditioning 
Controls 








Business manager Program 
offered by American-Standard 


A BUSINESS management program be- 
ing offered to heating and aircondi- 
tioning contractors by the plumbing 
and heating division, American-Stand- 
ard, New York, N. Y., includes a new 
motion picture entitled, “Your Wit- 
ness,” which points up common prob- 
lems of business management encoun- 
tered by contractors and a “packaged” 
business management clinic, complete 
with plans, booklets and other work- 
ing materials. 

The film covers such subjects as rec- 
ord keeping, discounting of bills, prod- 
uct pricing, overhead control and 
maintenance of profit margins. Clinic 
subjects include profit and overhead, 
credit and collections, use of records, 
installment financing, truck inventory 
control, business organization, insur- 
ance problems and legal problems. 
Both film and clinic are being offered 
through American-Standard sales of- 
fices for showings at local contractor 
meetings and to individual retailers at 
their request. 


Lau Blower Co. re-aligns 
three sales Territories 


THREE CHANGES in sales territories of 
the Lau Blower Co., Dayton, Ohio, 
have been announced by William 
Morrisey, blower sales manager. Ed- 
ward F, Humphrey of York, Pa., has 
been assigned the state of Alabama in 
addition to his present territory, which 
includes Pennsylvania, Delaware, 
Georgia, Maryland, eastern New Jer- 
sey, North Carolina, Virginia, north- 
ern Tennessee, northeastern West 
Virginia and South Carolina. 


Charles L. Sigman of Kansas City, 


126 


MANUFACTURERS 
AGTIVITIES 







AO. 
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Mo., has been assigned the state of 
Texas in addition to Kansas, Missis- 
sippi, Missouri, Oklahoma, western 
Tennessee, southeastern South Dakota 
and southern Illinois. 

Victor N. Stewart of Prairie Vil- 
lage, Kans., has been assigned Iowa 
and Nebraska as well as Kansas, Okla- 
homa and western Missouri. 


O. S. Tyson Agency to handle 
Thatcher Furnace ad Account 


O. $8. TYSON AND CO., INC., New York 
City, has been named to handle ad- 
vertising, sales promotion and public- 
ity for Thatcher Furnace Co., Gar- 
wood, N. J. 

The program Tyson plans will cover 
the complete Thatcher line, including 
residential steam and hot water boil- 
ers, warm air furnaces, aircondition- 
ers and home cooling systems. 
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<6 REA RASA CORONERS WATER HEATERS TO. BRYANT DISTRIBUTORS, 
PRAY WANE LIM CORTON WATER NTNG 


Vanload of golden-hued furnaces and airconditioners—the 1957 Golden rod 
versary line of Bryant Mfg. Co., Indianapolis, Ind., which this year marks t 
50th year of operation—is started on its way to dealer and distributor 
meetings throughout the country by, |. to r., Al Frazier, Mike Fortier, 
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Controls Company to expand 
Plant of Holland subsidiary 


AN EXPANSION PROGRAM to increase 
assembly and fabrication operations 
the Nijmegan, Holland, plant of it 
subsidiary Controls Maatschappij Ey 
ropa N.V., has been announced by 
Controls Co. of America, Schiller 
Park, Ill. 


The Holland plant produces vapor. 
izing oilburner controls and other 
products for European companies | 
censed by American appliance many 
facturers. 












1957 sales-service Seminars 
begun by Berger Furnace Corp, 


THE FIRST of the 1957 series of sales 
and service seminars of the Berger 
Furnace Corp., Belle Vernon, Pa., was 
held in Williamsport, Pa., with Wir 
liam Metz, company district sales rep” 
resentative, as moderator. The pro 
gram included intensive discussions of 
good business practice, sales tech 
niques, system engineering and layout 
for both heating and cooling, lates 
installation procedures, service and | 
maintenance, advertising and promo 
tion. 

Similar programs will be conducted 
for Berger dealer and jobber organim 
tions at several regional meetings in 
each of the company’s sales territories. 





6) 


Clary and Bill Chappel. Clary is vice-president and general sales manager of fuel 


the company and his companions, product sales managers. Highligh 
sales confabs will be showings of Bryant’s new oilfired steel boiler anc 
forced air furnace lines. 
March 
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Dependable service is the key to 
the remarkable success of Law- 
rence J. Bennett, Inc., of Garden 
City, N. Y. Today, this fast-grow- 
ing fuel oil distributor has over 
7,000 regular customers in four 
Long Island counties. 





"Giving the best delivery serv- 
bs it le means delivering with the best 
fra ttucks, "says President Charles E. 
41 — Bennett. “That’s why 95% of our 


es fuel oil travels in Macks. 


fired “We've got to have trucks that 
stand up. With Macks we’ve never 


Anni’ 


















Lawrence J. Bennett, Inc., says: 


had a breakdown due to mechanical 
failure. We can’t afford trucks that 
give drivers a tussle .. . and our 
men say Macks have the best 
handling characteristics of any 
make. With up to 50,000 city miles 
per unit each year, we’ve got to 
have the finest transmissions 
made, and for our money that 
spells Mack. We’ve got to have 
reliable parts availability, and our 
Mack dealer gives the best. 

“In every way, Macks are the 
best truck buy for our operation.” 

Check Lawrence J. Bennett, 





Bennett’s 25 Macks lead a busy life. During the season, 
Mack tractor trailers supply Bennett’s local depots from 
the company’s main storage tank at night; join Mack 
chassis-mounted tank trucks for daytime deliveries. 
Despite these strenuous schedules, no Bennett Mack has 
ever had a breakdown due to mechanical failure. 





Inc. Check any Mack owner. You’|| 
find that Macks, the finest trucks 
made, mean greater dependability, 
longer life, unmatched upkeep and 
fuel economies . . . more work per 
dollar. Mack Trucks, Inc., Plain- 
field, New Jersey. InCanada: Mack 
Trucks of Canada, Ltd. 


MACK 


first name for 


TRUCKS 












H. H. RAGLE 
Petroleum Marketing Consultant 


“Better Methods 
to Cut Costs” 


22 YEARS’ PRACTICAL 
COUNSELING EXPERIENCE: 


© Sales Programs 
® Incentive Plans 


® Fueloil Distribution 
Methods 


®@ Public Relations 


Consulted and Recommended by 
Leading fueloil-oilheating Distributors 


H. H. RAGLE 
162 West 54th Street 
New York 19, N. Y. 
Telephone: Circle 5-4189 











. . - « Manutacturers’ Activities 








National U.S. Radiator Center 
for heating, cooling Studies 


RESEARCH and development on home 
and industrial space heating and air- 
conditioning will be conducted in a 
new Research Park Engineering Cen- 
ter being erected in suburban Johns- 
town, Pa., by the National U. S. Ra- 
diator Corp. 

With an estimated cost of over $1 
million, the Center will allow cen- 
tralized co-ordination of the widely 
diversified engineering and technical 
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with VIKING Truck Mounting Pumps 





The Viking mechanical seal 





WORKS WITH, rather than 
against pressure, assuring non- 
leak operation. 


Pump also available with extra 
long, leak-resistant stuffing box. 


Integral thrust bearing 
permits easy end clear- 
ance adjustment. Makes 
possible extra long life 
of pump. 


Slow speed “gear-within-a-gear” 
pumping principle means positive 
delivery, fast priming and smooth, 
even discharge. 


pump. 













Integral relief valve on pump head permits 
closing of discharge without stopping 


: i, Revolvable casing makes possible 
handy, most economical piping 
arrangement .. ports can be turned 
to 8 different positions. 





All of these features of Viking Truck Mounting Pumps will save you 





money on operation costs, maintenance and service. 
Catalog Gee today. 


Send for 





VIKING PUMP COMPANY 


Cedar Falls, lowa, US. A 


In Canada, it's "ROTO-KING” pumps 


See our catalog in Sweets 












planning operations of the company, 
In addition, according to company 
president Theodore B. Focke, it wil 
accommodate “the most up-to-date 
and completely equipped research lab- 
oratory in the heating and aircondi 
tioning industry.” 

Laboratory area will cover one 
third of the total floor space with the 
remaining area providing ofhces and 
development rooms for the corpora 
tion’s general manufacturing. staf, 
general research and engineering staf 
and various research engineering units 
The building is planned to allow for 
future expansion as needed with mini 
mum difficulty and expense. 


Cities Service Co. announces 
new business library Catalog 


NEWEST EDITION of the Business Li 
brary Catalog published by Cities 
Service Co., New York, is now avail: 
able. 

The company’s Department of 
Business Research and Education col 
lects the data for the catalog by cow 
ducting field research with petroleum 
marketers, by examining material from 
Government, universities and manage 
ment groups. This information is thea 
distilled and offered in quick-reading 
form to the company’s dealers and 
distributors through the Business Li 
brary. 

Materials selected for the Library 
are listed and briefly described in the 
catalog. Some topics included are eo” 
nomics, politics of distribution and 
general management, using credit i 
telligently, improving telephone sl 
ing techniques, and using the mails to 
increase sales. 
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it’s new...it’s neat...it’s here! 
ROCHESTER’S NEW FILL SIGNAL... 


“filtone 


The Filtone is designed to operate with a minimum of back 
pressure, has no “dead spots” and has far greater strength 
for supporting the vent pipe. The Filtone offers you both 
installation and fuel servicing advantages: 


FLANGE - TYPE CONNECTOR — Made in two parts which are 
bolted together to eliminate need for unions, compression- 
type couplings, or the need to build the vent up from the tank. 
Has tensile strength one-third greater than malleable iron. 


MINIMUM BACK PRESSURE — The RMC Filtone operates with 
a minimum of back pressure: (1) while tank is being filled 
and vent is exhausting air only, and (2) when liquid may 
actually be up to the vent, in case of overfills. 


DEPENDABLE, AUDIBLE SIGNAL — Makes a solid, pleasant 
whistle sound the moment fuel begins to pour into tank. Has 
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units. no “dead spots” at any rate of fill from 15 gpm to 60 gpm. 
kee When the sound stops, the delivery man knows the tank is full. 
mint 

RMC offers the best combination buy... 
228 
og 


si: | Rochester’s Universal Gauge 
ct I with the new Filtone signal 


avail: 
Sold and packaged together, the Rochester GAUGE-SIGNAL SET 
gives you a dependable, pressure-tight, easily read Oil Tank 























t of Gauge and a dependable Fill Signal with minimum obstruction 
n col in the vent pipe. With two distinct units, specifically designed 
- COM for their job, the time and expense of plugging an extra tank 
sleum opening is not necessary as is required by a combined vent 
from signal and gauge. 
nage’ Call your jobber, or write the factory, but whatever you do 
pra fart using this “perfect package” now. It will save you time, 
s the trouble and money ! listed by 
ading Underwriters’ 
} and Laboratories 
ss Lr 
brary ROCHESTER MANUFACTURING CO.+ 8 ROCKWOOD STREET + ROCHESTER 10, N. Y. 
n the 
» C00 LIQUID LEVEL, TEMPERATURE and PRESSURE INSTRUMENTS 
and WILLIAM J. DEBLER * RALPH M. NELSON HALL AGENCIES FRANK HACKETT 
oy 31 Gordon Rd. 412 Marshall Bidg., 4 Manor Road, E. 759 N. Milwaukee St. 
it in ' Needham, Mass. Cleveland 13, Ohio Toronto, Ont., Canada Milwaukee 2, Wisconsin 
; V. E. DUNNING SAMUEL SKNER CHARLES J. DAVIS CHARLES P.’ McKENNA, JR. 
; sell sd REPRESENTATIVES 2949 Harriet Avenue, S. 274 Madison Avenue 215 Cushman St. P.O. Box 155 
ils to Minneapolis, Minnesota New York 16, New York Plainwell, Michigan az... Richmond 1, Virginia 
; JOSEPH BERNARD ROCHESTER MFG. CO., INC... FRANK L. CASSIDY . ng: Sevier 
511 Harper Avenue 12143 S. Halsted St., - 6916 - 56th Ave. $, : 
Drexel Hill, Penna. Chicago 28, Illinois Seattle, Washington 
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Just a little “dab” of Rectorseal works wonders on, fuel gjj 
tions. The secret lies in Rectorseal’s special chemical formula 
makes it insoluble in all petroleum products. It is thin in the cay 
smooth, economical application—but thickens in the joint te a 

elasticity that permanently seals against leaks. Its soft set 


xf 


a little ‘‘dab’’ of 


it 


threads better—makes coverage with smaller amounts easier. Bepayss 
it takes so little te accomplish so much Rectorseal remains the most 


makes break-out easy—even years later. Its light color shows Th 


NUMBER TWO 


economical sealant you can buy today. Rectorseal is available in 1% 

oz. nozzle-tipped tube with sturdy cylindrical carton or %, % 

1 pt. cellulose tape sealed nto cans or 1 qt. friction-top cay, 
To convince you that a little “dab” 

awaiting your request. 


RECTORSEAL 


does so much we have a sample 


RECTORSEAL DEPT. 0 


2215 Commerce Street, 
Houston 2, Texas 





. . . . Manufacturers’ Activities 


Coastal Oil offers Dealers 

its new “Profit Builders” 

A NEW EDITION of “Profit Builders,” 
a portfolio of selling ideas and ma- 
terials for the fuleoil industry, is be- 
ing distributed by Coastal Oil Co., 
Newark, N. J., to its dealer-customers. 
According to Coastal, the kit contains 
ideas and advertising that “actually 
work” in getting new oil customers, 
selling equipment, making coal con- 
versions, and selling budget and serv- 
ice plans. 


Perfection Wholesalers show 
Dealers 1957 appliance Line 
SHOWINGS of the 1957 Perfection ap- 
pliance line now are being held by 
Perfection wholesalers for dealers 
throughout the country. Included in 
the new line are high-style Consolaire 
oil home heaters with automatic con- 
trol and “cool cabinet” design on mod- 
ern lines, Silhouette 17 room aircon- 
ditioners, water heaters, oil space heat- 
ers, portable oil and electric heaters 
and kerosene cabinet heaters. 


The new line will be distributed 
through independent appliance whole- 
salers under Perfection’s policy of ex- 
panded distribution through exclusive 
wholesalers. 
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Checking features of a broader, more 
personalized advertising program fol- 
lowing Webster Electric Company’s 
selection of Franklin Advertising Inc., 
Milwaukee, Wis., as its new agency 
are: (|. to r.) Wright Dent, advertis- 
ing manager for the Racine, Wis., 
manufacturing firm; Robert Darr, 
Franklin vice-president and account 
executive; Howard Stacey, Webster's 
vice-president and general sales man- 
ager; Frank Bloom, agency president. 


Automatic Switch Co. moves 
to new Plant in New Jersey 


A NEW, MODERN plant in Florham 
Park, N. J., now is occupied by the 
Automatic Switch Company, maker 
of solenoid valves, automatic transfer 
switches and electromagnetic control, 
The new building more than doubles 
the company’s capacity and provides 
facilities for expanded engineering, re: 
search and test departments. 


Henwood addresses statewide 
Meeting of New Jersey onA’s 


A STATEWIDE meeting of New Jersey 
oil heat associations was held Febru 
ary 28 in the Chi-Am Chateau Rey 
taurant, Route 22, Mountainside, 
N. J., with W. C. Henwood, vice 
president, Meenan Oil Co., Levittown, 
Pa., as guest speaker. His topic was 
“Problems vs. Profits in Handling 
Fuel Oil.” 

Sponsors of the meeting were deal: 
ers’ groups of Union, Morris, Middle 
sex, Somerset and Hunterdon coun 
ties. 








and also wear. 


closed. 


charge line when ordering. 





YOU KNOW YOU SAVE WITH OLSON THROTTLE 
CONTROL INSTALLED ON YOUR FUEL OIL TRUCKS 


No hand throttle adjustment necessary. Saves time. Some users 
have increased gallons per minute setting because with OLSON 
THROTTLE CONTROL speed is increased only while nozzle is open. 
More oil sold per day, less R. P. M. per gallon sold. Saves gas, oil, 


You don't increase your automobile engine speed with clutch 
dis-engaged, why increase your truck pumping speed with nozzle 


Idling speed of engine is maintained with pump engaged and 
nozzle closed. Engine speed, when nozzle is opened, is auto- 
matically increased to your pre-determined setting. 


OLSON TROTTLE CONTROL is easily installed. Give size of dis- 


$34.50 F.0.B. Raynham, Mass. Thirty Day Money Back Guarantee. 


OLSON THROTTLE CONTROL, BROADWAY, RAYNHAM, MASSACHUSETTS 











AGRI 


The PERFECT CLEANER and CONDITIONER 








Manufactured and sold in New England for over 30 years 
M. J. CROWLEY CO., Box 111 — Norwell, Mass. | 





for BOILERS and 
HEATING SYSTEMS 


Saves 10% to 30% in fuel costs. 
Easy to use. Safe — harml 
efficient. Non corrosive to Iron, Steel, 
Brass and Copper. One jar services 
from 1200 to 1900 square feet of 
standing radiation. 

Territories open for Distributors and 
Dealers. Complete information 

sent on request. 
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Two Marlow Model 34EL-15 self-priming pumps 
peed flow of regular and Ethyl gasoline to 
lading racks shown in background. 


id Pe ead i 


‘Pompe supply gasoline to the loading racks 
va tate of 220 gallons per minute through 
feet of three-inch line. 





Blending Plant Boosts Capacity 


Loads 60,880 Gallons Into Transports 
Per Eight-Hour Day 


QO pESSA Blending Plant of Wickett Re- 
finery Co., Wickett, Texas, is a bulk 
plant selling to independent dealers. The 
plant blends its own gasoline and 
handles 800,000 gallons per month. Raw 
naphtha is blended with casing head gas- 
oline, lead and dye to produce regular 
and Ethyl grades of gasoline. Two Mar- 
low self-priming pumps are used to speed 
gravity flow from seven above-ground 
storage tanks. One pump handles about 
500,000 gallons of regular gasoline while 
the other is pumping 300,000 gallons of 
Ethyl] gasoline. 

The pumps, installed by W. L. Somner 
Co. of Odessa, Texas, have been in oper- 
ation for three years without any service. 
The plant has loaded 60,800 gallons of 
gasoline into transports in an eight-hour 
period with the two Marlows. These 
pumps load at the rate of 220 gallons 
per minute through 90 feet of three-inch 
line, pumping from any one of the bulk 
plant’s seven 21,000 gallon above-ground 
storage tanks. 


Marlow makes a complete range of 
self-priming pumps for handling petro- 
leum products from bulk plants, delivery 
trucks or transports. 

For complete information, write today 
for Bulletin PM-06 with the name of 
your nearest Marlow dealer. 


* 





DIVISION OF 


BELL & GOSSETT CO. 


Midland Park, N. J. 
Morton Grove, Illinois Longview, Texas 
In Canada: PUMPS & SOFTENERS LTD., LONDON, ONTARIO 
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SOOTMASTER 


V No Outside Bag 
VU No Dust Bag to Empty 


V Disposable Filter for easy 
emptying of container 


Tuterested 7 Want more details? 


Contact your jobber or write us today. 7 
MASTER-CRAFT SUPPLY CO., INC., Dept. FO, W. HAVERSTRAW, N. Y. 


Furnace Cleaner 


with Disposable Filter . . . 
CLEANS EASIER, SAFER, FASTER! 


V Leak-proof Dust Filters 

V Double Filter Protection 
VCompact - Light in Weight 
V Easy to Handle 


Distributed in Canada by: Imperial Refractories, Ltd., Waterloo, Ontario 


. . « « Manufacturers’ Activities 


1957 Lines of Timken-Scaife 
introduced at dealer Meetings 
A COMPACT, self-contained cooling unit 
of the air-cooled type was among 
products in the 1957 line of heating 
and cooling equipment introduced at 
recent Timken-Scaife dealer sales clin- 
ics in Chicago and New York. An 
advertising, merchandising and sales 
promotion program announcing the 
development of ““Rotoramic Oil Heat” 
also. was presented to dealers, 

Jn addition to the self-contained 
cooling unit, available in 20,000 and 
36,000 Btu capacities, new models 
shown were horizontal oil furnaces; a 
redesigned, high recovery, 30-gallon 
oil-fired, automatic storage water heat- 
er; a 175,000 Btu oil boiler, and a low- 
priced gun or pressure type oil con- 
version burner. 


Mercoid automatic Controls 
presented in new Catalog 

A NEW CATALOG has been issued by 
The Mercoid Corporation, Chicago, 
































Ill., presenting the company’s line of 
automatic controls for heating, air- 
conditioning, refrigeration and indus- 
trial applications. The controls fea- 
ture hermetically sealed mercury con- 
tacts. 

Each of the Mercoid controls is pic- 
tured and described with complete 
specifications and engineering data 
given. The majority of controls listed 
for industrial applications are avail- 
able with various style cases for out- 
door, indoor or hazardous locations. 


M-H Midwest sales Office 


moved to Lincolnwood, IIl. 


THE MIDWEST regional sales office and 
distribution center of the Minneapolis- 
Honeywell Regulator Co., Minneap- 
olis, Minn., has been moved to a new 
building in Lincolnwood, Ill., a sub- 
urb northwest of Chicago. 

T. S. Carley, Midwest regional 
manager, said the move from the for- 
mer location in Chicago was made “‘in 
the interests of better service to cus 





tomers in the eight-state area covered 
by the regional office and its 14 branch 
offices.” 

Facilities also are provided in the 
new, 21,000 square-foot building for 
Micro Switch, a division of Honey: 
well. 


For-Hire tank Trucks listed 
in 3rd Edition of Directory 


FEATURE of the National Tank Truck 
Carrier Directory, now being pub 
lished by National Tank Truck Car. 
riers, Inc., in its third edition, is a 
geographical listing of the outstanding 
for-hire tank truck carriers with conv 
plete names, addresses and descrip: 
tions. The directory also includes a 
listing of trafic executives in petro 
leum, chepical and other bulk liquid 
shipping industries. 

During the year supplements to the 
Directory keep the listings current. 
Available on a subscription for $5 4 
year from National Tank Truck Car 
riers, Inc., 1424 Sixteenth St., N.W., 
Washington, D. C. 
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THE 
PROFITABLE 


lia. 


— ——y 
BOILER 





@ Factory wired and assembled 
@ Serviced in a matter of minutes 
@ Guaranteed 5 years 

@ Write for complete literature 
and prices 


NEW YORKER coimar, 


STEEL BOILER CO., INC. PENNA. 
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for those with an eye 
for QUALITY... 


GZ» 


Flue 


for Plumbing & Heating industry ** 


“OFF THE SHELF SERVICE” 
OUR SPECIALTY — INDUSTRIAL BRUSHES 
FOR HAND OR POWER USE 


All Your Brushes From Qne Dependable Source 
OUR FULLY ILLUSTRATED CATALOGUE ON REQUES! 


146 Fulton St. 


AGE WIRE BRUSH CO. »-2.1» 1. ». 
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HARVEY CIRCULATOR 
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branch ONE YEAR 
i GUARANTEE 
ing for Dependable, 
Honey: Quiet, 
Efficient 
ted Operation 
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udes a AD 
< LOWEST PRICE \ Ag 
liquid idhis satepvelinns ON MARKET | 
; to the COUPLING SEAL  IMPELLOR ‘ 
et for comparable quality = 
r $5 a 
phn ONE CIRCULATOR 
NW, : (14%2" capacity) 
poten With Interchangeable Flanges 
SHAFT BEARING gives a choice of four sizes. 
One set comes with each circulator — Specify size. 
Safety spring coupling, water tight mechanical 
Seal, “ad ne impellor, stainless MOTOR ALWAYS HORIZONTAL 
steel shaft, porous bronze bearing. 4 
But installation can be on vertical or 
3/4” 1-1/4” 1-1)” horizontal pipe by changing four bolts. 












SPARE PARTS 


And other circulators plus a complete 
listing of New and Rebuilt oil burner 
parts in our Catalog — write for it. 




















Four sets of Interchangeable Flanges 
© @ choice of sizes from 3/4” to 11/2”. 


VALLEN STREAM, NEW voRK 





AVAILABLE AT ALL 46 SID HARVEY STORES 





. . . .« Manufacturers’ Activities 


Penn Controls buys Campbell 
Controls to diversify Line 


PURCHASE of Campbell Controls Co., 
Santa Ana, Calif., manufacturer of 
thermostatic devices used in appli 
ances, aircraft and central heating, has 
been made by Penn Controls, Inc., 
Goshen, Ind., to diversify and expand 
the Penn product line of automatic 
controls. 

The Santa Ana firm will continue 
to operate as a division of Penn with 
R. A. Fisher continuing in his present 
position as general manager of Camp- 
bell Controls and J. R. Campbell, 
founder of the west coast company, 
being retained as an engineering con- 
sultant. 


Green Fire Brick Co. acquires 


Remmey Co. of Philadelphia 


ACQUISITION of the Richard C. Rem- 
mey Son Co., Philadelphia, Pa., by the 
A. P. Green Fire Brick Co., Mexico, 
Mo., has been announced by R. H. 
Remmey and W. S. Lowe, presidents 
of the companies. 










Sales representatives of Watts Regu- 
lator Co., Lawrence, Mass., are shown 
in front of the company’s plane dur- 
ing a regional meeting held recently 
at Buffalo, N. Y. Other meetings were 
held at Des Moines, Ia., and San Fran- 
cisco. 

Pictured left to right are: (front 
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The Remmey Co. manufactures spe- 
cial refractories, high temperature 
bonding mortar, high alumina refrac- 
tories and some fire-clay brick. Now a 
wholly-owned subsidiary of A. P. 
Green, it will operate as a separate 
corporation with John G. Remmey as 


row) J. A. Beatty; Peter L. Brandes; 
George B. Horne, president; Harry 
Potter; Vernon R., Bitzer; B. G, Rob- 
ertson, sales manager. Back row: James 
R. Corcoran; Thomas G. Leach; Ar 
thur J. Harvey, Jr.; Robert F. Luley; 
Bill Cornell, pilot; Ernest Sanger; and 
Russell Gimlick. 
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vice-president and general manager; 
G. Bickley Remmey in charge of re 
search, development and engineering, 
and Francis G. Remmey in charge of 
operation. Robert H. Remmey, who 
was president, will remain with the 
firm as consultant. 





More for y 


throughout for models rated 1 ton 
up—19 ga. doors) 
@12 ga. Diamond Floor Plate 





“BODIES YOU CAN 
DEPEND ON” TO 


LAST INDEFINITELY INedy eeé CAD INC. 
J A JN 





our Money 1 


MORYSVILLE 


Morysville U-2 for %4,% 
or | ton chassis 






BEST BODY - BEST BUY 


@14 and 16 ga. Body Steel (14 ga. Full-length Hinges with Brass Pins 

®@Solidly Framed Doors and Panels 

® Recessed, Spring-loaded Latches 
with Individual Locks or Master 


@Heavy U-Channel Understructure Locking Device 
Electric Welded throughout © Fendix Undercoating (No Extra 
®Telescoping Roof and Hinged Gate Charge) 


IMMEDIATE DELIVERY © Distributors in Principal Cities 


a rate 
MORYSVILLE 
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NEUTRALIZES and DEODORIZES 
FUEL OIL & GASOLINE ODORS 
DUE TO FUEL SPILLS, LEAKS, AND STAINS 


pert 


NEUTRODA SPRAY — Makes fast work of 
banishing fuel odors. Easy to use aerosol 
can permits fast deodorizing after every 
service call. Gets NEUTRODA into those 
hard-to-get-at places. 


NEUTRODA POWDER — Just 
sprinkle it on. Odors vanish 
quickly, completely — also 
absorbs and removes 

most oil stains. 


powoet “a A little NEUTRODA on furnace filter — kill 





THE TANKIT COMPANY, Inc. 


174 GOLDSMITH AVE 


OIL ODOR 
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New, quick-connecting leakproof hose coupler 


LOCKS AND SEALS 
AUTOMATICALLY 


With this new design, the operator 
simply pushes the connector over the 
adapter. Two latches lock the unit 
together automatically—no threading 
or tightening necessary. 

When the unit is locked, a patented 
self-tightening seal makes a leaktight 
connection at low or high pressure. 
The mechanism is designed so that it 
automatically compensates for any 
wear in the gasket or metal parts. The 
coupler is free to swivel before pres- 
sure is applied, preventing hose kinks. 

All parts are made of bronze and 
stainless steel to prevent rust or cor- 
tosion. Couplers can be furnished in 
aluminum if required. Elbow style in 
2%" and 3” pipe sizes; straight style 
in 2”, 2%", 3” and 4” pipe sizes. 
Adapters are available for all pipes 


and faucets. 
eloil 





~<— This new coupler snaps 
into place, seats and 
seals itself instantly 
without use of cams or 
levers. No chance of 
any leakage. 





































Coupler unfastens with 
outward pull on the 
arms. No spanner or 
wrench required, 


Y 









































Write us before you have truck 
tanks built or refitted. We'll send you 


the complete details on these re- 
markably advanced couplers and on 
our full line of truck tank fittings and 


petroleum handling equipment. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE ~- PHILADELPHIA 34, PA. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Howard Supply Company, 5125 Santa Fe Avenue, Los Angeles 11, Calif. 


New England Distributor 


Northeastern Petroleum Service & Supply, Inc. 
37 Brookley Road, Jamaica Plain 30, Massachusetts 








THE KNOCK-OUT PUNCH 
for GAS COMPETITION 


BLUE 


HEAT 


The New Premium High-Test 
FUEL OIL ADDITIVE! 


COSTS 15% 


LESS 





POSITIVELY PROVIDES 
BETTER, CLEANER, 
MORE EFFICIENT HEAT 
WITH SAVINGS UP T0 
20% 











THAN ANY COMPETITIVE PRODUCT ON THE 
MARKET TODAY. One Penny will treat 251 
gals. of #2 Fuel Oil! 


Ends offensive odor. 


Stops leaky fuel oil tanks 
caused by corrosion. 


Eliminates clogged-up 
strainers and nozzles due 
to sludge. 


Does away with poor igni- 
tion and incomplete com- 
bustion due to condensa- 
tion. 

Prevents unnecessary 
waste of fuel due to soot 
in fire box. 

Greatly reduces need for 
costly service calls. 


DISTRIBUTORS INVITED AND PROTECTED IN DESIGNATED AREAS 


Manufactured for distribution by the Chemical and Research Div. of 


PARKE-HILL CHEMICAL CORP. 


29 Bertel Avenue, MOunt Vernon, N, Y. 


MOunt Vernon 8-7220 
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York-Shipley to market Line 
of heat-pump Airconditioners 


A NEW LINE of heat-pump aircond; 
tioners for year-round heating and 
cooling of residences and commercia| 
establishments will be marketed soon 
by York-Shipley, Inc., York, Py 
through an aggressive sales program, 
The heat pumps will be incorpo 
rated with Shipley’s line of air-cooled 
condensing units for remote installa. 
tion and will be connected to the 
evaporator section through new-type 
precharged refrigerant lines, 


Wheelco Springfield Branch 
opened; other Offices moved 


A BRANCH OFFICE of the Wheelco In- 
struments Division of Barber-Colman 
Co., Rockford, Ill., has been estab 
lished at Springfield, Ill., with LeRoy 
Peterson as branch sales manager, 

New addresses were announced for 
other branch offices as follows: in In 
dianapolis, 1953 Central Ave.; in Buf- 
falo, 2534 Elmwood Ave.; in Rock 
Island, 3710 14th Ave.; at St. Louis, 
2344 Hampton Ave. 


Bell & Gossett Booklet 
wins Builders Merit Award 


A GIVEAWAY BOOKLET called “Year 
"Round Comfort with Water for 
Heating and Cooling” has been pub 
lished by Bell & Gossett Co., Morton 
Grove, Ill. It recently won the “Ev 
ceptional Merit Award” of the Ne 
tional Association of Home Builders 
and Producers’ Council. 

Essentially a consumer's guidebook 
with many illustrations, it shows the 
homeowner the varied applications of 
circulated water heating in the home. 
The advantages of radiant heating 
using modern baseboard or floor panels 
are explained. 

Also, new ideas in summer cooling 
with chilled water circulating systems 


* are described, Other applications div 


cussed include melting sidewalk snow, 
instantly available hot faucet water. 
and zone heating. 

In non-technical language the book: 
let tells the “story of water” and its 
application to year-round comfort, 
continues with typical layouts of 
liquid heating and cooling systems am 
includes a display of B @ G products. 
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“And you know what, boss— 
we could have skipped this trip! 


Call a fast halt on truck trips to customers who don’t need fuel! 


Degree day or calendar day delivery scheduling, done the 
Burroughs Sensimatic way, pinpoints customers’ fuel require- 
ments, lowers the boom on wasted truck trips, assures maxi- 
mum delivery every stop. 


And a Burroughs Sensimatic really goes to town on your 
accounting and billing setup. It simultaneously prepares 
customer statements and delivery records, shows location of 
customer delivery schedules, automatically figures and 
records next delivery day, accumulates total fuel delivered by 
each driver. No time wasted rehandling figures, no duplicate 
records needed. 


Gear your business to maximum efficiency, maximum 
economy the Burroughs Sensimatic way. Call our nearby 
branch office for details and demonstration. Or write Bur- 
roughs Corporation, Detroit 32, Michigan. 


“Burroughs” and “Sensimatic”.are trad ks 





= Burroughs Sensimatic 





eloil 


99 











RENICK & MAHONEY, inc. 





EQUIPMENT THAT CUTS COSTS 








HANNAY HOSE REELS 


Leading oil companies specify Han- 
nay Hose Reels because they are de- 
pendable under all conditions, keep 
maintenance costs to a minimum. 
There’s a Hannay for every type of 
tank truck. Consult us now about 
your plant or truck equipment prob- 
lems, or write for catalog. 


RENICK & MAHONEY, Inc. 


380 Second Ave. (at 22nd St.) 
New York 10, N. Y. 


Complete Equipment for the Oil Trade 
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Superior Filtering for all 
Oil Burning Equipment! 


Klett wiv 


Fumes. OlL FILTERS 


There's a Kiemm Fuel 
Filter for every standard 
burner using No. 1 and 
2 fuel oil. Your choice... 
metal or glass bowl. 
“Millions Since 1932." 


1. Practically no flow 
resistance—true 
depth filtration. 

. Simplified construc- 
tion for simplified 
service...no tools 
required. 

. Eliminates nozzle and 
line clogging for 
increased burner 

efficiency. 

4.All parts...Hi- 

Chrome and Brushed 

Zinc. 








FF-430G 


FF-430 U/L 
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PK-150 U/L 














Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 Worth Damen Avenue © Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 
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. . - « Manufacturers’ Activities 


Commercial Building heated 


by Sun, cooled by Marlo 


THE FIRST commercial building in the 
United States—and possibly in the 
world—to use radiation from the sun 
as a primary heat source in winter, 
still depends on man-made equipment 
for summer cooling. 

The unique building houses the 
offices of its owners and designers, the 
mechanical engineering firm of Bridg- 
ers and Paxton, in Albuquerque, New 
Mexico. One entire wall acts as a 
gigantic collector surface which ab- 
sorbs heat from the sun, transfers it 


to water circulating through channels 
in the collector plates, carries it to jp- 
terior areas for heating or stores jt 
for use during the night or on cloudy 
days. 

In summer, the primary cooling 
source is a Marlo evaporative cooler. 
which provides chilled water for the 
summer conditioning systems. During 
periods of unusually high heat loads, 
the cooling function is supplemented 
by a heat pump, with the Marlo unit 
also acting as a cooling tower. The 
same heat pump is used as an auxiliary 
heat supply in winter when solar 
radiation is insufficient for comfort, 


Entire wall of the Bridgers and Paxton building in Albuquerque, New Mexico, 

acts as gigantic collector surface to absorb the heat from the sun’s ray to warm 

the building in winter. Summer comfort is provided by a man-made contrivance, 
a Marlo evaporative cooler. 
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American-Standard creates 


Philadelphia sales Office 


A NEW SALES OFFICE to serve the 
Philadelphia district has been estab- 
lished by the Plumbing and Heating 
Division, American-Standard, New 
York 18, N. Y. The trading area of 
the new office includes northern Dela- 
ware, southeastern Pennsylvania and 
southern New Jersey. 

Named manager of the new office 
was Brendan P. O’Connell, who joined 
the Plumbing and Heating Division in 
1947 and has served as American- 
Standard salesman in the Philadelphia 
for the past three years. 

Also announced by the company is 
the appointment of Gerhardt D. 


Bruggemann, Jr., as manager of the 
Milwaukee sales office, succeeding 
Frederick R. Dannies, who will cow 
tinue to work through that office on 
special assignment. Bruggemann joined 
the division in 1951 as a salesman in 
the New York office, transferring 
Cincinnati a year later. 
oe 

Kent J. Worthen, former General 
Electric district sales manager for m” 
bile communications equipment at Los 
Angeles, has been appointed GE mar’ 
ket development manager for the 
Communication Products Department, 
Syracuse, N. Y., to co-ordinate sales 
of two-way radio to new user mar’ 
kets. 
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WITHOUT 


DOWN TIME and with UNIT in SERVICE! 
Users’ Reports Tell How OYLTITE-Stik 


can help you 


"to make instant repairs on base- " . , to seal small holes of oil storage 


ment storage tanks... 


saver. 


a great time tanks, created through condensation." 
An Illinois Contractor 


A New York Oil Distributor 


" , on seams of large oil tanks where 


Id was not perfect. 
° A Wisconsin Fuel Company 


"". . . has done such a good job we do 
not want a service man to be with- 
out one." 

A Pennsylvania Heating Company 


“ |, we punched a hole in the tank 


: i i hen filled the tank " .. to repair leaks in domestic tanks 
“i aS the soa with the oil inaccessible for repair by other meth- 
waning out; it has held for months." ods... most satisfactory. 

A Maryland Contractor A Canadian Contractor 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find. 
®@ See your suppliers for OYLTITE-Stik or write 
direct on company letterhead for free sample. 


ff 


LAKE CHEMICAL CO. 


3086 W. Carroll Ave., Chicago 12, Ill. 














IGNITION TRANSFORMERS 


REBUILDING 
AND 
EXCHANGE SERVICE 
FOR 
REPLACEMENTS 








TRANSFORMER COMPANY, INC. 
326-330 E. 35th St., New York 16, N.Y. 


Dependable Service Since 1937 





Distributors! Jobbers! 
me N. E. territories still 


stock future products ' 


g) OIL FITTINGS for 
TOP SERVICE! 


ZG COST LESS TOO! Complete stock %” 


to 11/2” vent caps, 11/2” to 2” fill caps, 
2” standard locking hinge - type fill 
caps, tile covers. Immediate delivery! 
Freight prepaid on 100 Ib. shipments. 


open. Write for franchise Sold through jobbers only. Write for 
information today. specifications and low quantity prices. 


oi 1 66 - & > bo} ©) OL oy Lm ot om 
3625 N. Mississippi Ave., Portland 12, Oregon 








L give my customers 
the BEST/ 


APTHORP TRUE ALIGNMENT 


NOZZLES 


































BOTH ARE PERFECT Te 
but one may be BETTER 
for a PARTICULAR BURNER 
than the other 











HOLLOW SPRAY SOLID SPRAY 


Every burner has a certain air pattern that is gov- 

erned by the design of its particular head. Either 

an Apthorp Hollow Spray or Solid Spray Nozzle 

will mate best with this air pattern. By use of 

the right type, CO, will increase from 2% to 4%. 
WRITE FOR COMPLETE NOZZLE BULLETIN 











BOSTON MACHINE WORKS COMPANY 
Oil Heating Supplies Division, 7-17 Willow St., Lynn, Mass. 




























@FOR the larger jobs 
where fast recovery plus 
storage are required. 
Handles a battery of 
showers with a single 
heater near the point of 
use. Save hundreds of 
dollars in tanks, pipe, 
and fittings. 


® USED in schools, dormi- 
tories, apartments, mo- 
tels, camps, etc. Supplies 
medium or high temper- 
ature water. Available 
with standard or A.S. 
M.E. tank. Oil or gas 
fired. 


BOCK 


CORP. 


110 S. DICKINSON ST. 
MADISON 4, WIS. 
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Model 012 


OIL BURNER IGNITION | 
TRANSFORMERS FOR ALL | 


TIMKEN BURNERS 


Manufactured exclusively for 
us and guaranteed by 


JEFFERSON ELECTRIC CO. 


Mounting Brackets included at no extra cost 











NEW YORK TECH 


America’s Foremost School . . 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses im: REFRIGERATION & AIR CONDITIONING 


- Famous for teaching 

















March classes now forming 

















ORDER DIRECT 
earn | pase 
Model 013 SEND FOR PRICES 
ee eee 
; Discounts 

















Model O19 





SERVICE and SUPPLY CO. 


914 W. Wisconsin Ave. 
Appleton, Wisconsin 























Pr eryer Activities 


1957 Janitrol service Schools 
take place at Columbus Factory 
A SERIES of heating and cooling 
schools, the 1957 Janitrol Service 
Schools, take place at the Columbus, 
Ohio, plant of the Janitrol Heating 
and Airconditioning Division, Surface 
Combustion Corp., Columbus. 

The five-day cooling schools include 
class lectures and group work on 
equipment, purging and charging of 
air-cooled systems, trouble shooting for 
both water and air-cooled units, equip- 
ment application, job surveys, cost es- 
timating and pricing. In addition to 
courses already held, sessions are 
scheduled to begin on the following 
dates: March 18 and 25, April 8 and 
29, and May 13. 

Heating schools covering fuels, com- 
bustion principles, venting, controls, 
gravity furnaces, construction, instal- 
lation, cycling, adjustment and main- 
tenance, are scheduled to begin for 
five-day sessions on April 1 and 15, 
and May 6. 


Remember NEW YORK TECH whether you have 


MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


cat or weiteNEW YORK TECHNICAL INSTITUTE est. s910 


A — of N.Y. Institute of Technology 
A non-pro, 
500 Pacific St., Brooklyn, N. Y. 


fit educational institution 
@ MA 5-6220 














Outstanding safety record of the com- 
mercial vehicle fleet of the Griffin Fuel 
Co., Seattle, Wash., won for the firm 
a special award of the plaque, pictured 
above, from the American Automo- 
bile Insurance Co. During the last 
four years, Griffin Fuel, operating 36 
vehicles, has averaged but six charge- 
able accidents a year, with negligible 
claims costs. The award was made to 
company president Fred Griffin at the 
company’s annual award dinner. 


Armstrong conducts Service 
Schools on Cooling, Heating 


THE 1957 SERIES of “Service Master” 


schools on airconditioning of the Arm 
strong Furnace Co. are being con 
ducted at the company plant in Co- 
lumbus, Ohio, with school sessions 
scheduled to begin March 18 and 
April 1. A similar series held in Des 
Moines, Iowa, was concluded early 
this month. 

The Columbus schools, starting 
January 14 and 28, February 11, 
March 4 and 18, and April 1, are con 
ducted by Chuck Daughterty with the 
help of Carl Bryson and Armstrong 
eastern district managers. The Des 
Moines sessions were directed by Jim 
Buchwald. 

A heating school also was held in 
Columbus the week of January 21. 


o, 
“2 


Meyer Evanson has been appointed 
coordinator of commercial heating, 
Crane Co., Chicago. 














LAST LONGER 
GIVE EVEN HEAT 
WITH LESS FUEL 
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FASTER 
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COMBUSTION CHAMBERS 





MONOGRAM has... 





TOUCHE, & RF 
LITE-CAST 
HIGH 
SIDE WALLS 
t 
LONG LIFE DOUBLE SEAL 
BETWEEN 
FLOOR : WALLS 
137 Standard Designs and 
sizes of LITE-CAST Insulating PRECAST FLOOR 
Refractory Combustion Cham- * 
bers for ALL Boilers and| AiR SPACE 
Furnaces. BENEATH FLOOR 





.75 TO 12 GALLONS PER HOUR 


MONOGRAM PRODUCTS 00. 


731 NORTH 35th STREET, PHILADELPHIA 4 
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Readers’ Problems 
(Begins on page 82) 

9. Why are check valves used on 
return lines of some jobs using Nos. 
§ and 6 oils? 

Anumber of such jobs I service have 
no return-line check valves and have 
heen working OK for years. 

W.R.A., Jamaica, N. Y. 


A. Years ago certain dealers pro- 
vided big burners with globe or gate 
shut-off valves in suction lines and re- 
turn lines. Before undoing the piping 
of a burner, or working on its pump 
for example, a serviceman closed a 
hand valve in its suction line, and a 
hand valve in its return line. Failure 
to close the valve in the return line 
caused gallons of fueloil to flow from 
this line into the boiler room after oil- 
burner piping connected to the return 
line had been disconnected. That was 
because return lines usually go to 
higher levels after leaving oilburners. 

Dealers soon learned many oil 
pumps on burners were being dam- 
aged or ruined because the burner 
motors were started with the return- 


line hand-valves closed. A burner 
pump develops hundreds of pounds 
pressure, enough to break pump cast- 
ings in some cases, when started with 
its return line valve off. 

To avoid any chance of a pump be- 
ing damaged in this way, many com- 
mercial-industrial burner manufactur- 
ers and dealers turned to the idea of 
installing a check valve, instead of a 
globe or gate hand shut-off valve, in 
the return line of each burner. Open 
up the return line on the burner side 
of this check valve to service the job, 
and you avoid the flood of oil from the 
return line that you'd get if the check 
valve were not in the line. 


2. What do you do if you suspect 
poor performance of a fuel unit on a 
domestic pressure burner is caused by 
a clogged or bent copper return line 
running 60 ft. out to a buried oil 
tank? 

E. W.N., Lansing, Mich. 


A. Obtain facts by installing 4 pipe 
tee and a pressure gage, reading up to 
about 25 or 30 lbs., at the burner end 





of the return line. With the burner 
running and firing, a pressure-gage 
reading higher than 15 lbs. shows its 
fuel unit is bucking excessive return- 
line pressure. If still doubtful, try a 
new fuel unit. Switch to a two-stage 
fuel unit if the burner now has a 
single-stage fuel unit. 


Q. Ihave two questions. First, start- 
ing with a 70-gallon direct-fired water 
heater at 160°F. throughout, how many 
gallons of hot water can be drawn 
from it rapidly before the water tem- 
perature drops to 125°F.? 

Second, what’s the approximate re- 
covery rate of a fairly efficient water 
heater fired at one-half gph? 

K. M., Des Moines, Ia. 


A. First, usually roughly half the 
capacity of the tank, or roughly 35 
gallons in your case, 

Second, just about 30 gallons of hot 
water per hour, heated over a range of 
100°F. The time-honored FO&OH 
thumb rule is that firing one gph at 
70% efficiency provides two gallons of 
hot water per minute, 100°F. rise basis. 
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r.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Tester. Now, for the first time, you can adjust 


RNa gna nem mpm mt 
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SSNS 


ELECTRODES 
GASKETS 


SERVICE TOO 
SHAFT SEALS 
ACCESSORIES 


CO, INDICATOR 


guarantee top 
performance, quick 


of costly call-backs. 


HYDROVALVE’S 


FUEL UNIT PARTS 


HYDROVALVE’S precision 
manufactured service parts 


installation and elimination 





ed ne-Up job will pay you big dividends 
you competitive leadership and 

33 het fecognition of your competence 
expert. The =n eaegaanaper 

' ntains precision-made qual- 
hd ments with which you can make ful- 
tse of your know-how in making a fuel 
Survey, checking a burner for 


nut parts and needed repairs, or running 


é engineering leaders 
an oil burner quickly and expertly for highest 
COz without objectionable smoke... do away 
with guesswork, and “‘hit and miss” fumblin 

in adjusting for clean firing. The “Scale o 

Soot’ which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
ious burners and types of heating systems. 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 


For your FREE 


also brings you time-saving 
tools to speed service calls 
and save you money. 


HYDROVALVE Catalog of 
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ency test to close a replacement deal. 

sat pewesgreeenawn ITE CO: 
Pore ile raft Gauge, the 
wall TEMPOINT Stack Thermometer and 
lly new TRUE-SPOT Smoke 


FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


For complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 





engineered replacement 
parts, shown actual size, 
write today to: 








HYDROVALVE CO. 


1319 Utica ‘Ave., Brooklyn 3, N. Y., BUckminster 4-1330 





. . « « Readers’ Problems 


Q. We have run into many jobs 
both new and old on which the heat- 
ing circulators are either too big or too 
small. Please advise us your method 
for sizing a circulator for any job. This 
is very important from standpoints of 
economy and noise. 


O. S. J., Marlton, N. J. 


A. You refer, of course, to the cir- 
culators of forced hot-water heating 
plants. You are correct in pointing out 
that many of these are sized incor- 
rectly. 

The main reason for the installation 
of circulators of incorrect size, or for 
installation of circulation piping and 
radiation not matched as they should 
be to the characteristics of the circula- 
tors, lies simply in the failure of job 
planners to follow manufacturers’ in- 
structions. The trouble you point out, 
as well as hundreds of other troubles, 
can be traced directly to the fact that 
many, perhaps most, oilheating system 
installers do not spend time studying 
all the details of manufacturers’ in- 
structions. Or if they know the advice 
given in the instructions, the installers 





do not heed the advice. 

To go further than following the 
excellent instructions regarding circu- 
lator sizes issued by manufacturers of 
circulators and other specialties for 
forced hot-water jobs, you'll have to 
follow the methods which heating en- 
gineers use in planning extremely large 
systems. Lay out the entire radiation 
and piping system with some certain, 
suitable factors in mind for pressure- 
drop, temperature-drop, rate of circu- 
lation, etc. Then, after studying the 
performance curves of the different 
models of circulators you are consid- 
ering using, select the model circulator 
that matches the design requirements 
of the heating system you planned. 
Studying modern textbooks teaches 
you how to plan modern heating sys- 
tems on this basis. 


Q. Your November and December 
1956 issues contained a two-part fea- 
ture article by Jean L. Dupuis on how 
to end excessive suction-line vacuum 
on a No. 6 oil pump-type rotary-cup 
job by installing an auxiliary pump- 
set and additional 8 kw electric suc- 


tion-line heaters. 

On p. 72 of the December issue the 
article describes two “special” check 
valves, lightly spring-loaded and hay. 
ing O-ring seating that insures dead. 
tight closing. 

Question #1—From whom can we 
obtain such check valves in sizes of 
1%” and larger? Local supply houses 
and manufacturers of regular check 
valves know nothing about them, 

Question #2—Are ‘you certain the 
O-rings in the checks used on the 
trouble job are suitable for heated 
No. 6 fueloil? 

N. K. A., Philadelphia 


A. The two check valves used on 
the job covered by the two articles 
were made by Circle Seal Products 
Co., Inc., 2181 East Foothill Blvd., 
Pasadena 8, California. They have 
—39 Buna N O-rings, which the man- 
ufacturer finds suitable for hot No. 6 
fueloil. Ask Circle Seal for its 2001 
catalog, which gives engineering data 
on 200 Series Industrial Styles check 
valves for up to 3,000 psi pressure and 
temperatures minus 100°F. to 500°F. 








Your Selling Job Can Be Made Lasier... 


WITH EXPERT HELP FROM 


“THE SELLING MAN” 


Specialty Salesmanship With Emphasis On Burner Selling 


The Selling Man 








\ 


For the benefit of those breaking into selling and for improvement 
of active salesmen, W. A. Matheson, a director of Eureka Williams 
Corp., wrote an exciting book on selling techniques that has helped 
thousands get ahead faster. He calls it THE SELLING MAN. He 
believes that almost anyone can sell if he’ll take the trouble to learn. 
The techniques he suggests are practical because he has tested them 
himself. The $4 investment is a tiny price for so much helpful and 
profitable information to attain greater success. 














SA a copy 


PLEASE MAIL REMITTANCE WITH ORDER! NO C.O.D. ORDERS! (we pay postage] 


fueloil & oil heat 


2 WEST 45th STREET, NEW YORK 36, N. Y. 
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As a Gulf Solar Heat Brand Dealer you constantly display a 
nationally recognized brand emblem on your premises and rolling 
equipment—wherever opportunity and good taste permit. The Gulf 
Truck Painting and Dealer Identification Program enables independ- 
























ent dealers to conveniently take advantage of this extra sales-building 
feature at no personal cost. This sound and flexible program is designed 
to provide the dealer with the utmost in promotion value by combining 
local prestige with the national acceptance of the Gulf brand name. 
In truck painting, “top billing” is given to the dealer name in all cases. 
Whereas trucks are painted with Gulf colors and product insignia, 
dealer identity is kept foremost. The goodwill and reputation-building 
value of smart-looking, well-identified equipment accounts for past 
and present enthusiastic dealer participation in this program. With 
each truck serving as a “Solar Heat billboard on wheels,” the dealer's 
opportunity for doing a bigger, more profitable business ( particularly 
with new residents) is greatly enhanced. 


SOLAR HEAT Gulf Truck Painting and Identification is but one of many aids made 
heating oil available to heating oil dealers through a progressive marketing pro- 
gram that’s tops in the industry! For complete details covering the 





marketing program for Solar Heat Brand Dealers, contact your nearest 


Gulf Sales Office. 





GULF OIL CORPORATION 
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...- When You Use 


IRCO 
COMBUSTION 
CHAMBERS 


Order sample chamber TODAY— 
We'll pay the freight. See for your- 
self how IRCO Z-ramic refractory 
with the Mirro-Glo surfaces will 
help combustion and save installa- 
tion time with pressed, true-shape, 











easy to install sections. 










Standard Chambers—Book Tile—Baffies. 
Distributors in principal cities. 


SAN RAFAEL 





Insulating Refractories Company 
CALIF. 





. . . « Readers’ Problems 


Q. The feature write-up about the 
Shell oilburner laboratory in your De- 
cember 1956 issue is excellent——-except 
that it says a pressure burner firing a 
water heater at .45 gph has been in 
operation daily for seven years and 
never has been touched. 

I object! That’s propaganda to the 
effect that pressure-atomizing nozzles 
never need replacement! 

I say, and many experts at nozzles 
agree, that nozzles should be replaced 
yearly. Your comments, please? 


R. W. S., St. Louis 


A. Yes, most experts who have de- 
clared themselves on the subject of 
nozzle life agree the best course is to 
replace the inexpensive nozzle once a 
year or so, and also point out that on- 
the-job cleaning of a plugged or dirty 
nozzle is wrong. Facing nozzle trouble, 
install a new nozzle at once. 


Q. Somewheres in a past issue, I 
read about a blanket recommendation 
of nozzle experts to shift in general 
towards 125 lbs. atomizing pressure 


for domestic gun burners. Does tha 
apply to lowest gph jobs, fired 59 
65, 85 gph etc.? 


C. P. S., Hamilton, Ohio 


A. No. It applies probably to poz. 
zles of rating above 1.0 or 1.25 gph 
Matter of opinion of course jig jp. 
volved. Don’t forget nozzle output is 
increased by about 10% by raising the 
pressure from 100 to 125 Ibs., and the 
gph ratings stamped on nozzles are in 
terms of 100 lbs. pressure. 


Most burner manufacturers recom: 
mend 100 lbs. pressure for the lowest 
gph rates you name. One burner man- 
ufacturer recommends obtaining a 
lower firing rate than 1.0 gph by using 
80 lbs. pressure on a 1.0 gph nozzle; 
this idea, aimed to lessen nozzle-plug- 
ging difficulties, can be extended to 
nozzles of lower capacity than 1.0 gph. 


For nozzles rated above 1.25 gph, 
valuable benefits related to maintain: 
ing good spray angles and assuring ex: 
cellent atomization are gained by 
switching to 125 lbs. as the standard 
pressure. 






















Corrosion resis- 
tant, stainless steel 
vapor pan 4” x 15’, Com- 
pletely assembled for quick and 
easy installation. 





SERIES 555 
Fits any straight side 
warm air furnace. 








MODEL MB—MERCO BASE DIFFUSER 
Perimeter diffuser for continuous 
baseboard type installation. 








MODEL AV-7 AIR VANE HIGH EFFICIENCY TYPE 
For cooling and heating, four-way deflection 
















New copper overflow on Model 555C. 





New sensitive 
thermostats as- 
sure balanced 
humidity. 





SERIES 577 

Stainless steel. Ad- 

justable to sloping or 
straight bonnet furnaces. 

Pre-assembly cuts labor time and 

installing costs. 

WRITE FOR CATALOG FO 3 


AUTOMATIC HUMIDIFIER CO, Cedar Falls, lowa. 
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with multi-shutters. 


All individually adjustable bars for Air Vane models are made 
of extruded aluminum, tapered from |/g" thickness in center to 
1/16" each way, spaced 13/16" apart. Vertical individually 
adjustable bars in front—horizontal individually adjustable bars 
behind with multi-louvre horizontal shutters behind. Eight styles 
almost all sizes. 


Write for Catalog. 






GRILLE ANO 
REGISTER CO: 


3169 East 80th Street Cleveland 4, Ohio 
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2nd Kdition... Enlarged! 
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This collection of articles 
from Fueloil Journal, Air Con- 
ditioning and Oil Heat and 
from FUELOIL & OILHEAT 
covers trouble shooting, field 
repair and efficiency testing 
to save oil. It is a valuable 
book for individual study or as 
a supplementary text for oil- 
burner service schools. For all 
dealers, service and installa- 


tion men. 


A USEFUL REPRINT VOLUME OF THE BEST MATERIAL THAT HAS BEEN PRINTED 


TYPICAL CONTENTS: 

Fireboxes: First-rate Fireboxes ; Facts about 
Fireboxes ; Hot Flames. 

Draft: Solving draft Problems. 


Wiring: Locating wiring Defects ; Handling 
electrical Trouble. 


Motors: Keep ’em rolling (Parts I and II). 


Controls: Principles of electric Relays; Mo- 
tor-starting Relays; Electrical test 
Benches. 


Nozzles: Handling nozzle Trouble; Bench 
Tests for Nozzles. 


Baffles: Proper Baffles save Oil; More Heat 
per Gallon. 


Pumps: Handling ‘oil pumping Trouble; 
Service on two-stage Pumps; Service on 
automatic Valves; Service on pump 
Glands. 


Efficiency: What CO». means; Brass Tacks 
of combustion Testing ; What? No Instru- 
ments?; Know COz from LOU ; Five Ways 
to figure gph Rates; Effects of firing Rate 
on Cost. 


Heating: Shortcuts to heat loss Data; It’s all 
in the Venting. 


Water Heating: Plenty of Water; Low-cost 
hot Water. 


Bound in heavy paper cover, 81/2" x 11". Nearly 100 text pages and 125 illustrations 
besides numbers of tables and short service hints. 


Price $2.00 per COpy, (We pay postage) 


Please send check, money order or cash with order to avoid bookkeeping on 
the thousands of small orders we must handle to service the field. 


AVAILABLE ABOUT APRIL 15th 


(DETACH COUPON AND MAIL WITH CHECK OR MONEY ORDER) 














FUELOIL & OIL HEAT 
2 West 45th Street 
New York 36, N. Y. 
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Special Study of the Month 
(Begins on page 12) 


ing with cost of living.” ... “A strong 
association with credit information 
could cut out the few losses and chis- 
elers among our customers.” . 

‘There are some accounts that could 
owe us $10,000 and be 60 days old, 
and we wouldn’t worry—others ow- 
ing $10 for 30 days is too much; a 
careful evaluation must be made of the 
substantiality of each account.” .. . 

“Trend is toward slower payment— 
customer is caught up in a whirlwind 
of credit buying, and the fueloil deal- 
er is definitely at the end of the line 
of creditors.” . . . “We are consider- 
ing adding a service charge to accounts 
over four months old.” . . . 

“Although our losses in customers 
and dollars have been small, we find 
our receivables up because normally 
good paying accounts are a little slower 
than previously.” . . . “The only cus- 
tomers we are losing are the bad ac- 
counts; the slow accounts this year are 
the same ones that were slow last 
eg 


“Only 20% ever have to have as 
much as one call letter in several years; 
perhaps 8 to 10% have to be jogged 
fairly often; and 4 to 6% have to be 
wrestled with; and about 2 to 3% have 
to be constantly pushed—they’re mar- 
ginal.” ss 

“Our accounts receivable are our 
No. 1 problem; we cannot sell for cash 
as our delivery costs go up.” ... “We 
started a drive last summer to get bad 
accounts weeded out and have refused 
delivery this year to any past due ac- 
counts; one man is spending almost 
full time on these accounts and keep- 
ing them current.” ... 

‘All fueloil companies are reporting 
their accounts to a credit reporting 
agency; by referring to this list we 
avoid poor risks.” .. . “We feel that 
general economic tightening of credit 
during 1957 will warrant extremely 
close control during the year.” ... 
“About 30% of our accounts are on 
budgets.” 

“What are the major oil companies 
trying to do—put us out of business? 
With gas priced competitively, fueloil 
should come down.” . . . “People seem 


to hate to pay for fueloil; it’s quite g 
large item in their budgets,” 

“In this business it is imperative that 
a dealer constantly ‘date’ his accounts, 
and then do something about them: 
telephone, letter, follow-ups, etc, The 
personal visit is still most effective 
the dealer who doesn’t watch his ge. 
ceivables is heading for real trouble 
We have not found collection agen 
cies too effective.” 


o, 
“~~ 


Robert B. Cowan, president, At 
lantic Burner Supply Co., Inc., Ozone 
Park, N. Y., died on February 9 at the 
age of 40. He has been active in oil 
heating since 1935 and served in prac. 
tically every phase of the industry 
from installation work to parts manw 
facturing and distributing. He wasa 
member of the Oil Heat Old Timers, 
Oil Heat Institute of Long Island and 
the Control Rebuilders Association, 
Atlantic Burner Supply is continuing 
with the same staff and under the dy 
rection of Irving Fuchs, who had been 
Cowan’s associate for the past ten 
years. 
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ANNOUNCING 
NEW TYPE 
McGILLIS 
STONE-LINER 


ELIMINATES: 
DRILLING 
PIPE UNIONS 
WASHERS 


© SIMPLE 
© FAST 
@ PERMANENT 


Applied with 
OIL IN TANK 
Average time 
ONE MAN HOUR 


73 Prescott St., 


Available Only Thru Instructing Distributors 
General Distributor 


L. JAMES DeWOLFE, INC. 








The tank is treated from the INSIDE where corrosion | 
takes place. SEND NOW for FREE SAMPLE. See why 
corrosion CAN'T HAPPEN again! 
COSTS LESS THAN ANY OTHER METHOD. 


COMPLETE JOB 


Box 410 
Reading, Mass. 


KING ENGINEERING CORP. 


. Ann Arbor, Mich: 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 TEM 





